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CrowN Point, INv., March 9.—This 
litle city in northern Indiana is known 
throughout the middle West as a Gretna 
sreen—because of its brisk marriage busi- 
ness. Tying knots is all in a day’s work 
ior Boy Scouts and sailors, but here many 
judges make a comfortable living at it. 
To lumbermen, however, Crown Point is 
known as the home of Henderlong Lum- 
ber Co. (Inc.), which has not only a lum- 
ber shed that is the longest in northern 
Indiana but also one of the most complete 
retail layouts in the whole Hoosier State. 

As a person wouldn't build a house 
without first laying some kind of founda- 
tion, it seems a good idea in telling about 
this plant to delve for a moment into the 
history of the Henderlong firm. The con- 
cern was launched in 1900 by two broth- 
ers, Frank and Michael Henderlong. 
Each of the two founders contributed two 
sons to lumber merchandising, and the 
jour younger men are now in charge. 
The firm was incorporated in March, 
1923, and Arthur and George, sons of 
Frank, became, respectively, president 
and superintendent of the contracting 
business, Leo G. and Fred, Michael's 
sons, are, respectively, secretary-treasurer 





All lumber brought into the shed can easily 

be put in its proper space. As the pile 

grcws higher, the truck is used to stand on 
as is noticed above 





and jobs’ superintendent. All of the sons 
are directors. The two founders are not 
active in the business. 

Since the formation of the concern, 
different units have been gradually added 
until the site of over four acres is nearly 





Meet Arthur Henderlong, president of the 

company, which was founded at the turn 

of the present century. He kept working 
while this picture was taken 


covered with structures. There seem to 
be buildings for everything, and they all 
are in good condition. As many of the 
numerous buildings as it is possible to 
show are pictured with this story or will 
be shown in articles that will appear later. 
The main shed mentioned in the opening 
paragraph is 540 feet long, or nearly twice 
the length of a football gridiron. At the 
front end the shed is 76 feet wide, and 
increases to 90 feet wide at the rear. 
From the railroad that passes along the 
back end of the grounds a spur stretches 
through the center of the shed, making it 
simple to unload cars directly into bins. 
One of the photographs accompanying 
this story shows two employees unload- 
ing-from a car into the bins. It is typical 
of the handy working conditions prevalent 
throughout this retail plant. 

An important feature of the Hender- 
long organization is its contracting busi- 
ness. An average of thirty men, skilled 
and common laborers, were employed last 
year in this division. This firm does not 
stop with furnishing all materials for 
building, but is ready to carry the job 


Handy Working Conditions Prevail in This 
Modern Retail Yard 


through all stages. <A fleet of nine trucks 
is maintained for handling the company’s 
varied lines of stock. 

In a dark room in one of the dozen 
buildings dotting the yard is kept a stock 
of interior trim in long lengths. It is 
stood on end, and thus keeps cleaner and 
does not become stained. This is indica- 
tive of the thoroughness with which the 
entire business is operated. Exterior trim 
lies flat. One of the larger buildings on 
the site is devoted to millwork. Window 
screens are made here when ordered, as 
are odd-size storm sash. 

Insulation is regarded by the Hender- 
long concern as an essential part of any 
modern structure. Five or six different 
brands of the insulating material are car- 
ried, and sales of these have been grati- 
fying, it was stated. Another item which 
is moving satisfactorily is metal weather- 
stripping. It is thought that the severe 
winter which the nation has experienced 
will stimulate demand for both the above 
lines of merchandise during the spring 
and summer. Memories of the recent 


winter provide a strong reason for pre- 
paring buildings to ward off future on- 
slaughts of arctic weather. 

[Turn to page 39] 





Anything in the line of paint and allied 

goods can be found in this room, which 

also houses a complete stock of hardware 
items for customers 












spring's almost upon us .... 


How's your stock? Reports continue to indi- 
cate a real building revival. Are you all set for it? 
Do you have on hand the essential items of lumber 
your trade is going to need? As the season ad- 
vances, increasing demand is bound to mean con- 
gested order files at the mills—disappointed deal- 


Shingles. 
Better Order Now! 


AMERICAN LUMBERMAN 


ers—lost sales. Winton can make prompt deliveries on prac- 
tically all items in Idaho White Pine, White Spruce, Ponderosa 
Pine, Douglas Fir, Western Hemlock, Red Cedar Siding and 
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| SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, Manitoba. 


Oregon — Somers Lumber Company, Somers, Montana. 


| WHITE PINE MILLS: Winton Lumber Company, Gibbs, Idaho: PONDEROSA PINE MILLS: Ewauna Box Company, Klamath | 
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APPLY OR THE S08, 
PAINT OR VARTUSH 
RIGHT OVER JT 


PAR-TOX is a new chemical 
treatment for the preservation of 
wood. Applied by dipping or 
brushing, it quickly does the job 
thoroughly and economically. 

PAR-TOX immediately penetrates the wood fibers, im- 
pregnating them with the preservative. It renders lasting 
immunity from decay, sapstain and insect attack for the 
preservative is sealed-in by subsequent painting. 

PAR-TOX is odorless and colorless. Can be painted 
over, stained, varnished or enameled without loss of time. 
For sash and porchwork, can be brushed on the job— 
Millwork Plants may use the dipping treatment. 

Millwork Plants should investigate this modern method 
of making their products more desirable—hence more 
readily salable. Every Dealer should sell PAR-TOX. 

PAR-TOX is made by a concern with a background of 
75 years’ experience manufacturing paints, chemicals and 
wood treatments. Write TODAY for descriptive folders 
and free sample—imake your own tests. 





Dealer proposition and quantity prices 
will be included without obligation. 












PENETRATION Also manufacturers of the famous 
Test FQR-T05 FE. PARKER’S PRIMERLESS PUTTY 


pleased to send tinted 


COMPANY 
Oshkosh, Wisconsin 


WINTON LIVER SUS CU, 











bad weather 


but WE are getting 
dry lumber right on!” 


Snow and wet weather don’t 
stop this New England wood- 
worker. He's independent ot 
the weather! 


Dries his hardwoods _ green- 
from-the-saw in Moore Cross- 
Circulation Fan Kilns. Makes 
prompt shipments. Gets a bet- 
ter quality. less cull. Reduced 
inventory and quicker turn- 
over. 


More than 850 Moore Cross- 
Circulation Fan Kilns are help- 
ing aggressive lumber and 
woodworking plants make 
money. Let us give you full 
information about the Moore 
System today. No obligation. 


Moore Cross - Circulation Fan 
Kilns drying frozen hardwoods 
for Dickerman & Co., Granville, 
Vermont. 





= IRA PARKERG SONS Bui Ja a Uta ee tw bE 


trld's Largest Manufacturers of Dry Kilns and Equipment 
JACKSONVILLE, FLORIDA 


NORTH PORTLAND, ORE 
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Home Dreams and 
Flowers Bloom 
in the Spring 


HERE’S MUCH dusting around in 
Bi retail plants at this time of year. 
But if it means business, no lum- 
berman minds being busy; and he has 
reason to believe it does mean business. 
There is the matter of yard repair and 
office refurbishing; for the hard winter 
has taken its toll of equipment and alley 
pavement and outside paint, and after all 
these months of smoke and muck the 
office interior is sure to have its layer 
of road film. There is the matter of get- 
ting stocked up; and we hope you've 
already attended to that, for the market 
is showing symptoms of difficulty. There 
are the plans for displays and advertising 
to take advantage of the early urge among 
the customers. For with warm days and 
bluebirds comes the wish to brighten up 
the old homestead; and a spot of pub- 
licity at the right time means sales. 
sut this isn’t all; and these days see 
many a retailer working hard but sitting 
still. He’s doing some heavy thinking. 
Unless people who should know better 
have given him a bum tipoff, the ap- 
proaching season will see the customers 
stirring with something of the old energy. 
Those who repair and remodel will pre- 
sent no special difficulty, for he has been 
working with their kind through the de- 
pression. But there are some old cus- 
tomers who wanted new houses five years 
ago but put the business off until times 
looked better. They look better now. And 
there are some new customers who know 
nothing about lumber yards. Youngsters 
who seem very young indeed to the dealer 
have been getting married. Perhaps 
they’ve been living with their elders; and 
while they’re fond of and appreciate the 
old folks and all that, they’d like to have 
their own roof. 

Well, what this dealer is thinking about 
is the fact that there has been a real break 
in the flow of new house construction. It 
didn’t stop short, but it slowed down to 


the point where the industry almost 
marked time. There was not income 
enough for new developments or the 


working out of new methods. This dealer 
is wondering if the machinery has grown 
rusty and antiquated. He knows that 
while his customers have not been build- 
ing they have been thinking. He knows 
there’s been an endless amount of day- 
dreaming, and paper planning, and read- 
ing of building pages in the magazines. 
His customers, especially his women cus- 
tomers, have read and heard much about 
the new architecture and prefabrication. 
Some of the things they’ve read have been 
worse than day-dreams. Many of his 
potential customers have never built be- 
fore; and their natural reaction to his 
words of caution about untried ideas is 
not likely to be so good. 


AMERICAN LUMBERMAN 


So he’s wondering how he can hitch 
on again, after this long period of mark- 
ing time, and how he is going to deal with 
this new group of customers and their 
advanced but theoretical ideas. 

Naturally the best and most practical 
thing to do is to show his own wares. 
There is the old saying that every knock 
is a boost; and a dealer who goes about 
saying on all occasions that the new ideas 
are fool ideas isn’t well advised. They 
may be fool ideas; but if he says so he’s 
likely to create an unnecessary interest 
in them. If on the contrary he builds a 
modern house, either for a customer or 
as a display model, he can show what he 
can do. The AMERICAN LUMBERMAN 
has a deep interest in the model-house 
idea, simply because something dramatic 
is needed to bridge this break in construc- 
tion that occurred during the depression. 
A house of frame construction, built 
within the means of the most important 
purchasing group, of modern design and 
with all the proven new equipment, com- 
pletely insulated and completely deco- 
rated, will do more to prove the solid 
and deliverable value to be had in the 
local lumber yard, and will cause more 
people to forget the will-o’-the-wisp ideas 
created by irresponsible publicity, than 
will any amount of fretful knocking. 

To prove his usefulness, the dealer 
needs to demonstrate his wares. If he 
can do it for a customer, well and good. 
But if no customer appears immediately, 
a successful _ demonstration house is 
equally good. The important thing is to 
prove that it can be done and done prac- 
tically. 


The Longer You 
Keep Them the 
Sicker They Get 


HEN THE YARD gets its pre- 
season going over of repair and 
rearrangement is a good time to 

deal with the “old-fashioned girls” among 
the stock. Every yard more than a year 
or two old has them; the odds and ends 
of special patterns the customer brought 
back and you didn’t have the courage to 
refuse ; the discontinued patterns of sash 
and doors; the off-color asphalt roofing 
that doesn’t match with the present stock, 
and so on. It’s still pretty good stuff so 
far as intrinsic quality goes, but the cus- 
tomers will not take it at regular prices. 
The dealer doesn’t quite know what to 
do with it, so without any special decision 
one way or another he shoves it into a 
back bin. There it starts a Rip Van 
Winkle sleep; taking up space that ought 
to be working, tying up money that could 
be used and giving the yard an indefin- 
able aroma of decay. 

Better get it out. Advertise it for what 
it is; good stuff, but in discontinued pat- 
terns; slightly damaged, or what-not. Put 
a price on it that will move it out before 
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it gets so bad you have to hire some of 
the unemployed to escort it to the dump, 

There’s a market for this material in 
the spring, when necessary repairs are 
being made. That job-lot of roofing will 
cover a chicken house, and the odd sash 
will do good service in the south front 
letting in sunlight to cheer brooding hens, 
Whole garages have been made of doors 
that were too old-fashioned to get into a 
house. There’s a place for it, but that 
place isn’t in the stock bins. You'll be 
surprised how word travels around, and 
how bargain hunters will come and study 
your “bull pen,” working out in their 
minds ways of using these things. 

And it’s a good feeling to start the sea- 
son with a live stock. 


Don’t Let “Jerry” 
Crab the Home 
Building Act 


ROUSED by reports from various 
A sections of the country to the ef- 
fect that there has been a recent 
increase in the use of poor materials and 
inferior home construction methods by 
some unscrupulous builders, the Fed- 
eral Housing Administration has is 
sued a warning to all persons using the 
Modernization Credit Plan or the Mu- 
tual Mortgage Insurance Plan to “give 
careful scrutiny to all bids for work 
submitted to them by contractors and 
builders.” 

The bait used, says the statement, is 
an exceedingly low bid, against which 
the legitimate contractor has little or 
no defense. Such low bids are made 
possible by evasion of the statutory 
obligation that the contractor carry 
compensation insurance, and by use of 
inferior materials where the specifica- 
tions call for products of good quality. 
It is pointed out that the Housing Ad- 
ministration has set up certain well- 
defined standards as requirements for 
mortgage insurance, one condition be- 
ing that no materials of an inferior 
quality be used. 

Among the properties thrown back 
on mortgagees during the depression 
have been hundreds which were not 
worth the face of the mortgage be- 
cause the work had been shoddily and 
dishonestly done. This has borne heav- 
ily on the owners, because it has pre- 
vented them from getting back any 
portion of their equity. Several glar- 
ing faults which sooner or later neces- 
sitate expensive repairs are pointed out 
by the Administration, among them 
being the use of green lumber. Poorly 
applied paint, often of inferior quality, 
is another sin of the “jerry builder.” 

Badly designed houses, with trick 
angles and chopped-up roofs, add a 
hazard that should be avoided, the Ad- 


ministration statement warns. 
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IN THE SOUTH, An Editor-- 


Visits Operation That Pioneered 
in “Timber Farming” 


SOUTHERN VETERANS BUILDING 
WITH THE BONUS 


Utica, Miss., March 9.—Mississippi 
dealers are greatly interested in the 
AMERICAN LUMBERMAN’s “Build With 
the Bonus” idea. In this little town, E. 
M. Jones, manager of the Utica Lumber 
Co., is interesting veterans in using their 
bonus money as a means of securing 
homes, and already he has under con- 
struction one home, located between Van 
Winkle and Jackson. The veteran has a 
bonus of $1,200 coming to him, and, as 
soon as the bill was passed and it was 
certain the bonus would be paid, he made 
arrangements with the Utica Lumber Co. 
for building a home. Others in the com- 
munity also are figuring on applying their 
bonus money to the purpose of building 
homes. 

* *K * * 


Waynessoro, Miss., March 9.—An 
enthusiastic booster of the “Build With 
the Bonus” campaign is J. J. Fox, head 
Being a 
veteran himself and believing in the prac- 
tice of what he preaches, he has arranged 
to apply his own bonus to the purchase of 
additional land in the block surrounding 
his home in Meridian. He is encouraging 
veterans in his community to use as much 
of their bonus as possible in building 
homes, and as a result now has under 
construction six homes for veterans, who 
have arranged to use their bonus bonds 
in payment. Mr. Fox does not assume all 
the responsibility, but, where the veteran 
is in good standing and owns the land on 
which the house is to be built, he requires 
a trust deed on the land as security until 
the home finally is paid for. Some of 
these homes he is building are small farm 
homes of simple construction, but all will 
be well built. Some of the dealers who 
have been following with interest the 
AMERICAN LUMBERMAN campaign have 
suggested that in urging dealers to get 
behind the movement and induce veterans 
to “Build With the Bonus,” attention also 
should be called to the necessity of care 


in selecting risks and obtaining proper 


protection, inasmuch as the bonus bonds 
can not be assigned or levied upon. 


* * * * 


Jackson, Miss., March 9.—W. B. 
Chamberlain, general manager of the 
Arkmo Lumber Co., with headquarters 
at Little Rock, Ark., has been spending 
some time in Mississippi in connection 
with the entrance of his company into this 
State. The Arkmo Lumber Co. has pur- 
chased the yard of the Eagle Lumber & 


Supply Co. at Greenwood, Miss., and has 
put in a new yard at Greenville. Mr. 
Chamberlain has announced the intention 
of his company to establish yards in a 
number of Mississippi cities, as he be- 
lieves this will be justified by the rapid 
growth of business and industry in the 
State. Much building, both in towns and 
on farms, is under way in Mississippi, 
and the outlook is bright for a continuance 
of building on a large scale. 


* *K *K * 


“TIMBER FARMERS AND 
MANUFACTURERS" 


Urania, La., March 9.—The visitor 
driving along the highway, or traveling by 
train, who stops at this important little 
town has his attention immediately at- 
tracted by a large sign stretching across 
the front of a building reading “Urania 
Lumber Co., Timber Farmers and Manu- 
facturers.” Despite the sight of oil wells 
along each side of the highway and in the 
town, and the constant chugging of the 
pumps that are bringing the greasy fluid 
to the surface, one is intrigued by that 
sign “Timber Farmers and Manufactur- 
ers.” In the office of the Urania Lumber 
Co. will be found a man who is tre- 
mendously interested in doing just those 
things, so carrying out the hopes and 
dreams of the “father of reforestation” in 
the South, the late lamented Henry 
Hardtner. Although this program, which 
has been so satisfactorily and successfully 
pursued for so many years and which 
means so much to the welfare of the State, 
seemed in a fair way to be wrecked 
through laying upon it a heavy and 
unjust burden of taxation, happily the 
matter has been adjusted, and Quincy T. 
Hardtner, who succeeded to the presi- 
dency of the company after the death of 
his brother, hopes to see every detail of 
the plan brought to a successful fruition 
and the Urania Lumber Co. become, in- 
deed, not only a perpetual operation, but 
a shining example of what can be done in 
practical reforestation and in sustained- 
yield operation. An event of special in- 
terest in Urania every year is the visit of 
a group of students from Yale Forestry 
School, who for several weeks are camped 
in the forests of this company and are 
given practical training in reforestation. 


Real Service on Mixed Cars 


Just as interested and as enthusiastic 
over this outstanding sustained-yield 
operation as its originator and as the 
present head of the company are G. M. 
Tannehill, vice president, and W. C. Proc- 
tor, sales manager. The latter accom- 


| Sees “Build With the Bonus” 
Campaign Get Results 


panied an AMERICAN LUMBERMAN repre- 
sentative on a hasty visit through some 
of the adjoining forests and through the 
plant that, after an operation of many 
years, continues daily to deliver its quota 
of well manufactured southern pine and 
hardwoods. This company manufactures 
both pine and hardwoods and is thus pre- 
pared to render a real service to buyers 
in the shipment of mixed cars. In fact, it 
caters to the retail yard and mixed car 
trade, and also specializes in timbers, di- 
mension, boards and railroad material. It 
carries on its immense yards an adequate 
stock and is prepared to ship at all times 
either air dried or kiln dried lumber. A 
fine quality of beech lumber is produced, 
among the other hardwoods, and the com- 
pany has been supplying a large volume 
of beech flooring strips to flooring fac- 
tories, as beech flooring is in considerable 
demand in some sections of the country. 

This lumber operation is unusual in 
that it is surrounded by producing oil 
wells, the Urania field being one of the 
first developed in this part of Louisiana, 
and the sounds of the oil pumps mingle 
with the whine of the saws and the roar 
of the machinery in the mill that con- 
tinues to produce high quality lumber 
for the building of homes, while the 
pumps bring to the surface in a continu- 
ous stream the oil that is adding so much 
to the convenience and comfort of man- 
kind—-and at the same time in the ad- 
jacent forests, protected from fire and 
scientifically administered, Nature is 
steadily and surely adding to the volume 
of the trees to take the place of those be- 
ing manufactured into the lumber that is 
so necessary to the welfare of the people. 

The Urania Lumber Co. truly is an 
interesting operation, and buyers of 
lumber who visit the South would find 
their time well spent if they stopped off 
here for an inspection. Those who can- 
not find an opportunity for a visit will 
find it profitable to write for information. 





Lee H. PIper, vice president and gen- 
eral manager Midwest Lumber Co., 
Minot, N. D.: We are enclosing copies 
of two letters which we are using, the one 
referring to Title II being sent to vet- 
erans living in towns, and the other to 
veterans in the country. We shall appre- 
ciate seeing copies of letters which other 
dealers are using. (Several such letters 
have been printed in preceding issues.— 
Epitor.) In addition, we have run ad- 
vertisements in several of our papers, and 
intend to follow these up with others later 
on. 








32 





At the Northeastern retailers’ convention the Realm listened 
with much interest to a Massachusetts dealer’s account of his 
methods of selling to farmers. Most of us think of the old 
Bay State not as an agricultural center, but as the home of 
shoes and textiles and statesmen and Puritan traditions. 

Norman P. Mason, of North Chelmsford, says that in the 
first place he finds it necessary to pay much attention to detail. 
Farmers, even more than other people, like to have their busi- 
ness taken seriously. They work pretty hard for their money, 
they want every dollar to do its duty, and they don’t like it if 
a dealer doesn’t take the trouble to understand what they want 
and to help them get it. Your farmer generally makes up his 
mind whether or not he’s in the market, and he often does it 
before he makes inquiries. Farm prospects are comparatively 
few in number, in any given community ; and if the local dealer 
slips up on many of these openings it isn’t going to do his vol- 
ume any good. So Mr. Mason makes it almost a religion to 
know his customers. He knows their names; including their 
first names. He knows their financial status, whether or not 
their credit is good and, if it is, for how much it is good. He 
doesn’t have to do much if any credit investigating when a 
farmer comes in. 

But another reason for knowing these men is the fact that 
Mr. Mason doesn’t wait for them to come in. They’re cautious 





Display and yard service room of Wm. P. Proctor Co., North 

Chelmsford. "Good Lumber Requires Good Paint," says 

one sign. Another, "Paint Brushes at Popular Prices,” is 

backed by a neat brush display. Various pieces of sales 

literature are within reach on a shelf below the brush display. 
Note the use of plywood panels 
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An Eastern Dealer Describes 


His Farm-Sales Methods 


Remodeled yard office and display rooms of 
Wm. P. Proctor Co., at North Chelmsford 
plant, opened in December, 1935 








about spending money; but they can be persuaded by specialty 
salesmen, and if a dealer waits for them to show up in the 
yard, the chances are good that somebody will sell them a car 
first. In that case, the new barn or the house repairs must 
go over to another year. The dealer who approaches a farmer 
with a sales proposal in mind needs to know his man and the 
latter’s needs and resources. His approach usually needs to be 
casual and to seem almost accidental. He needs to know the 
business of farming so that he can talk about it intelligently. 
Mr. Mason told of an insulation expert and a slip of the 
tongue. This man was talking to a group of farmers, and in 
a moment of abstraction told them that insulation would cause 
their cows to lay more eggs. This has become a perennial joke, 
and Mr. Mason is sure to hear about it when he meets his 
farmer friends. Because these contacts have to be casual and 
indirect, or at least seem to be so, Mr. Mason finds it good 
policy to belong to such organizations as the Grange. He has 
his employees belong to others. 
Ladies’ Aid societies, he finds it useful to have indirect con- 
tacts with them. He makes himself a definite part of the farm- 
ers’ organized society. 

He finds it necessary to have a special knowledge of adver- 
tising. Advertising is good if it does its job; and to do its job 
it must be fitted to the people whom it is to reach. Mr. Mason 
keeps his appropriation within reason; limiting it to the sum 
that proves by experience to bring full returns. He uses news- 





This display room at the North Chelmsford yard which with 

its wallpaper, wainscoting, small window panes and narrow 

trim, its period furniture and oil-type lamp, has an atmos- 
phere in keeping with the Colonial exterior 
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Five Basic Types of Know- 
ledge; Customers, Adver- 
tising, Financing, the Yard 
and Its Stock and Services 
and the Relation of the 
Business to the Public 





NORMAN P. MASON, 
North Chelmsford, Mass.; 
President, 

Wm. P. Proctor Co. 
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papers as the foundation stone, but he supplements this pub- 
licity. One of his devices is a small motion picture outfit. He 
arranges to show his pictures at farm meetings, using manu- 
facturers’ films for the advertising part, but adding educational 
pictures, films of travel and comedies. This is a good deal of 
work; and a stormy night may cut down his audience. Or it 
may happen now and then that most of those in attendance are 
children. But that doesn’t mean a total loss, for Mr. Mason 
takes along a quantity of envelopes containing carefully selected 
printed advertising; and he can be fairly sure that each enve- 
lope given out will reach the parents of the youngsters. 

But however well a dealer may know his country customers, 
he needs the help of other men in the industry who know them, 


LUMBERMAN 33 





oa 


A view of the North Chelmsford (Mass.) yard of Wm. P. 


Proctor Co. 





its services before the public. One dealer of Mr. Mason’s ac- 
quaintance sold 700 storm sash in ten days. But bargain prices 
are not so good. If a farmer needs an article, it can be sold 
to him on that basis. If he doesn’t, a cut price will not move 
him. It may be added that while bargain prices are not likely 
to move a line that otherwise wouldn’t move, the idea that cut 
prices were advertised is likely to stick in the farmer’s mind; 
and when he does want some article he may suggest pointedly 





LEFT—This decorated float took 
part in a county town parade 
to stress that under Title | FHA 
there was plenty of loan money 
available for remodeling. 
RIGHT —This model 
cottage was built at a nearby 
lake and kept open during the 
season by Wm. P. Proctor Co., 
"The Lumber People" 


summer 





too; namely, builders and contractors. 
places that farmers think of carpenters when they think of build- 
ing; and in such a case the carpenters are the primary sales- 


It is still true in many 


men. If they are to do the selling, or part of it, they need to 
know what the yard has for sale, what the new materials are 
especially fitted to do and the services the yard can offer. Many 
veteran dealers are surprised now and then to discover that 
their customers, and especially their country customers, get 
along without articles they could afford simply because they 
don’t know these things are available, or because they never 
thought of these things as possible in farm houses. The dealer 
himself can do something through his personal contacts to 
change this, and so can his carpenters. But the latter have to 
be informed about these things and their uses. So at certain 
intervals Mr. Mason invites the building mechanics and con- 
tractors to a dinner. The dinner will nearly always bring them 
out. And when the men are well fed, a manufacturer’s repre- 
sentative can tell them about one or several lines, its uses and 
application and cost. A carpenter likes to be in the know. He 
likes to introduce a new material or an old one, whose uses have 
not been fully understood. Mr. Mason now and then takes a 
group of mechanics to a factory that isn’t too far away. He 
keeps them supplied with plan books of various kinds. He 
takes material lists off plans, and isn’t visibly annoyed when 
this labor fails to land a sale. 

It is possible to combine the selling services of mechanics 
and advertising to promote specialties and special sales. A 
special sale twice a year, featuring some timely article, brings 
business that otherwise wouldn’t come and keeps the yard and 





that this is where he wants the price cut, and if it isn’t cut he 
may go away without buying. 

The time is here when the country dealer must be in a 
position to help his customers with their loans. It isn’t 





The knotty pine paneling and its appropriate border, built-in 
cabinet, and harmonious fenestration and furnishings—com- 
bine into a fine setting for selling the products used 
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enough to carry and advertise materials ; 
for a sale of any size is rather certain to 
involve a loan. The mechanics of finance 
have been considerably improved ; but the 
machinery has to be operated. Many 
customers, farmers and town dwellers, 
whose credit is good hate to go to a 
banker. They hate to go through the 
cold, searching analysis that precedes a 
loan. It is a real advantage and an aid 
to selling if the yard salesman can com- 
plete the deal at the customer’s home, get 
the necessary papers signed and then him- 
self take them to the bank or the lending 
agency. If the salesman has all the facts, 
as he should have, he can approach the 
banker or finance company or roofing 
concern, or whoever is to make the loan, 
and be put over the hoops for his cus- 
tomer. Those who have not had ex- 
perience with this can hardly realize how 
much of a burden it takes off the cus- 
tomer. It means, of course, that the sales- 
man really must know the customer’s con- 
dition and the mechanics of getting the 
loan. This is a highly valuable part of 
yard salesmanship. The customer doesn’t 
have to subject himself to the hard scru- 
tiny of the lender. Often he’d seize on 





ABOVE—Newsy little local items like these 

in the Wm. P. Proctor Co.'s "The 2x4" get 

read, for what neighbors are doing always 

interests country folk—and the items carry 

with them the best kind of advertising for 
the yard's products and services 
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This column is prepared weekly by Wm. P. Proc- 
tor Co., the Lumber folks of North Chelmsford and 
Nashua, so the people of this community will know 
that some of their progressive neighbors are tak- 
ing advantage of the current prices to get things 


they need. 


Mr. Linwood Norton 
has completed his new 
home in the Westlands 
section of Chelmsford 
and has moved in. He 
certainly has a place to 
feel proud of. 

Mrs. John Reid of 
West Chelmsford has 
remodeled her kitchen, 
covering the ceiling with 
Bird’s Building Board. 

Albert Daigle, the 
Dracut contractor, has 
just completed a new 
two car garage for F. 
M. McKay on Amherst 
Street, North Chelms- 
ford. 

Healy Coal & Coke 
Co., North Chelmsford, 
have built a new wood 
shed. They are now 
ready to take care of 
wood orders in addition 
to their coal, coke, and 
fuel oil business. 

N. Sudak, the pro- 
gressive market man of 


put in a market and 
grocery store at his 
home and is prepared 
to serve the community 
with fresh meat and 
groceries, 

Harry M. Ingalls of 
Westford is improving 
his poultry equipment 
by the addition of In- 
side Reel Hoppers. 

Peter Moreau of Forge 
Village has been get- 
ting ready for winter 
by purchasing storm 
sash. 

Combination storm 
doors are lower. Don’t 
wait until the cold 
weather sets in before 
ordering yours. 

Wm. E. Adams, Ad- 
ams’ Fruit Farm, North 
Road in Chelmsford, has 
an attractive display of 
fine apples in bushel 
and half bushel boxes. 

R. W. Dobson, who 
has a filling station on 


Graniteville, has been Great Road, Littleton, 
building a two car has built new shelters 
garage. to house the turkeys 
E. Laforme, River he is raising for the 
St., Graniteville, has Thanksgiving trade. 


In our community many public spirited citizens 
are relieving unemployment by building or remod- 
eling. Quality lumber is cheaper than it has been 
for years. People want jobs instead of charity. 


Why not do your part, too? 
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any little point to back out of the whole | 


deal. It may seem an unimportant point, 
but it has a large bearing on credit sales, 

Mr. Mason thinks it is important for a 
dealer not only to know his customers in 
this intimate and comprehensive way, but 


also to know his own yard, its stock and | 


services. It’s cause for grim humor when 
a dealer tries to get it across tactfully to 
a customer that his buildings are poor and 
his living standard unnecessarily low, if at 
the same time the dealer’s own yard looks 
like something abandoned after a storm. 
A plant doesn’t have to be elaborate and 
costly to be clean and good looking. How 
is a dealer going to get far, preaching the 
protective value of paint, if his own build- 
ings haven’t been painted since the war? 
Neither does it add to costs to keep stock 
neat and clean. 

And if it is useful to train carpenters in 
knowledge of the stock and services, it is 
equally useful to give all the yard force 
this training. Truck drivers are asked all 
kinds of questions about stock and prices, 
and if they are trained to do so they can 
answer such questions promptly, and 





BELOW—The handy little yard manual 
of the Wm. P. Proctor Co. for the present 
has just 17 pages, 6!/,x8l/, inches. 
The introduction, here reproduced, states 
clearly its purpose; and a sample page 
shows how concisely the essential informa- 


tion is put into an easily get-at-able form | 





available. 


of your company. 
must do your own work well. 


may contain errors. 
your indulgence. 


you will find it helpful. 





LEUTRODUCTLIOCN 


This booklet has been prepared in order 
that members of our orgenization may 
have some definite source to go to in 
studying to increase their understanding 
of the business they are following. 
company wishes to encourage you to pre-e 
pare yourself for the better positions 
woich from time to time it hopes to have 
This means that mt only mst 
you fill your present position in an 
efficient manner, but you mst also have 
some understanding of all the functions 
First, of course, you 
If you are 

a truckman, you should know where all our 
stock is, what the grades ere, how to 
tally it, and something of the history of 
the lumber, and what it is used for. 
pooklet hopes to give you some of this 
information in a clear, concise way. It 
If it does, we crave 
We could find no regular 
text book which covered these points, so 
we had to make our own, We hope and trust - 


Wu. FP, PROCTOR ©. 


This 








SPECIES 2-3/8 FACE HEMLOCK (Weyerhaeuser Brand) 

rown in Oregon end Washington. 

Uses For bedrooms, under linoleums, in- 
expensive store or office floor, 
Varnishes nicely. 

Size 25/32 thick - 2-3/8 face. 

Tour overage To find esmount necessary for a 
room add to area of room This 
floor gives appearance of narrow 
hardwood floor without the extra 
shrink in measure of a 2} face 
floor. 

Milling Exceptional care is taken in the 


How to tally 1/4 of lineal measure = board meas= 


PBLOQORING 


milling. Equal to 4 square, but 
ends are mt rebutted, It is 
matched but not end matched. It 
is backed out. 


ure. 8 pcs. to bundle. 2 x length 
of bundle = board measure. 


Clear, free from defects, edge 
grain, 
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either make the sale or prepare the way 
for it. The fact that these questions are 
asked is another evidence of the value of 
personal contact with the buyers. Mr. 
Mason has made up a typewritten book 
on uses of materials for the truck and 
yard men, and this definite information is 
at hand when questions are asked and 
increases sales and customer confidence. 

It’s nearly always a mistake to try to 
sell poor quality stock to farmers. It 
may be useful to have a little, just to be 
used in the course of the conversation ; 
enough to convince the prospect that it is 
available but not so good. Farm build- 
ings get hard usage; and while farmers 
don’t like to pay high prices, they like 
even less to see a structure, in which a 
full amount of building labor has been 
invested, go to pieces by reason of faulty 
materials. A dealer with country trade 
needs also to guard against duplicating 
stock. It is less necessary in dealing with 
country trade to have a whole string of 
items and patterns for one purpose. It 
reduces turnover without increasing sales. 


AMERICAN LUMBERMAN 


And after a dealer knows his own yard 
and services, he needs to know his indus- 
try. A good many changes have come, 
and a good many more will come, now 
that the business is pulling out of the 
depression. New items and new services 
are coming forward. We should like to 
say with proper modesty that a trade jour- 
nal has many more contacts and sources 
of information than any one dealer can 
possibly have, and that it constantly keeps 
its reasonably diligent reader informed 
about what changes are occurring in 
the industry he is connected with. 

In the matter of knowing his industry, 
Mr. Mason would include local dealer 
groups. The group movement is gaining 
in popularity through the simple and hon- 
est channel of being useful. It isn’t a sure 
cure for cutthroat competition ; for unfor- 
tunately there is no cure for that disease 
if the patient is determined not to be 
cured. But we have made it a point to 
note of late, in traveling among country 
dealers, that price competition seems al- 
ways to be at its worst where there 
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are no get-togethers of competitors. 
There’s a curious mental slant involved. 
A man who plays a lone hand in business 
presently gets to feeling that he’s the 
whole show. He hears about a competi- 
tor only when the report drifts around 
that the latter has cut a price; and since 
he takes this as a personal affront or a 
reflection upon his own business acumen, 
his instinct is to cut right. back and a lit- 
tle deeper. A man in this state of mind 
promptly forgets that anything but price 
is involved. He gets his customers to 
thinking the same way. He forgets that 
in the complicated business of erecting a 
building a customer’s interest, when he 
is assured of a fair price, lies in other 
aspects of service. What does it profit a 
farmer to save $100 on a barn job, if the 
saving divides the barn’s life in half and 
obscures the fact that its design is all 
wrong for the purpose? In ways they 
can’t always measure, dealers find that 
local group meetings turn attention to the 
service problems of local building, and 
away from the blind alley of price cutting. 





Craftsman Shop 
for Amateur 
Woodworkers 


Detroit, Micu., March 9.—Amateur 
woodworkers in Detroit are finding a 
great stimulus to their interest, and an 
outlet for their talents, in the handicraft 
department of the Detroit News, evening 
newspaper. In addition to the handicraft 
department, which is edited by Harold T. 
Bodkin and carries helpful articles for 
the amateur craftsman, as well as news 
of outstanding individual effort in that 
line, the newspaper has been operating 
for the past year a completely equipped 
woodworking shop, which is open to any 
man or boy who wishes to take advan- 
tage of it. 

The “Craftsman Shop,” located in the 
News’ garage building in downtown De- 
troit, is equipped with work benches, a 
complete assortment of hand tools of all 
descriptions, and machines consisting of 
two band-saws, an eight-inch circular saw 
and six-inch jointer combination, a floor 
stand drill press, power jig-saw, turning 
lathe and a high-speed electric grinder. 

The shop is open to adults every Tues- 
day and Thursday evening, and to boys 
on Saturdays. An expert, professional 
woodworker is on hand at all times to 
superintend, and to give such aid and in- 
instruction as may be required. No 
advanced knowledge is necessary to take 
advantage of the shop. In spite of the 
fact that men and boys of all degrees of 
skill are using the shop, not a single mis- 
hap, of even the slightest nature, has been 
reported during its existence; though to 





View of the "Craftsman Shop" for free use of amateur woodworkers. The picture was 
made before Christmas when the amateur craftsmen were concentrating on making toys 
for distribution to the needy children of Detroit 


protect itself the News requires that each 
patron sign a waiver of liability. 

Adult patrons of the shop work at 
whatever they choose, furnishing their 
own materials. For the boys’ sessions, 
however, a standardized project is set 
up. At present the boys are working 
on a 36-inch model racing yacht. For 
this the News buys all materials, selling 
them to the boys at cost. 

_Average attendance at the shop has 
been about 1,200 per month, Mr. Bodkin 
reports, about equally. divided between 
men and boys. Adult attendance, how- 
ever, is increasing faster than that of boys. 

In the month before Christmas’ last, 
about 1,500 volunteers worked in the 
Craftsman Shop and in their home shops, 
making “Wobbly Duck” toys for distri- 
bution to needy children of Detroit by 


the “Old Newsboys’ Goodfellows.” In 
all, about 15,000 toy units were manu- 
factured in slightly over a month. 

That the establishment of the shop has 
stimulated interest in amateur woodwork- 
ing generally is indicated, Mr. Bodkin 
says, by the fact that in 11 months from 
the date of its opening more than 100,000 
reprinted plans from the newspaper’s 
Handicraft page were distributed on per- 
sonal requests. The biggest gain in this 
service was from July to December. 

From the standpoint of the newspaper 
sponsoring it, the Craftsman Shop is 
proving a worthwhile venture both as a 
community service and as a promotion 
enterprise. From the standpoint of lum- 
ber dealers in Detroit, as well as equip- 
ment dealers, it has been of value in stim- 
ulating interest in woodworking. 
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Dealer Contacts All Local 
Veterans by Mail 


The G. T. Builders’ Material Co. 
(Inc.), Traverse City, Mich., in a letter 
dated March 3, signed by Robert A. 
Dean, vice president, informs the AMERI- 
CAN LUMBERMAN that it has enlisted in 
our campaign to sell the idea of “Building 
With the Bonus,” in the following lan- 
gauge: 

“We, too, accepted the challenge pre- 
sented on cover of your Feb. 1 issue, and 
immediately mailed out letters to all ex- 
service men in our county. In preparing 
our letter we felt it was impossible to im- 
prove on your copy, so we proceeded to 
use your whole setup. The four signers 
of the letter represent the three officers of 
our company and our estimator—two of 
whom are members of the local Legion 
post. When spring building activities start 
locally we plan to mail out another letter ; 
and also to use the same idea in some of 
our newspaper advertising. 

“We trust you will continue to give us 
retailers in the future the fine sales helps 
that you have given in the past. 

The letter referred to reads as follows: 


Let your Bonus help you to Build a Home. 

BUILD a home or improve the one you 
have, applying as much of your bonus as pos- 
sible to that purpose. 

BUILD a bridge from tenancy to ownership, 
from dependence upon a landlord to real Ameri- 
can independence. 

BUILD a dam against the flood of heedless 
expenditures and hazardous speculation that 
may engulf your bonus and savings. 


BUILD an edifice of lasting satisfaction— 
intangible but real; of personal pride and com- 
munity respect—in short, a home of your own. 


BUILD security, now and for the years to 
come, for yourself and family, by creating a 
real asset-—a new or improved home. 


BUILD for the future, of yourself, your 
children, your community and your country. 


Knowing that many of the local veterans will 
avail themselves of this opportunity to improve 
their existing homes or build new ones, we 
suggest that you avail yourself now of our 
planning and estimating service. This is a serv- 
ice that we are pleased to extend without obli- 
gation on your part. Just drop in and see some 
of the new plan books and suggestions that we 
have. 

Yours very truly, 
THE BUILDERS’ MATERIAL GANG, 
Ben H. Koenitc C. G. BALEs 
Cart E. Harpin Rosert A. DEAN 





Sells Two Large Orders to Be 
Paid For With the Bonus 


“Build With the Bonus” says the Alex- 
andria Bay Lumber Co., Alexandria Bay, 
N. Y., in the March issue of its monthly 
bulletin, thereby supporting the AMER- 
ICAN LUMBERMAN’S campaign, launched 
under that slogan. Continuing, the Alex- 
andria Bay company says: 

“When our boys get their bonus a lot 
of us will offer suggestions. As for us, 
we hope they invest it wisely in a home. 
We all like to make good things last a 
long time. We believe the major part of 
this deserved compensation will be used 
wisely. Already we have sold two large 
orders of material to be paid for with the 
bonus.” 





that we give unexcelled service.” 








WHY NOT CURB SERVICE BY LUMBER DEALERS? 


Chris Totten, the energetic secretary of the Arizona Retail Lumber & 
Builders’ Supply Association, writes: “A few days ago, this office received 
an anonymous letter asking our opinion on curb service. What is wrong 
with it? Why should not lumber dealers adopt it? It is merely a form of 
politeness. Since the advent of the automobile, and its universal use, there 
are many who drive up and honk, preferring for various reasons to sit in 
the car and give the order. For Heaven’s sake, go out and get it! Curb 
service? Surest thing you know. Give it to them. Not only that; put up 
a sign to assure those who might hesitate that you will be glad to serve 
them, at the curb or any other place. We are in the retail lumber and 
building materials business, and should be happy not only to serve those 
who wish to be served, but to convince some of those who are hesitating 








Things That Contribute to a 


Dealer's Success 


Here’s a letter of the kind the editor of 
the Retailers’ Round Table department 
likes to get, and to pass along for the 
benefit of readers. It is from N. B. Her- 
rick, president Herrick Lumber Co. 
(Inc.), Rochester, N. Y., who says: 


“Believing that your paper should be a 
melting pot for the exchange of ideas, we 
report having recently sent out a circular 
letter, inviting suggestions from our cus- 
tomers, and others, as to what in their 
opinion should be done to make a retail 
lumber business successful. (This letter, 
and details of contest, were printed on 
page 24 of the Feb. 29 issue——Ebrror.) 
This circular was sent to a mailing list of 
2,500 names, including purchasing agents, 
contractors, carpenters, masons and home 
builders. Although too early to give full 
results, replies are indicative of various 
ideas. We have in mind tabulating these 
replies, after they are all in, for use as a 
guide, where practicable, to future policy.” 


Just to show how the idea is taking 





hold, one of the responses received, sent | 
us by Mr. Herrick, is here quoted, with- | 
out signature or other identification, as | 


follows: 


GENTLEMEN : 
Having followed the purchasing profession 


for a number of years, and lumber being one | 


of the commodities I had to consider, I submit 


the following suggestions which I consider | 


helpful for the successful operation of a whole- 
sale and retail lumber establishment. 


1. Whoever takes telephone inquiries should 
understand thoroughly the kinds of lumber, the 
grades, whether the inquiry is to be invoiced 
in lineal or board measure, what percent extra 
for matched purchases; and should be able to 
quote prices accurately. In other words, some- 
one asks a number of questions it is embar- 
rassing if one question can be answered 
promptly and another must be referred to some- 
one else, and perhaps a third party be contacted 
before the inquirer is properly satisfied over 
the telephone. This procedure should be cor- 
rected. 


2. The best source of supply, dominating the 
market, should be considered in selecting your 
lumber stock. 


3. When arranging your yard, lumber should 
be stacked so that when an investigation by 
the buyer is requested he doesn’t look at a speci- 
fied item at one location in the yard, then for 
the same grade in another length be walked. to 
the other end of the yard. Sizes and grades 
that are similar should be piled in the same 
locality. Don’t discount the buyer’s time on 
the occasion of his visit; his time may be more 
valuable than you would anticipate. 


4. Don’t accept orders for lumber where you 
have to pick it up from some other yard, unless 
you so state to the buyer. Many times a com- 
plaint is made; and usually in such cases, for 
an alibi, the buyer is told that the lumber came 
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from another yard. This does not set well, 
without the buyer knowing it beforehand. It 
is better to state at time of acceptance that a 
certain portion of the order is not in your in- 
ventory. 

5. It goes without question that courteous 
service and prompt delivery of all orders are 
also essentials to success. 


[ trust the information submitted is not taken 
in the spirit of advising an experienced house 
like yours how to operate its business, but are 
just suggestions advanced by one who has been 
on the other end of the telephone. 





How a Line-yard Company Pro- 
motes "Building with the Bonus" 


This tells what one of the leading line- 
yard companies of the middle West is 
doing to get the war veterans to thinking 
along the line of using their bonus money 
to repair and modernize their homes, or 
to make a start at acquiring homes for 
themselves. The concern referred to is 
the Hawkeye Lumber Co., with headquar- 
ters at Oskaloosa, Iowa. C. M. Porter, 
vice president and general manager, 
writes the AMERICAN LUMBERMAN under 
date of March 4, in part as follows: 


“I wish to express my appreciation of 
what you are doing; all lumber dealers 
ought to heartily approve your action. I 
am enclosing copy of a letter which is 
supplied to each of our individual yards 
where we can get a list of veterans, and 
which is sent out signed by the local man- 
ager.” The letter reads as follows: 


To WorLtp War VETERANS: 


Without doubt you have given some thought 
as to the use you will-make of your bonus when 
it is received. It being justly your money you 
will decide what disposition you will make of it. 

It is very probable that you have or will have 
suggestions, coming from various sources, as 
to how this money may be used. When all 
is — and done your own decision will be 
final, 

Eliminating any self-interest that we might 
naturally have in the matter, we truly believe 
that the improvement of your present home, if 
you have one, or the building of a new one, 
ii you have not, is a matter worthy of your 
careful consideration. 

The modernization of existing dwellings and 
the erection of new homes with the improve- 
ments that are now offered, which enable one 
to build a home having the conveniences that 
make the home life more pleasant, and the 
present method of construction which results 
in a better building, should appeal to you and 
your family. 

A home is a permanent thing that helps 
your standing in your community, and repre- 
sents an investment that brings returns not to 
be measured in dollars. 

If you are interested in building a new home, 

or improving the one you now own—and we 
hope you are, or will be—we invite you to 
come to our office and let us help you, as we 
believe we can. The service we may render you 
is given freely. 
_ If you need help in financing your building 
in addition to funds you receive from your 
bonus, we may be in position to take care of 
your needs in connection with our own financing 
plan, or assist you in getting a loan through 
one of the Government plans. 

We will appreciate your consideration of 
what we have written, and will welcome you 
should you care to confer with us. 

Yours sincerely, 


HAWKEYE LUMBER CO., 
By —————,, Manager. 
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Explains Plan for Merchandising 
Small Homes of Quality 


LoutstanA, Mo., March 9.—Respond- 
ing to the request of an editorial repre- 
sentative of the AMERICAN LUMBERMAN 
for information regarding the small-home 
plan service which his company is offer- 
ing the customers, Rufus A. Angle, super- 
visor of yards of the LaCrosse Lumber 
Co. (line-yard concern with headquarters 
here), kindly explained the setup, and 
told of some of the results obtained. Be- 
lieving that other dealers will be inter- 
ested in direct information as to how this 
plan is being successfully operated by the 
above company, Mr. Angle’s remarks are 
quoted as follows: 

We are featuring the Key Homes, a group of 
twelve small homes in which a number of na- 
tionally known manufacturers collaborated last 


year, and which were brought to our attention 
by the Curtis Companies, of Clinton, Iowa. 
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These little homes were designed by able archi- 
tects, and as a consequence they are of authentic 
styling, thoroughly practical, and architecturally 
correct; features which we have found the pub- 
lic appreciates. 

The selling helps provided by the promoters 
of these plans consist of a set of enlarged draw- 
ings of each house mounted on cardboard, com- 
plete working drawings for each house, a com- 
plete quantity survey and detailed estimates 
of labor costs, which, when added together, 
give a reasonably accurate estimate of the cost 
of the building ; and a number of leaflets, show- 
ing pictures of all twelve houses, with their 
floor plans, on one leaflet. A matrix of each 
house, for display advertising in the newspapers, 
is also provided. 

We operate thirty yards, and have worked 
the above material out in a co-ordinated pro- 
motional effort with twenty-four of them. We 
sent each of the yards using this plan one of 
the enlarged cardboard display pieces, together 
with a set of blueprints for the same house, and 
the matrix for advertising the house in the 
newspaper. The plan is displayed at the yard 
for one week, and advertised in the paper. At 
the end of the week each yard manager for- 
wards the material he has to another yard; thus 


City and Rural Homes Offer 
Good Sales Field in Spring 


Every year more lumber dealers realize 
that landscaping the grounds around their 
yards and offices, placing garden chairs, 
such as the dealer sells, about the lawn, 
and generally bettering the appearance of 
the layout is a sound business program. 
It is as practical as pockets in pants, and 
beyond aedoubt induces sales. A few of 
the many items which retailers will be 
wise to push in the spring are discussed 
in this article. 

Considering a group of smaller pieces 
first; the dealer may suggest that if the 
trellis for the rambler roses or the climb- 
ing wisteria on the porch has deteriorated 
during the winter it will be a good idea 
for the home owner to replace it with a 
new one, from his yard, before the shrub 
starts to leaf out. Just a simple hint like 
that may bring in several sales for the 
company’s stock of trellises. 

Fences are another feature of a home- 
stead or farm which the lumberman should 
show an interest in, for he may be able 
to sell a whole new job; or at least furnish 
a new gate, some posts, or a few rods of 
wire for replacement. 

There is no reason why the dealers 
should overlook the children for, after all, 
they will be the buyers in fifteen or twenty 
years. Appeal to them with such things 
as colorful sandboxes, teeters and swings. 
Many parents would likely never think of 
giving a youngster one of these articles 
for a birthday gift or plaything if the child 
himself didn’t see such things exhibited 
by the lumber yard and ask for one. 

Some dealers also find the construction 
and sale of small playhouses profitable. 
They can be ordered from various lumber 
manufacturers, in knocked-down form ; or 
made of odd pieces of material, roofed 
and painted, and sold at a low price, but 
still at a profit. 


Every home looks nicer in summer if 
there are flower boxes at the windows. 
The lumber dealer is the logical person 
to sell such goods, and he should be ready 
to supply them; or at least be prepared to 
give the price of having them made to 
order in his concern’s workshop. 

If a dealer in building materials is 
located in the vicinity of a summer resort 
he should not miss the chance of selling 
materials for cottages. While these vaca- 
tion residences are not usually constructed 
as solidly as a regular house the customer 
will want his to be substantial, and built 
of serviceable lumber. Books of plans 
for cottages can be obtained, and should 
be kept handy in the yard’s office for 
showing to prospects. 

It is now possible for people to buy 
manufactured lawn furniture that is com- 
fortable and form-fitting. Lumber dealers 
for many years have sold rather heavy 
chairs and garden settees, which could not 
truthfully be termed as restful to sit on. 
It is time that lumber yard owners began 
to protect this end of their business by 
stocking lawn pieces that are comfortable, 
and can be relaxed in. They are sure to 
be more salable in the future than the 
cumbersome types that do not fit the body, 
such as have been offered in the past. 

Retail dealers in small communities are 
offered numerous other opportunities for 
sales in the spring months. Farm build- 
ings may need new roofs; ladders may be 
required for fruit-tree pruning, and other 
tasks ; hay racks or wagons may need re- 
pairing. Many farmers are taking on 
poultry raising as an auxiliary line. and 
this adoption offers opportunities to sell 
materials for chicken coops and brooder 
houses. The rural field is rich in sales 
possibilities, and should be watched con- 
stantly by wide-awake dealers. 
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every week each yard has a new plan on dis- 
play and advertised in the paper. We have 
found that this plan of rotating these plans sus- 
tains the local manager’s interest in the scheme. 

We also have the managers ask the con- 
tractors and carpenters of the community to 
come in and see the plans each week as a new 
one is received. We have found them to show 
considerable interest. They talk the houses up 
to any prospects they may have; thus the 
scheme gains more advertising. As a matter of 
fact, one contractor modified one of the plans 
a little for his own use, and we are advised 
that an FHA loan to him has been approved. 

The leaflets are used as mailing pieces to 
selected prospects, and are also handed out to 
anyone interested. As stated, it is a co-ordi- 
nated effort, and thus far it is working out well. 
The first week it was in operation we definitely 
closed one sale, pending FHA approval; and 
got two very likely prospects. Every day we 
have numerous inquiries, and we expect to de- 
velop a goodly number of them. 

The appeal for these homes is made to the 
lower-income groups, and usually FHA financ- 
ing is required. We prepared for this by having 
finance representatives explain the essentials of 
the FHA plan at two different group meetings 
of our managers, and most of them can intelli- 
gently explain this feature of it to their cus- 
tomers. 


Enters the Retail Field 

Port Greson, Miss., March 9.—The 
Port Gibson Lumber Co., manufacturer 
of southern pine, has recently entered the 
retail building material field, in connec- 
tion with its manufacturing and whole- 
saling business. At its plant here it has 
built a store, 20x40 feet, in which build- 
ing material and supplies will be mer- 
chandised. An interesting feature pointed 
out by Manager G. L. McBride is the in- 
corporation into the structure of a large 
door which came out of the old Ark 
House here, recently bought by him. The 
door is in excellent condition, although it 
is said to be more than 100 years old. 





Lumber Company Official Is 
Honored on Anniversary 


HARTFORD, CONN., March 9,—His 
many friends, here and elsewhere, are 
congratulating James H. Morgan, secre- 
tary-treasurer of the Edwin Taylor Lum- 
ber Co. since 1914, who recently observed 
his forty-fifth anniversary as an employee 
of the company. 

The employees of the concern presented 
to him a brief case, and an informal sur- 
prise party was given him at his home by 
officers, directors and employees. Nu- 
merous congratulatory messages, as well 
as flowers, were received on the anniver- 
sary day. 

3orn in Springfield, Mass., Mr. Mor- 
gan moved to Hartford at an early age, 
and began his association with the lumber 
concern when he was sixteen. 

Well known to lumbermen throughout 
the State, Mr. Morgan is a member of 
numerous civic and fraternal organiza- 
tions and is a thirty-second degree Mason. 

His clubs include the Hartford Rotary 
Club and the City Club, of which he was 
formerly president. A veteran of the war 
with Spain, Mr. Morgan is a member and 
former commander of Charles L. Burdett 
Camp, USWV. 
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Dealer Gets Out an Effective 
Mailing Piece 

A live retailer at Southport, Ind., is 
T. W. Davidson, who conducts the South- 
port Lumber Co., styled the “Builders’ 
Department Store.” Mr. Davidson is a 
genial, friendly individual, known to both 
customers and employees as “Ted.” 

But the subject of this little story is a 
four-page bulletin headed “Now Is the 
Time to Build the Home of Your 
Dreams,” which Mr. Davidson has mailed 
out to a list of old and new friends—and 
those whom he hopes will be friends in 
the future. A type-display line on first 
page directs attention to “A Special Mes- 
sage of Interest to the Veterans,” which 
appears on second page of the folder. 
This message is that which appeared on 
front page of the Feb. 1 issue of the 








Attention Veterans! 








YOU are soon to receive your portion of the BONUS. 
And the question will arise in your mind, Just how can 
I best invest it? 


Perhaps you are already the owner of a HOME that may 
need some repairs, orim provements, to make it 
MODERN and COMFORTABLE. 


if you are not the owner of a HOME, WHY NOT 
BECOME ONE? Can you think of any SAFER or better 
INVESTMENT than this, that will insure the future 
HAPPINESS and COMFORT of yourself and FAMILY? 
In either case we are prepared to take care of your re- 
quirements on the monthly payment plan, the same easy 
basis as that offered by the GOVERNMENT. 


We can snow you some very attractive designs of 
MODERN HOMES that can be built at a moderate cost. 
Call at our Office and let us explain to you our Pian. 


Make this RESOLUTION: 
BUILD WITH THE BONUS 


N. J. Braun Lumber Co. 


Phones 156-157 











Good "reason-why copy” is this newspaper 

ad of a live Wisconsin retailer. The orig- 

inal ad was two columns wide, six inches 
deep. 





AMERICAN LUMBERMAN, launching the 
“Build With the Bonus” campaign. 

Other features of this effective piece of 
sales promotion literature include a letter 
of greeting, briefly mentioning the facili- 
ties of the firm for supplying all manner 
of building needs; three illustrations from 
photographs presenting interior views of 
the up-to-date Builders’ Department 
Store; and headed items, some of them 
illustrated, concerning the various build- 
ing materials and specialties carried in 
stock. 

The bulletin is especially interesting as 
an example of the way dealers are acting 
upon the AMERICAN LUMBERMAN’S sug- 
gestion to contact the veterans in their 
communities with a view to interesting 
them in the idea of applying some of their 
bonus money to home repairs and im- 
provements, or as down payment for a 
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new home, to be supplemented by FHA 
or other financing. 





Occupies New Quarters 


Stockton, Ca.ir., March 9.—The 
Ruse-Blair Lumber Co., which for the 
last eight years has been located at 1030 
East Charter Way, has moved into its 
fine new quarters at 302 West Fremont 
Street. The move, according to O. D. 
Ruse of the company, was necessary in 
order to make way for a new four-block 
subway being constructed by the State of 
California and the City of Stockton. The 
new location is much nearer the business 
district and in the area where most of the 
building is, and will be, done. A new, 
large office has been built, with store 
front, and warehouse in the rear; also a 
new lumber shed and small mill. Not only 
is the new yard much larger, but it also 
has the latest facilities and presents a fine 
appearance. Mr. Ruse has been connected 
with the retail lumber business for twen- 
ty-seven years, and his associate, Mr. 
Blair, has followed the same business for 
something over twelve years. 


Adds FHA Service 


SPOKANE, WaASH., March 9.—H. O. 
Schumacher, president of the Monroe 
Street Lumber Co., said: “Without doubt 
homebuilding interest is keener in Spo- 
kane than it has been at any time for the 
last 15 years.” 

In order to take care of the many in- 
quiries, the company has established a 
new FHA service department, under A. 
Harvey Funk. 

“This new department will, we believe, 
prevent many misunderstandings about 
the Act and the work that may or may 
not be done under it,” Mr. Schumacher 
said, 








G. D. Rose, president Spahn & Rose 
Lumber Co., Dubuque, Iowa: We are 
planning a direct-mail campaign to reach 
all the veterans who will participate in 
the bonus, our idea being to encourage 
them to invest in something permanent; 
either a down-payment on a new home, 
or modernization of their present home. 
It is our intention to play up very 
strongly that we are in a position to 
finance under either Title I or Title II of 
the NHA. We anticipate that some busi- 
ness should develop out of this bonus dis- 
tribution. 


F. J. Warp, vice-president Eclipse 
Lumber Co., Clinton, Ia.: We read your 
“Build With the Bonus” page with a 
great deal of interest. This is constructive, 
and we hope your good suggestions will 
be carried out by retailers everywhere. 
Our plans are to follow this up with our 
various branch yard managers. 


I think the “Build With the Bonus” 
idea is a splendid one—W. H. BApgEAux, 
secretary Iowa Association of Lumber & 
Building Material Dealers, Des Moines, 
Towa. 
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Retail Building Sales Increase in 
1935; Much Below 1929 


Total retail sales in 1935 increased 14 percent 
above the 1934 level, and were two-thirds of the 
1929 total, according to an estimate by the Bu- 
reau of Foreign and Domestic Commerce. Lum- 
ber, building and hardware stores are grouped, 
and are estimated to have gained 20 percent over 
1934 and to have reached 48 percent of their 
1929 volume. Because they suffered less than 
others during the depression, some groups in 
1935 showed small percentage gains—notably 
the variety stores. The big gain in sales by the 
food group is accounted for by inclusion of 
liquor sales. And a big gain by the automobile 
group was the result of stepping ahead the in- 
troduction of new models. With the exception 
of jewelry stores, the lumber, building and hard- 
ware group remained at the lowest percentage 
of its 1929 volume, with furniture and household 
goods showing only slightly greater recovery, 
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to 50 percent of 1929, though the furniture and 
household group’s volume gained 21 percent 
over 1934. Food and automobile groups took 
in 1935 respectively 24.8 and 20.7 percent of the 
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consumer’s dollar; lumber, building and hard- 
ware, 5.7 percent; and furniture and house- 
hold, 4.2 percent. Catalog business amounted 
to only 1.1 percent of the national retail total. 
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New Retail Concern About to 


Begin Business 


CuarottTe, N.C., March 9.—Organization of 
the McGee Lumber Co., which will begin busi- 
ness March 16 on Hutchison Avenue, was an- 
nounced here by E. M. McGee. The company, 
incorporated, and capitalized at $25,000, will do 
a general lumber and building supply business. 

Plans for operation of a woodworking plant 
are being formulated but these will be held in 
abeyance for the present, Mr. McGee said. 

Mr. McGee, active head of the new concern, 
is one of Charlotte’s best known lumbermen, 
having been associated with the Wearn Lumber 
Co. for 18 years. 

Mr. McGee is enthusiastic about prospects 
for the building industry here, pointing to the 
pronounced activity that has been shown for 
the last several months. He was confident that 
this activity will not only continue but increase 
in the coming months. 





Handy Working Conditions Prevail in 
This Modern Retail Yard 


(Continued from front page) 

Red cedar shingles have increased in 
popularity throughout this section of 
Indiana, the representative of the AMERI- 
cAN LUMBERMAN was informed. At least 
two carloads of them were sold in 1935 








Inside this roomy office building a big re- 
tail lumber company does its business. Its 
modern equipment will be discussed later 


by the Henderlong firm. One of the pic- 
tures appearing here shows the neat shed 
under which tile and brick are kept, and 
at one end of it is a good-sized pile of 
shingles. This building is close to the 
street, and consequently its contents do 
their own advertising. A similar stack of 
shingles was at the opposite end of this 





shed, and there were some stocked in 
another building. Both No. 1 and 2 
shingles are sold by the company. While 
talking of cedar, it was natural to inquire 
about the sales of cedar lining for house 
closets. The writer was told that some 
of this material was being sold, but that 
the market was rather undeveloped. 

To the rear of the office building is a 
good sized room where a full stock of 
paint, enamel, varnish, and allied products 
is kept. The company sells the paint 
products of an old-line manufacturer, and 
has enjoyed excellent trade for the past 
several months, due to the general activity 
in repairing and remodeling. All kinds 
of building hardware are also shown in 
the paint quarters. Two floor sanders are 
owned by the Henderlong firm, and resur- 
facing is done for individuals. Since the 
average person knows nothing about the 
mechanics of the tool or proper way to 
sand a surface, it is regarded as wiser to 





Here the reader sees 

one of the fleet of 

motor trucks operated 

by the Henderlong 

Lumber Co. (Inc.), and 

the many-stalled ga- 
rage 








The open-side shed 
where building tile 
and brick are dis- 
played, being near 
the street, is seen by 
everyone passing. The 
huge pile of red ce- 
dar shingles is only a 
portion of the stock 








Here is one end of the main lumber shed, 

which is 540 feet long and called the largest 

in northern Indiana. Note the evenness of 
the stock in the bins 


have someone operate the machine who 
can do the work satisfactorily, so a com- 
pany operator must be arranged for when 
a machine is rented out. 

Due to the increasing use of plywood, 








a large stock of it is carried. Ladders 
suitable for all needs are handled. A good 
number of sets of a well known make of 
over-the-top garage doors are sold each 


year. Sales of this line of goods are 
expected to climb during 1936. 

After a tour of this uptodate and com- 
pletely stocked lumber and building ma- 
terial yard, one will afterward remember 
it as the important thing about Crown 
Point, instead of thinking of the town as 
a marriage mill! 








What to 


According to H. Bridge, of the Essex 
Lumber & Coal Co., Belleville, N. J., he 
is frequently solicited by salesmen for 
racketeering collection agencies. “Did 
you ever fall for their line?” we asked. 

“No,” replied Mr. Bridge. “Our State 
association has warned us against these 
fakirs in a bulletin; consequently, we 
shunt them out of the office as fast as 
they come in. I suggest that you see Sec- 
retary G. E. De Nike at the association’s 
office in Newark. He can tell you plenty 
about racketeering collection agencies.” 

We followed Mr. Bridge’s suggestion 
and were soon interviewing Mr. De Nike. 
“The collection racket has been going on 
for a number of years,” he explained. 
“Regularly we receive complaints from 
lumber dealers concerning activities of 
these crooks. It seems that lumber deal- 
ers are considered preferred prospects, 
which indicates that they fall often for 
the collection racket and pay plenty in 
exorbitant rates. Only recently I investi- 
gated a case of this kind to find that the 
man behind the scheme was on parole 
from a prison sentence imposed for doing 
the same thing. Some time ago I went 
to a distant city to reclaim a lumber 
dealer’s accounts from a racketeering col- 
lection agency, and only after difficulty 
and threats did I secure their release, 
Every so often we issue bulletins on the 
collection racketeer. I think it is an ex- 
cellent idea to have a widely read paper 
like the AMERICAN LUMBERMAN publi- 
cize the facts. The collection racketeer 
can’t stand the white heat of publicity.” 

In our interviews as a news corre- 
spondent we hear much from lumber 
dealers and other merchants about the 
racketeering collection agency which, in 
one disguise or another, masquerades as 
an “accounts purchasing,” “accounts 
liquidation” or “discount” company. Its 
salesmen offer to buy accounts under a 
purchasing plan through which the lum- 
ber dealer receives a proportionate per- 
centage of their face value, depending on 
their age. “About 30 days will be re- 
quired to verify the accounts and to com- 
plete the purchase offer,” the salesman 
says. The contract seems to check with 
his statements, but tricky wording ob- 
scures the real intent. Actually, it gives 
the company the privilege of purchasing 
some or all accounts, if in its opinion, 
the debtors are good risks or can furnish 
acceptable collateral. It doesn’t obligate 
the agency to pay a nickel. The “accounts 
purchase” or “discount” offer sweetens 
the proposition sufficiently to make it 
easy to get the accounts for collection at 
exorbitant rates. Once the contract is 
signed and the accounts turned over the 
creditor can hope for little more than a 
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The Collection Racket--and 


Do About It 


dole as his share of the collections. 

Beware of such collection racketeers 
and their promises to buy accounts for 
immediate cash. Their purchase plan is 
mere bait to snare the accounts. Their 
contract doesn’t back up the salesman. 
Often the real agreement is printed in 
pin-point type on the back of the sheet 
used for listing accounts, or by means of 
other camouflage, is given seeming un- 
importance. After the contract is signed, 
it is useless to demand settlement on the 
basis of the salesman’s promises, for the 
agreement invariably harbors a clause 
disowning all representations not made 
therein. 

Examination of contracts used by these 
collection racketeers shows that they are 





E regard this article on col- 

lection rackets as of real 
value to lumber and material 
dealers. The author knows his 
subject, having had years of ex- 
perience with a legitimate col- 
lection agency. His sugges- 
tions are constructive and may 
save you a lot of money. The 
article was written expressly for 
the American Lumberman. 

—Editor. 





drawn on a “heads-I-win, tails-you-lose” 
basis, with the creditor on the short end. 
Service fees vary from 50 cents to $2 an 
account, whether collected or not, and 
may entirely eat up equities in small ac- 
counts or part-payment collections after 
commissions are deducted. The sales- 
man, of course, says nothing about this. 
Assignment of accounts, which these con- 
tracts call for, divests the creditor of their 
control for a year or more; and if ac- 
counts are withdrawn or dropped during 
that period, commissions are due the 
agency. These commissions run from 20 
to 50 percent, regardless of the size of 
the account. 

These are the main high-lights, and 
although the verbal hocus-pocus may dif- 
fer in different contracts, the theme song 
is always the same: You are promised 
cash upon verification of your accounts. 
But, in reality, you can warble for your 
money—not only before it is collected, 
but often afterwards. Often it is harder 
to collect from these agencies than from 
the original debtors. 

Hundreds of complaints from every 
State have been received by Better Busi- 
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(By FRED MERISH-- 
Specially Written for 
American Lumberman} 


ness bureaus, chambers of commerce, 
business publications, trade associations, 
the National Retail Credit Association, 
member credit agencies, and attorneys. 
But it seems that these racketeers live up 
to their printed contracts. Their sales- 
men do the verbal sleight-of-hand, obvi- 
ously with agency connivance. They get 
paid so much for each account whether it 
is collected or not, so they are interested 
only in getting the signature to the con- 
tract and a list of delinquents. As a re- 
sult, they seldom stop at red lights when 
driving home their arguments. 

This article would be of limited use if 
it disclosed the disease without suggest- 
ing a remedy. The following pointers 
should help determine the selection of a 
reliable collection agency and assure 
maximum returns on delinquent ac- 
counts : 


(1) Give preference to a local agency. 
The far-away accounts-purchasing com- 
pany with “offices in principal cities” can 
forget good will. The local agency, de- 
pending upon a comparatively narrow 
field for business, must so operate as to 
maintain good will with clients and 
debtors. 

(2) Select an agency employing two- 
legged collectors as well as using the 
mails. Letters alone are not always ef- 
fective. Personal contact is often needed 
to collect. That’s why lawyers seldom 
make good bill collectors. They'll write 
letters, but won’t pull doorbells. 

(3) Do not employ an agency using 
high-pressure collection methods, either 
by mail or personal call. As a rule, a lo- 
cal agency tries to collect without antag- 
onizing the debtor, but some attempt 
strong-arm methods, such as using an 
automobile with “We Collect Bills” em- 
blazoned in red on it. This car, parked 
in front of the debtor’s door, plays havoc 
with his sensibilities. The racketeering 
collection agency depending exclusively 
on the mails must load its messages with 
verbal TNT, which creates ill will for 
the creditor. It pays to collect courte- 
ously, and to keep the good will of 
debtors as well as customers. 

(4) Be chary of an imposing name. 
To lull suspicion the collection racketeer 
uses a name that sounds like ready 
money. The reliable agency discards the 
tinsel. Hard work and results replace 
ballyhoo. 

(5) Reliable agencies are available in 
every territory. Consult the local Cham- 
ber of Commerce, Better Business Bu- 
reau, telephone or city directory, or write 
to the National Consumers’ Credit Re- 
porting Corporation, 1218 Olive Street, 
St. Louis, Mo. Members of this associa- 
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tion cover the country. Inquiry sent to 
the credit reporting corporation should 
bring information regarding an accredited 
nearby agency. In many cases the local 
Chamber of Commerce operates a credit 
and collection agency. 

(6) Sign no papers giving an agency 
title to your accounts. Legitimate agen- 
cies accept accounts with no strings tied 
to them, and you may recall your ac- 
counts whenever you please, the agency 
receiving commissions only on the money 
previously collected. 

(7) Before turning over your accounts 
ask for a rate card. For collecting con- 
sumer claims a fair average over the 
country is as follows: 

Payments of $100 or more, 10 per 
cent; $50 to $100, 15 per cent; $5 to 
$50, 25 per cent; under $5, 50 per cent. 

For tracing claims where debtor’s 
whereabouts are unknown, 50 per cent. 

For “Forward” claims, sent to other 
territories for collection, 50 per cent, of 
which 24 goes to forwardee and 14 to 
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forwarder. Fees on commercial claims 
against business concerns are slightly 
higher. Usually the creditor advances 
costs of suit. In some States it is illegal 
for the collection agency to advance costs 
of suit. If the creditor wins, the defend- 
ant pays the costs and the creditor is re- 
imbursed. 


(8) If skeptical about an agency which 
solicits your business, consult the local 
Chamber of Commerce, or draw a credit 
report on the company in question. This 
will cost about $1.50, which is less than 
a lawyer charges to interpret a collection 
contract and may give more information, 
because, in our investigations, we find 
that most credit agencies of repute have 
plenty of data on hand regarding collec- 
tion racketeers. 

(9) The older the accounts, the harder 
to collect; so do not hold them too long. 
Collection racketeers recognize this and 
do not take accounts over six years old. 
Their salesmen get much higher commis- 
sions for gathering accounts under two 


Turning Casual Inquiries 


Turning casual inquiries about any 
phase of building into orders for ma- 
terial has been reduced by the Gordon 
Lumber & Supply Co., of Kenosha, Wis., 
to a system which has proved highly 
profitable. 

The basic principles of the system are 
as follows: 


1. Get the name and address of every 
inquirer and record it. 

2. See that the correct information is 
not only supplied when the inquiry is 
made, but is also kept before the inquirer 
during succeeding weeks and months. 

3. Tip off any friendly plumber, con- 
tractor, mason or other person who can 
benefit by the information. 

4. Follow the inquiry through until 
an order results, or it is plain that none 
will be forthcoming. 

Putting the system to work necessi- 
tates only writing down on a slip, called 
a “Request Ticket” (shown in the ac- 
companying illustration), the identity of 
the inquirer and the nature of the infor- 
mation wanted. These request tickets are 
printed on perforated sheets like checks, 
and are bound in a book. Every time an 
original ticket is filled out a carbon copy 
is made to be retained as a permanent 
record. 

If the request for information involves 
any service not furnished by the Gordon 
organization the tip is forwarded to some 


| friend of the firm who can give the serv- 


ice. It is not sent, however, to a list of 
persons in the particular field involved, 
but only to one; efforts being made to 
5 wer such tips widely among the firm’s 
plumber, contractor and mason patrons. 
On the lines headed “Remarks” on the 
ticket there are noted any further data 
about the inquiry which may be of im- 
portance—the inquirer’s credit, the dates 


and nature of the follow-up efforts, and 
the final disposition of the whole matter. 
In the specimen ticket here illustrated a 
request had been received for figures on 
making a child’s playroom in a basement, 
and the construction company which was 
tipped off in the first place got the job, 
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years old because these hold greater col- 
lection possibilities. 


(10) In some territories individuals 
get excellent results as collectors. If such 
an individual is well recommended, he 
may get better results than an agency. 
In New Jersey, a fat man weighing about 
300 pounds is very successful as a bad 
accounts collector, probably because 
debtors, after sizing him up, figure that 
he would be hard to move with a “no 
money today” excuse. 


In the final analysis, the best way to 
handle the collection problem is to be so 
careful about granting credit in the first 
place that only a minimum number of de- 
linquents will need to be turned over to 
any outside agency for collection. Be 
sure to have a thorough understanding 
between its customer and yourself, at 
time of sale, as to exactly when payment 
is to be made; then, if you select your 
credit risks with reasonable care, you will 
not have to worry much about collecting 
old accounts. 


Into Sales 


A favorite method of preparing the 
latter is to get up a full-page advertise- 
ment for the local paper, the layout being 
so designed that when the ad is cut in 
half across the middle each portion will 
be complete in itself. This advertisement 
is run, and afterward a flat cast is made 
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The carbon-copy Request Tickets are checked up regularly for leads 


and bought the materials from the Gor- 
don organization. 

A request for, say, information about 
roofing costs might conceivably carry the 
information that the inquirer had post- 
poned buying indefinitely, but that the 
name had been transferred to the mailing 
list to receive all literature on roofing. 

The carbon copies of request tickets 
are gone through with regularity to see 
that no lead which should have attention 
is overlooked. 

Inquiries are stimulated constantly 
with newspaper advertising and direct 
mailings of literature furnished by manu- 
facturers, and also of broadsides gotten 
out locally. 


of the paper matrix, this being sawn in 
two on the dividing line across the middle. 
The two portions of the cast plate are 
then printed on the front and back of a 
broadside. 

“We advertise systematically at all 
seasons of the year,” explained Leon Gor- 
don, manager of the company, “but our 
experience has been that money spent on 
advertising is largely wasted unless the 
resulting inquiries can be turned into or- 
ders. Whatever method is used to ac- 
complish this, there is always the neces- 
sity of recording the‘inquiry and keeping 
after it until a sale results, and our re- 
quest ticket book has proved an invalu- 
able aid in this process.” 
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Legislative Proposals That Directly Affect 
the Lumber Industy 


BASING POINT PRICES 


Wasurincton, D. C., March 13.—The lum- 
ber industry is deeply interested in the hear- 
ings which began March 9 before the Senate 
Interstate Commerce Committee, regarding 
Senator Wheeler’s anti-basing point bill. The 
general position of the industry as stated in a 
brief submitted by Wilson Compton for the 
Federated Lumber Associations— 

American Walnut Manufacturers’ Associa- 
tion, Appalachian Hardwood Manufacturers 
(Inec.), California Redwood Association, Ma- 
hogany Association (Inc.), Maple Flooring 
Manufacturers’ Association, Northeastern 
Lumber Manufacturers’ Association, North- 
ern Hemlock & Hardwood Manufacturers’ As- 
sociation, Northern Pine Manufacturers’ As- 
sociation, Southern Cypress Manufacturers’ 
Association, Southern Hardwood Producers 
(Inc.), Southern Pine Association, West 
Coast Lumbermen’s Association and Western 
Pine Association— 

is that the abolishment of the basing point 
system of determining delivered prices would 
impair, and in some regions destroy, the princi- 
pal means of insuring fair competition in the 
distribution of lumber which has been devel- 
oped over many years. 

While, the brief states, there may be fan- 
tastic and objectionable uses of the basing point 
system of price quotation, there are other ap- 
plications, such as those in general use in the 
lumber trade, which are not fantastic, are ad- 
vantageous to producer, distributor and con- 
sumer alike, which do not lessen competition, 
which do not deny the buyers and consumers 
any of the economic advantages of improved 
transportation; neither do they cause nor en- 
courage cross-hauling of commodities, and they 
are without beating upon methods of bidding 
or pricing the county, municipal, State and 
Federal governments, as recited in the first 
section of the bill. 


Can Not Know Delivery Cost in Advance 


The prohibition of the inclusion in a quoted 
delivered price on lumber of any transportation 
charge other than the actual cost of delivery, 
can not be effected because “no one knows, no 
one can know in advance, the actual cost of 
delivery,” the reason being the different forms 
of transportation and the uncertain factor of 
the weight per thousand feet of lumber. No 
statute can fix that. While railway rates are 
based on weight, water transportation charges 
are usually based on cubic volume. But the 
water rates are not fixed or filed as a matter 
of common public knowledge, as rail rates are. 
As to truck delivery, “there is usually even 
less certainty in advance of the exact cost of 
delivery.” 

The position is taken that there is no de- 
mand whatever from buyers and consumers of 
lumber for a termination of the present sys- 
tem of price quotation and marketing based on 
(1) the use of estimated average shipping 
weights, (2) published lumber freight rates, 
and (3) basing points situated in the locality 
or region in which a number of manufacturers 
producing similar lumber and competing in 
the same markets are located. It is believed 
by the industry to be the most practical way 
of providing a convenient means and assurance 
of fair competition, and it avoids the necessity 
of gambling on delivery costs. Abandonment 
of the basing points method would discourage 
the purchase and use of lumber. 


What Are Effects of Basing Points? 


Only one short session was held, but it is 
expected that the hearings will continue for 
some days. At this first session, Senator 
Wheeler said: 


This committee is interested in getting all 


the actual facts pertaining to the use of the 
basing point system in the distribution of 
commodities manufactured, fabricated, pro- 
cessed or sold in interstate commerce. There 
has been for many years widespread criticism 
by the consuming public of their inability 
to buy many of the basic commodities at 
other than identical delivered prices at the 
location of the customer. Because of this, 
there is an outcry that competition in these 
basic commodities has been destroyed. Be- 
fore we can pass upon the economic advan- 
tage or disadvantage of the basing 
point system, it is apparent that this 
committee should be first fully advised 
as to the actual practices employed 
by the industries to carry it out. I have 
asked Prof. Frank Fetter, who is the formu- 
lator of the economic law of market areas, 
to give a general outline to the committee. 
When he has completed this statement, I am 
suggesting that we continue the hearing 
until Thursday for the purpose of calling 
witnesses identified with those industries 
which are generally known to employ the 
basing point system. 


Economist Claims It Hurts Business 


Dr. Frank Fetter, professor emeritus of po- 
litical economy at Princeton University, was 
the only witness heard on March 9. He spoke 
most of the time on the steel industry and, 
while he made some general statements on all 
industries, he made no direct reference to lum- 
ber. He testified that for many years he has 
made a study of monopolies and delivered price 
studies and, while claiming to be nothing but 
a theorist and not professing to know every- 
thing about the basing point question, he said 
if he lived another 70 years he didn’t think 
he would know it all. He declared that he 
was not a factual witness on the subject. Dr. 
Fetter stated, however, that he had no ax to 
grind. He traced in considerable detail the 
development of the basing point plan for the 
past forty years and expressed the belief that 
it is the only practical way to maintain prices. 
Dr. Fetter said that in his opinion competi- 
tion is an essential feature of private business. 
He stated that, in his opinion, the consuming 
public is losing a billion dollars a year by 
cross hauls. The basing point system, he said, 
is a very short-sighted affair, tending to de- 
stroy capitalistic economy and retarding busi- 
ness recovery. 


THE GOVERNMENT CONTRACTS BILL 


The lumber industry, through the National 
Lumber Manufacturers’ Association, will op- 
pose the Healey bill relating to business under 
Government contracts at the hearing to be held 
on March 16. The Healey bill is the present 
House form of the Walsh bill in the Senate. 
The statement to be submitted at the hearings 
by Mr. Compton, after relating the lumber in- 
dustry’s criticisms of this measure to apply 
Government regulation of wages and labor 
conditions to the production of goods pur- 
chased by the Federal Government (along 
NRA lines) says: 

These criticisms are supported by the ex- 
perience of this industry under a Code con- 
taining substantially similar employment 
provisions. This industry itself spent di- 
rectly six million dollars trying to adminis- 
ter the Lumber Code. If the Code failed, it 
was not because the industry did not try. 
Recognizing the economic objectionableness 
of any fixed minimum cost factors, whether 
in wages, hours, or any other factor, there 
would be, nevertheless, strong support within 
the lumber industry for an equitable sys- 
tem of minimum wages, fairly related to 
regional and competitive factors, and capa- 
ble of prompt, uniform and impartial appli- 
cation. There will be no support for the 
present bill from those who, if it is enacted, 
will in good faith seek to comp.y with it. 
But there will be great resentment. 


NEW FEDERAL TAX LEGISLATION 


Members of the board of directors and mem- 
bers of the committee on taxation of the Na- 
tional Lumber Manufacturers’ Association 
have been advised of the views entertained by 
some business groups regarding the proposed 
change in the system of taxing corporate in- 
come and dividends. A letter to the Federated 
Lumber Associations states that the lumber 
industry has a particular interest in two phases 
of the proposed change in the system of taxing 
corporate income and dividends. 

(1) As there are thousands of relatively 
small companies in lumber manutacturing, 
interest is keen in the exemptions and in 
the scale of rates of taxation on undis- 
tributed profits, particularly whether the 
higher rates of taxation will be applied to 
the larger income in dollars or to the higher 
percentages of income which are not dis- 
tributed as dividends. 

(2) Interest is keen as to whether all 
dividends hereafter will be subject to the 
normal tax, although paid out of corporate 
surpluses previously accumulated on which 
the corporation has paid income tax. In this 
relation, of course, is also the old question 
of whether dividends paid out of surplus ac- 
cumulated before March 1, 1913, shall be tax- 
able. The former involves a question simply 
of the normal tax; the latter both normal 
and surtax. 

Other questions important to many lumber 
companies relate to reserves, retirement of 
indebtedness etc. 


The Federated associations and individual 
companies are advised to follow carefully 
“these proposed fundamental tax changes.” The 
lumber industry will make appearance at the 
public hearings of the Ways and Means Com- 
mittee. 

Some of the points of the review of tax 
legislation above mentioned are: 


The surpluses of past years will not be 
disturbed, the tax will be effective beginning 
with the current calendar year, taxes will 
not be on accumulated surpluses, the tax 
should be graduated if the corporations are 
to be protected, the average rate of taxation 
of undistributed surpluses will probably be 
33% percent. It is stated as possible that 
there will be a flat exemption of $2,000 before 
the tax begins to operate. Corporation divi- 
dends at present are subject to the surtax, 
but not to the normal tax; under the Presi- 
dent’s proposal they will be subject to both. 
It is possible that if the new tax law is 
carefully considered it will present an oppor- 
tunity for a useful simplification of the tax 
laws. Because the pending legislation is ex- 
pected to be followed by a general revision 
in 1937, authorities on taxation are strongly 
urging that business should see to it that 
qualified witnesses take the stand and give 
their views in detail. 

Railroad Rates—The National association 
has also taken up with the Federated Lumber 
Associations the matter of the Pettengill bill 
amending the 4th section of the Interstate 
Commerce Act and expected to reach a vote 
in the House of Representatives this week. 





Opposes Government Control 


of Wholesale Discounts 


New York, March 9.—Defeat of the Robin- 
son Bill is urged in a bulletin issued March 3 
by the National-American Wholesale Lumber 
Association : 

The Robinson Bill, (S3154), 
one before the last Congress. Its announced 
object was to restore to independent mer- 
chants such competitive conditions as would 
enable them to compete with chain stores 
and other large scale organizations—by pro- 
hibiting discrimination in prices, advertising 


is similar to 


eR ane iT 


alts sd element 








ah tia Estat é 





Mare 


allow 
assoc 
sion 
amen: 
ential 
The | 
sion. 
itk 
subst 
the c 
many 
by th 
to co 
Sever: 
and 2 
them 
Thi: 
stores 
far r 
affect 
the s 
buyer 
(aside 
allow: 
buyer 
are m 
their 
differs 
being 
not de 
to rec 
salers 
or ch 
prohil 
to ret 
such 
“whol 
ance 
emplo 
for in 
missic 
ages © 
The 
lation 
mends 
respec 
featur 
Gover 
taintie 
more | 
ble sli 
The 
bers 1 
immec¢ 
States 
opposi 
any p 
same. 
tentio: 
bers 1 
quest. 
Senate 


Spe 


New 
which, 
builder 
is dest 
designe 
the Sc 
“Archi 
dences, 
tical ar 
simplif 
use of 
cally e 

Amo 
Southe 
differer 
fication 
wood ; 
marked 
souther 
widths 
and we 

The 
selectec 
Resider 
Is disre 
conside 
charact 
Resider 
no saci 
well-co 
which 
which 


1936 


m 


»N 


mer 
> Na- 
‘iation 
ed by 
posed 
te in- 
erated 
umber 
phases 
taxing 


tively 
uring, 
nd in 
undis- 
ar the 
ied to 
higher 
t dis- 


er all 
to the 
‘porate 
which 
In this 
l1estion 
lus ac- 
be tax- 
simply 
normal 


lumber 
lent of 


dividual 
arefully 
s.” The 
at the 
is Com- 


of tax 


not be 
ginning 
‘es will 
he tax 
ons are 
axation 
ably be 
ole that 
0 before 
on divi- 
surtax, 
e Presi- 
to both. 
law is 
nh oppor- 
the tax 
nis ex- 
revision 
strongly 
it that 
ind give 


sociation 
_ Lumber 
ngill bill 
interstate 
h a vote 
week, 


ontrol 
ts 


ie Robin- 
March 3 
Lumber 


imilar to 
nnounced 
ent mer- 
as would 
in stores 
—by pro- 
ivertising 








wb date Cie brent 





March 14, 1936 


allowances and brokerage commissions. The 
association opposed the bill at the last ses- 
sion of Congress, largely because of an 
amendment which would prevent price differ- 
entials on quantities larger than car lots. 
The bill was held over for the present ses- 

n. 
= has now been introduced as $3154 and is 
substantially the same as the old bill without 
the car lot amendment, but there are still 
many objections to it. It has been reported 
by the committee on judiciary and is likely 
to come before the Senate in a few days. 
Several other price bills have been introduced, 
and an effort is to be made to consolidate 
them in one bill. 

This legislation is aimed against chain 
stores and other large scale buyers, but it is 
far reaching in other directions and will 
affect wholesalers. It would prohibit selling 
the same commodity to the same class of 
puyers in different cities at different prices 
(aside from freight differences); it prohibits 
allowances such as advertising to large 
buyers, unless the same relative allowances 
are made to smaller buyers in proportion to 
their purchases; it appears to permit price 
differentials depending upon the purchasers 
being wholesalers or retailers, but it does 
not define wholesalers or retailers; it appears 
to require manufacturers to sell all whole- 
salers on the same basis regardless of volume 
or character of service; it would seem to 
prohibit the allowance of wholesale discounts 
to retailers, but can be construed to permit 
such allowances to retailers on scattering 
“wholesale” resales; it prevents the allow- 
ance of commissions to brokers avowedly 
employed by buyers. There is a provision 
for investigation by the Federal Trade Com- 
mission, and a provision for computing dam- 
ages when the Act is violated. 

‘The National-American committee on legis- 
lation has considered this bill and recom- 
mends that it be opposed. While in some 
respects it would appear to have favorable 
features for wholesalers, it all smacks of 
Government regulation and with its uncer- 
tainties, the many disadvantages are believed 
more harmful to wholesalers than any possi- 
ble slight advantage. 

The legislation committee urges all mem- 
bers who agree with its recommendation to 
immediately communicate with their United 
States Senators and Congressmen, expressing 
opposition not only to this bill ($3154) but to 
any proposed legislation that will have the 
same effect. The committee regards this at- 
tention as important, and hopes that all mem- 
bers will immediately comply with its re- 
quest. As the bill may come before the 
Senate any day, quick action is necessary. 


COMMITTEE ON LEGISLATION, 
E. R. Plunkett, Chairman. 





Specification Manual for Archi- 


tects and Builders 


New Orteans, La., March 10.—A _ booklet 
which, in the opinion of many architects and 
builders who have examined advance proofs, 
is destined to fill a long-felt need of specifiers, 
designers and builders has just been issued by 
the Southern Pine Association. Its title is 
“Architects’ Specification Manual for Resi- 
dences,” and it is intended to provide a prac- 
tical and authentic reference work on approved, 
simplified practice for the specification and 
use of southern pine lumber, covering practi- 
cally every type of residential construction. 

Among subjects covered in the manual are: 
Southern pine lumber specifications for three 
different types of residences: construction speci- 
fications; size of floor joists; density of the 
wood; seasoning to prevent shrinkage; grade- 
marked lumber; termite control; description of 
southern pine grades; standard thicknesses and 
widths; end-matched lumber; painting formulae 
and wood preservation. 

The three types of residence construction 
selected for suggested specifications are: 1— 
Residences of highest quality in which first cost 
is disregarded in favor of quality with fullest 
consideration given to the inherent natural 
characteristics of southern pine lumber; 2— 
Residences in which cost is a factor, but with 
no sacrifice of the essential requirements for a 
well-constructed dwelling; 3—Residences in 
which cost is the primary consideration for 
which grades are recommended which, while 
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fully adequate to meet use requirements for 
low-cost housing, generally permit defects 
based on maximum utility rather than appear- 
ance. The construction specifications in the 
manual cover all details of correct construction 
for residences, and the numerous other sub- 
jects covered provide concise information on 
matters that arise almost every day in the work 
of members of the building profession. 


Wasuincton, D. C., March 9.—The lumber 
industry’s exhibit for the convenient use of 
Government architects who are specifying 
wood for Federal construction of post offices, 
court houses, customs houses etc., is now in 
daily use. It is located in the Supply Build- 
ing of the Procurement Division of the Treas- 
ury Department, and is confined to structural 
exhibition of wood use in floors, walls and ceil- 
ings. Other rooms in the exhibition are occu- 
pied by aluminum, granite, marble, brick, tile, 
terra cotta, glazed tile and steel window mate- 
rials. The purpose is to facilitate the work 
of Federal architects in selecting and specify- 
ing materials in their daily work. No individ- 
ual company designations are permitted, and 
no initiative selling is allowed. 

The participants in the lumber exhibit are: 

West Coast Lumbermen’s Association. 

Western Pine Association. 

Southern Pine Association. 

Southern Cypress Manufacturers’ Associa- 
tion. 

American Walnut Manufacturers’ Associa- 
tion. 

Northern Hemlock & Hardwood Manufac- 
turers’ Association. 

California Redwood Association. 


Appalachian Hardwood Manufacturers 
(Inc.). 
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Maple Flooring Manufacturers’ Associa- 


tion. 


National Oak Flooring Manufacturers’ As- 
sociation. 


Southern Hardwood Producers (Inc.). 

The lumber room is 20x20-foot and is well 
illuminated. 

The floor shows southern pine, Douglas fir, 
West Coast hemlock, southern oak, maple, 
Appalachian oak and American walnut. 

The walls of the room are composed of re- 
movable panels representing a wide range of 
treatment in finish and design in the following 
species: Ponderosa pine, Idaho pine, Amer- 
ican walnut (2 panels), California redwood 
(2 panels), Tidewater red cypress (2 panels), 
Appalachian oak, birch, beech, elm, maple, 
southern pine, Douglas fir and western red 
cedar, 

The ceiling area, which is broken up by a 
series of opposing beams housing an indirect 
type of lighting, is used for the display of 
Ponderosa pine, pecky cypress, Sitka spruce, 
West Coast hemlock, red gum, and southern 
yellow pine. 

The room is octangular in plan, contains two 
doors and two windows, ull of which are a 
part of the display material. Built into the 
room are two storage closets for extra wall 
display panels, which permit the constant 
change of wall materials, as there becomes 
available new finishes in the various species 
from time to time for interchange with exist- 
ing panels. 

The general motif of the room is Colonial, 
and several examples of early American archi- 
tectural woodwork are in evidence. 

_All of the exhibit rooms are open to asso- 
ciation representatives who may wish to use 
them in demonstrating materials and designs. 
But, as indicated above, no direct selling is 
permitted. 


Stands Back of Oak Flooring 
Product of Members 


MEMPHIs, TENN., March 14.—Effective as 
of today, all oak flooring manufactured by the 
member companies of the National Oak Floor- 
ing Manufacturers’ Association will be guar- 
anteed for grade. As evidence of that guaranty, 
the flooring products of these manufacturers 
will be identified by the association’s copy- 
righted label on which the grade itself is im- 
printed as “NOFMA-Certified,” supplemented 
by the following endorsement : 

“This oak flooring is guaranteed and 
marked for grade by the manufacturer; is 
inspected and certified by the National Oak 
Flooring Manufacturers’ Association to meet 
all requirements of the Commercial Standard 
C. S.-56-36, as issued by the National Bureau 
of Standards of the U. S. Department of Com- 
merce Washington, D. C.” 


To qualify for the use of this label, these 
NOFMA members must conform to specified 
standards in manufacture and grades, as en- 
dorsed by the National Bureau. To safeguard 
that conformity, NOFMA, in which title to the 
industry's Grading Rules vests, maintains a 
staff of field inspectors who supervise manu- 
facture and grading at all members’ flooring 
plants. 

The National Oak Flooring Manufacturers’ 
Association is the only organization within the 
industry authorized to exercise such supervi- 
sion, according to an advance notice recently 
issued from the association’s office here. Under 
the association’s sole jurisdiction, therefore, ap- 
pearance of this label on oak flooring bundles 
certifies NOFMA grades according to the Na- 
tional Bureau’s standards, as well as the mani- 
fest intention of this group to keep faith with 
the trade and ultimate consumer. In comment- 
ing on this forward step, Ralph E. Hill, secre- 
tary-manager of the association, said: 

This guaranty of grade and certification 
mean far more than merely identifying and 


grade-marking the product of our member 
companies, It means that NOFMA accepts 
the responsibility of seeing that the grades 
which it certifies as conforming to Commer- 
cial Standards C. S.-56-36 are lived up to in 
spirit, as well as in fact. This is accom- 
plished through the sustained activity of 
NOFMA’s staff of inspectors. These men 
operate in the field on full time, devoted en- 
tirely to policing the manufacture and grad- 
ing operations at all members’ flooring fac- 
tories. 

These inspectors report regularly to the 
Memphis office, where their inspections are 
checked and cleared, so that all variations 
and discrepancies in grading may be cor- 
rected promptly. Under this method, the 
highest degree of uniformity in each grade 
is maintained. This meticulous care in safe- 
guarding the significance of the NOFMA 
label on oak flooring is an earnest endeavor 
on the part of this group that the buyer of 
oak flooring guaranteed for grade shall re- 
ceive exactly that. For these manufacturers 
recognize that today the consuming public 
not only demands, but has the right to ex- 
pect, more for its money in the form of bona 
fide improvement in the product itself, and 
therefore in the service which that product 
offers in exchange for the consumer’s dollar. 


Coincident with this announcement, Mr. Hill 
stated also that the association would shortly 
launch a program of trade, building profession 
and consumer advertising, in order to capi- 
talize on the revival of residential building, 
which, according to all reports, thinks Mr. 
Hill, is now well under way. 





AN ANCIENT Moslem maxim says: “Four 
things come not back—the spoken word, the 
sped arrow, the past life, and the neglected op- 
portunity.” Lumber dealers should not be 
guilty of the last wrong with the golden 
chances offered by 1936 before them, 











J. F. COLEMAN, 


c. L. ISTED 
Bend, Ore.; 
Re-elected Treasurer 


Kinzua, Ore; 
Re-elected President 


PorTLAND, Ore., March 7.—Following impor- 
tant committee meetings held Monday and Tues- 
day, the Western Pine Association assembled 
in annual meeting Wednesday morning, Feb. 26. 
This carried through until Thursday afternoon, 
and, following its close, the annual meeting of 
the board of directors went into session. With 
a large attendance from the widespread area en- 
compassed in the membership of the association, 
the group showed its faith in the future by its 
progressive and forward-looking action taken at 
this meeting. 

Officers of the Association were re-elected as 
follows: 

President—J. F. Coleman, Kinzua, Ore. 

Ist Vice President—J. P. McGoldrick, Spo- 
kane, Wash. 

2d Vice President—J. P. McNary, McNary, 
Ariz. 

Treasurer—C. L. Isted, Bend, Ore. 


S. V. Fullaway was elected manager succeed- 
ing David T. Mason, resigned. Mr. Fullaway, 
who has been secretary of the association, now 
becomes the secretary-manager. 

The association directors accepted the res- 
ignation of Major Mason as manager with re- 
gret, and expressed their appreciation of his 
services. Mr. Mason was retained as consult- 
ing forest economist to act as advisor to the 
executive and economics committee, and will 
retain his present committee assignments rep- 
resenting the Western Pine Association on the 
joint forestry committee in Washington, D. C., 
the forest conservation committee of the Na- 
tional Lumber Manufacturers’ Association, 
the forest committee of the Northwest Regional 
Planning Board, and will remain as one of the 
directors representing the Western Pine Asso- 














J. P. MeGOLDRICK, 


S. V. FULLAWAY, Jr. 
Portland, Ore.; 
Elected Manager 


Spokane, Wash.; 
Ist Vice President 
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Western Piners Delve Deep 
Into Industry's Problems 


ciation on the board of the National Lumber 
Manufacturers’ Association. It is estimated 
that Major Mason will devote about 25 per- 
cent of his time to work in interest of the West- 
ern Pine Association. It has already been an- 
nounced in these columns that Major Mason 
is returning to his former work as a private 
consulting forest engineer. 

The directors, following the recommendation 
made by the membership meeting, voted an in- 
crease of dues amounting to 3 cents per thou- 
sand feet for the purpose of increasing the 
trade promotion and research work of the as- 
sociation. It is estimated that this increase will 
make the total during the next year for trade 
promotion and research work approximately 
$200,000. The increased dues became effective 
March 1. 

The association articles of incorporation were 
amended, re-creating the executive committee, 
and under this amendment the economics and 


made in research for decay-resisting treatment 
for wood sash and frames, as well as in the sea- 
soning and strength-testing work being car- 
ried on. 


Presents Statistical Summary 


The Western Pine Association has an elab- 
orate and comprehensive statistical depart- 
ment, and the members present at the meeting 
were presented with the informative statistical 
summary for the year 1935. 

Major Mason explained the data and charts 
contained in this summary. He stressed the 
importance of the figures on shipments as the 
measure of business done by the three principal 
softwood producing groups, the Western Pine 
Association, the West Coast Lumbermen’s As- 
sociation, and the Southern Pine Association. 
He pointed out the betterment in the relative 
position of the Western Pine group during the 
past few years. He pointed out some of the 
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One of the charts prepared by statistical 


executive committees are combined. Because 
of the widespread area covered by the member- 
ship of the association, action on some matters 
is often delayed when it is necessary to wait 
to get the board of directors together at a 
meeting. For this reason it was felt necessary 
to have the smaller group composing the ex- 
ecutive committee empowered to act. 


Development of Research Department 


The research department of the Western Pine: 


Association, which was started by Albert Her- 
mann in a very modest way a number of years 
ago, has developed into one of the most im- 
portant activities of the Association. One year 
ago the association authorized the expansion 
of this department and its laboratory. Dr. E. 
E. Hubert, for a number of years a member of 
the University of Idaho faculty and a pathol- 
ogist of recognized ability, was employed as an 
additional member of the research staff. One 


of the highlights of the recent meeting was the 


visit of members to the association’s laboratory. 
Here they found remarkable progress being 





department of Western Pine Association 


reasons for the Western Pine position, as 
Southern Pine and West Coast groups put 
about 70 percent of their products into build- 
ings, while the Western Pine group puts about 
57 per cent of its product into that field of use. 
Building has suffered more than other indus- 
tries. The falling off in the lumber export 
business during the past few years has meant 
more to West Coast and Southern Pine groups 
which normally put about 10 percent of their 
products into export business, while Western 
Pine export business amounts to about 1 per- 
cent. On the other hand, Western Pine puts 
a larger percentage of its products into boxes 
and crates, and this business has not been as 
seriously affected as has building. About 29 
percent of Western Pine production goes into 
boxes and crates, while with Southern Pine it 
is about 11 percent, and with West Coast about 
4 percent. Also, during the last few years the 
West Coast association has been adversely af- 
fected by strikes. He expressed the opinion 
that Western Pine trade promotion had some 
beneficial effects on that region, and the dealer 
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Statistical and Laboratory Research Provide 
Basic Data for Informed Progress—Strength 
Properties of Species, Preservative Treat- 
ments, Are Studied, and Results Reported 


relationship and good will had been big assets. 
He also called attention to the better adherence 
to orderly distribution, and, during the life of 
the Code, better compliance. 

The 1935 Supply-Demand index remained 
above 100 for the whole year and was the high- 
est since 1929. If the anticipated demand for 
1936 materializes, this relationship should re- 
main above the 100 percent line for the entire 
vear. W. E. Lamb, of the Lamb Lumber Co., 
Modoc Point, Ore., presented recommendations 
for changes in grading rules, the most impor- 
tant of which was the elimination of pitchy 
selects from the rules. The membership voted 
to recommend to the directors that action be 
taken which would exclude this grade from the 
rule. 


President's Address Is Forward Looking 
The earlier session of the meeting was taken 


up largely by addresses and reports of the vari- 
ous officers and department heads of the as- 


an administration which has proposed to greatly 
expand the federal powers and control over the 
action of each individual citizen.” 

President Coleman called attention to other 
problems as needing collective action, among 
those mentioned being labor relations, public 
opinion, forestry matters and taxes. 

Secretary-manager S. V. Fullaway in a 
brief report said, among other things: 

“In June, 1935, following the passing of the 
Lumber Code, the association returned to the 
status of a strictly voluntary trade organization, 
having served the industry as Code adminis- 
trative agency for 21 months. In August, 1931, 
when the Western Pine Association was organ- 
ized, it had less than 50 members. It has ex- 
panded until at present it has the widespread 
membership of 122 companies, representing 85 
percent of the current regional production.” 

He briefly reviewed the activities of the dif- 
ferent departments and their importance, main- 
taining the value of the association to its mem- 

















ALBERT HERMANN, 
Portland, Ore.; 


Research Engineer 
Western Pine Asso- 
ciation 


New addition to the research laboratory of the Western Pine Association, Portland, Ore., where Dr. 





45 


work on Ponderosa is to determine its value 
for structural purposes in dimension and small 
timber sizes, particularly for use with timber 
connectors. To carry out this program we 
have built two testing machines, one of 10,000 
pounds capacity and one of 30,000 pounds. 

“To date we have been able to test the cross- 
breaking strength, shear and compression per- 
pendicular of one set of matched specimens, 
green and dried to 12 per cent moisture content, 
or about 240 tests in all. It is still too early 
to tell just what we are going to find, but one 
fact is very clear; namely, that we find a great 
increase in strength of Ponderosa with increase 
in density. On the basis of 40 tests of dry ma- 
terial, the modulus of rupture increases from 
8,000 pounds at a specific gravity of .34 to 
about 13,000 pounds at a specific gravity of .40. 
That you see is about 70 per cent increase in 
cross-breaking strength, with an increase of 20 
per cent in specific gravity. If these relation- 
ships hold true on further tests the denser 
10 per cent of our Ponderosa should be better 
than average Coast fir in  cross-breaking 
strength.” 


Study of Preservative Treatments 


The work of Dr. E. E. Hubert in his study 
of decay and preservative treatments aroused 
much enthusiasm among the members. Develop- 
ments so far give very definite promise of prac- 
tical preservatives for use in sash, doors, frames 
and other exposed uses of western pine. This 





DR. ERNEST E. 
HUBERT, 


Portland, Ore.; 


Research Technolo- 
gist Western Pine 
Association 


Ernest E. Hubert feeds cultures and then poisons them in his experiments to solve stain and decay 


problems. 


The laboratory, established and conducted by Albert Hermann, research engineer of the 


association, also engages in many other activities to work out problems connected with the forest 


sociation. At the opening of the meeting Presi- 
dent Coleman promised to confine his remarks 
to the things looking to the future, rather than 
reviewing the past. He urged particularly the 
importance of all the divisions of the industry 
co-operating in their common problems. He 
recommended joint committee meetings with the 
national wholesalers’ and retailers’ associations. 
He urged voluntary production control. He 
also advised the lumbermen to take an active 
interest in things political, and to express their 
views on pending legislation to their represen- 
tatives in Congress. He also urged the mem- 
bers to make an effort to foster clear thinking 
on economic, social and political matters among 
— with whom they come in contact. He 
said : 

“The whole country has before it the prob- 
lem of endorsing our constitutional, representa- 
tive, limited form of government or of endorsing 


products industries 


bers, but did not go into detail, as each depart- 
ment head made a report for his department. 

The great interest shown in the expanded 
work of the research department was increased 
by the report of Albert Hermann, the associa- 
tion research engineer. Mr. Hermann sketched 
the developments in the seasoning of western 
pine, particularly kiln-drying, which has been 
the major feature of the research department 
since its inauguration. 


Tells Results of Strength Tests 


The most startling statement made by Mr. 
Hermann, and the one which caused the most 
comment, was in regard to results of strength 
tests of Ponderosa pine. On this subject Mr. 
Hermann said: “In addition to the work on 
preservation we were authorized to study the 
strength properties of our species, starting with 
Ponderosa pine. You will remember that our 


work started from scratch and included the 
equipment of the laboratory, development of the 
fungi, and determining which fungus is the 
principal offender ; and development of oily car- 
riers and the soluble toxics. The work has 
included the study of proprietary preservatives 
now to be had, the study of costs, availability, 
effect on paint and finish, etc. It was necessary 
to find a preservative that was insoluble in 
water to prevent leaching. The chemical must 
be toxic to stain, decay and termites. It must 
have the ability to remain in the wood a long 
period of years and must be colorless, tasteless 
and non-poisonous to humans. 


Traces Development of Association 
Major D. T. Mason sketched the development 
of the Western Pine Association since its or- 
ganization in 1931, when the Western Pine 
Manufacturers’ Association and the California 
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Sugar and White Pine Association were merged. 
He then told of its operation under the NRA. 
As to the future, he said: 


“Our Code experience has taught us to be- 
ware of industrial government imposed from 
without. Even in the self-government under 
the Code we learned to doubt the effectiveness 
of action by the majority to impose its will upon 
the minority. If these limitations are to be 
recognized, then we may re-state the case some- 
what as follows: We now need and in the fu- 
ture, will more strongly need, some kind of 
government of our industry. We want it to 
be co-operative, with this self-government taking 
the form of voluntary, enlightened action of the 
majority, without effort beyond moral suasion 
and legal economic pressure to encourage the 
minority to go along.” 

As to legal limits on association work, Major 
Mason pointed to the Sugar Institute case now 
before the United States Supreme Court as one 
that is considered by far the most important 
trade association case yet to come before that 
tribunal. 

He outlined the possibilities for expanding 
the association’s co-operative work, and said 
that the matter of Western Pine co-operation 
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with other economic groups in a field where 
relatively the least has been done, presents the 
greatest opportunity and the greatest need for 
expansion. 

One suggestion made by him is for co-opera- 
tion between organized lumber manufacturers 
and organized lumber retailers to establish 
“branded” lumber as the standard product of 
reputable manufacturers, and the standard lum- 
ber sold by reputable retailers. 

Other subjects discussed by him included 
trade promotion, labor relations, production con- 
trol, forest management and Federal legislation. 
In conclusion Major Mason said: “I want you 
to know that although looking forward to my 
future work with much pleasure and interest, I 
am leaving the association with very real regret.” 


Department Heads Report Progress 


Interesting and informative reports, copies 
of all of which will be distributed to the mem- 
bership, were made by the following depart- 
ment heads and members of the staff: 

Grading Bureau—Vern Johnson. 

Statistical Department—L. C. Jewett. 

Traffic Department—H. A. Gillis. 

Special Research Results—Dr. E. E. Hubert. 
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Lumber Seasoning and Research Depart- 
ment—Albert Hermann. 

Trade Promotion Report—N. L. Cary. 

Lumber Specifications on Federal Projects 
—L. M. Erickson. 

Forest Conservation Department Report— 
Clyde Martin. 

C. L. Isted, Bend, Ore., chairman of the 
trade promotion committee, gave a report of 
the promotional activities budgeted for the com- 
ing year. As this report was made prior to 
the increase in promotion funds authorized by 
the board of directors its activities will be ex- 
panded. It is planned to continue along the 
lines of the 1935 program. Expenditures by the 
promotion committee will include financial sup- 
port for other promotion activities, including 
the American Forest Products Institute, the 
National Door Association, California school 
project, and the Inland Empire Box Association, 

Among the visitors introduced by President 
Coleman was Carl Barr, National Lumber Man- 
ufacturers’ Association, Washington, D. C; 
W. B. Greeley, secretary-manager West Coast 
Lumbermen’s Association, Seattle; A. C. Hor- 
ner, National Lumber Manufacturers’ Associa- 
tion, San Francisco, and Paul Kendall, National 
Door Association, Chicago. 


Southeastern Conference on Distribution 


Alabamans Prepare for Greater Activity -- See Progress in Elimination 
of Undesirable Distribution Practices; All Want Closer Co-operation 


BirMINGHAM, ALA., March 9.—Following the 
closing session (March 6) of the Alabama Re- 
tail Lumber and Builders’ Supply Dealers’ con- 
vention, the southeastern conference on distribu- 
tion, composed of the presidents and secretaries 
for the southeastern States, held a session. J. P. 
Williams, secretary of the Georgia retailers’ 
association, and chairman of the southeastern 
secretaries’ conference, presided. Manufac- 
turers, wholesalers, retailers and visitors were 
invited to participate in the deliberations. Lead- 
ing off in the discussion Leo Klarer, Jr., secre- 
tary of the Kentucky association, raised the 
question as to the proper manner to deal with 
manufacturers who were “saints” in Alabama 
and “sinners” in Kentucky, and stated he had 
reached the conclusion that it was time to talk 
out in meeting and call names of violators of the 
distribution agreements. 


R. E. Flambaugh, manager of the Florida 
Institute of retailers, insisted on the militant 
attitude towards chiselers, getting back to the 
manner of handling through the local dealers. 
These do not have “white” lists or “black” lists, 
but pass the information to the executive officers, 
and through them to the membership, that 
certain people are not co-operating, and there- 
after the members buy from other sources. 

Joseph G. Rowell, secretary of the Alabama 
association, reported slow but sure work in the 
elimination of undesirable practices, and said 
that with time the complete change would be 
made, and that manufacturers as well as retail- 
ers looked for close co-operation. 


Retail Trade on Upgrade 


Closing its tenth annual meeting with the 
selection of J. Mercer Barnett, Birmingham, as 
president, the Alabama Building Material In- 
stitute prepared the way for greater activity. 
On the theory that the retailers will have more 
business than for a long time and, with the 
increased business, more difficulty in securing 
the needed stocks, due to shortage of dry lum- 
ber throughout the entire producing section, 
it selected a strong personnel for the board of 
directors, and authorized certain changes to 
better the future of the organization. 

Speaking for the local retailers and their 


friends who were the hosts, Mr. Barnett wel- 
comed the visitors. 


Responding, B. L. Noojin, president of the 
State organization, said: 

The building industry is facing a period 
of unparalleled activity not only in Ala- 
bama, but throughout the country, and our 
share will be as great as the ability of the 
retailer to work out his own problems with 
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his fellow lumbermen in other branches of 
the industry, by beginning with his own 
business to clear the deck for full co-opera- 
tion. And it behooves us to get into the 
market promptly and stock the full amount 
of needed lumber while it may be secured, 
otherwise we shall be caught short when the 
full force of buying gets under way. 


Speaking on the assigned subject, “The Na- 
tional Association and Its Responsibility,” George 
W. LaPointe, Jr., president National Retail 
Lumber Dealers’ Association, brought complete 
information as to the intentions of the National, 
and its endeavor to assist in directing the re- 
tailers, and to help point out to the manufac- 
turers the need for full co-operation in the 
matter of proper distribution. Mr. LaPointe 
told of the menace of consumers’ co-operative 


associations, or community buying, other than 
through recognized units of retailers. 


The New Roster of Officers 


At a later meeting the directors selected the 
following as officers for the coming year: 

President—J. Mercer Barnett, Barnett Lum- 
ber Co., Birmingham. 

Ist Vice President—C. H. Sims, Sims-Mor- 
gan Lumber Co., Selma. 

2nd Vice President—W. L. Longshore, 
Long-Wall Co., York. 

Treasurer—H. O. Bernard, Walker Lumber 
Co., Birmingham. 

Secretary-manager—Joseph G. Rowell, Bir- 
mingham. 

The annual banquet was held in the Tut- 
wiler Hotel. At its close C. H. Cowan on be- 
half of the Association presented Retiring Pres- 
ident B. L, Noojin with a silver tea set. 


Inland Empire Mill Tied Up 
By Strike 


SPOKANE, WasH., March 7.—Workers at the 
Panhandle Mill, at Ione, Wash., are on strike 
and continue their picketing of the plant. As 
yet there have been no negotiations between 
the Panhandle Lumber Co. and the union. The 
Ione Commercial Club expressed its belief that 
an open shop policy is for the best interests 
of all parties concerned. Mayor Carl Lilystrom, 
woods superintendent of Panhandle, explained 
that while it was the desire of the company to 
operate, it could move the logs, which are cut 
and which may be cut, to Spirit Lake virtually 
as cheaply as they can be brought to Ione, there- 
fore it is not necessary to mill the logs at Ione, 
and if the company had to operate under a 
closed shop at Ione it would undoubtedly ship 
the logs to Spirit Lake. Action by the Ione 
Commercial Club has brought from the district 
organizer at Wallace, Idaho, of the State Fed- 
eration of Labor a threat of an action against 
the club and the Panhandle Lumber Co. under 
the Wagner-Connery Act. The organizer says 
the threat of moving logs to the Spirit Lake 
plant places both the company and the club 





within the scope of the Act. The organizer says 


he will this week organize the workers at the 
Spirit Lake plant. 
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THE TIRE THAT 
MAKES ITS OWN ROAD 
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Tus tire will take your equipment through — road or no road 
—regardless of weather. It is especially designed to give you super- 
traction in mud, snow, sand, loose earth, crushed rock, or over any 
unimproved roads. The tread will not ball up and spin—since the 
scientifically designed bars of tougher rubber are so placed as to be 


interests self-cleaning, and they will not bump when used on paved roads. 
al Firestone patented construction features have made it possible 


to build this tire. Gum-Dipped cords give extra strength to the tire 
body, enabling it to withstand the stresses and strains of tremendous 
pulling power. There are two extra layers of Gum-Dipped cords 
under the tread, locking it inseparably to the Gum-Dipped cord body. 


Equip now with Firestone Ground Grip Tires—for lower 

operating costs and more dependable service. The nearby Firestone 

Auto Supply and Service Store or Firestone Tire Dealer is ready to 
izer says . . ° e 

rit. Lake | serve you. When ordering new equipment, be sure to specify Firestone 


od od Ground Grip—the greatest traction tire ever built. 


rs at the 7 «& * 


Listen to the Voice of Firestone featuring Richard Crooks or Nelson Eddy—with 
Margaret Speaks, Monday evenings over Nationwide N.B.C.—WEAF Network 


© 1936, F. T. & R. Co, 
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CINCINNATI, OHIO, 
March 9.—Optimism 
was the keynote of the 
fifty - fifth convention 
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of the Ohio Association of Retail Lumber Deal- 
ers which adjourned here Feb. 28 after a three- 
days’ session. More than twelve hundred Ohio 
retail lumber and building material dealers left 
for their homes confident that spring will usher 
in a season of prosperity for their businesses 
such as has not been experienced in many years. 
Men accustomed to close calculating, men of 
affairs and wide experience, all seemed imbued 
with this confidence, while throughout the con- 
vention various speakers reiterated predictions 
that the National Housing Act will bring enor- 
mous returns to the lumber business. 


FHA Gets High Praise 


So confident were they, in fact, that one of 
the last acts of the convention was the unani- 
mous approval of a resolution demanding that 
the Duffey bill, providing for the extension of 
Title I of the Act for another year, be rushed 
to enactment. In its resolutions, the convention 
declared Title I to be a “wonderful savior for 
our industry since its passage, and it has. been 
performing a real service to the numberless 
owners of homes and buildings which were 
almost unlivable and needed remodeling to con- 
serve the owners’ equities.” 

During the course of the convention, speaker 
after speaker dwelt upon the importance of the 
National Housing Act to the lumber and build- 
ing materials business, and expatiated upon the 
benefits that had already come, as well as the 
brilliant prospects for spring trade, not only in 
Ohio but throughout the nation. 

“The market is enormous,” declared one prom- 
inent speaker. “The potential demand from the 
farms of the country alone is more than suff- 
cient to keep every sawmill in the country work- 
ing at top speed for the next four years to 
catch up with orders. This farm market is fif- 
teen years behind, and it is just getting started.” 

Statements were made that the FHA had 
given the lumber and building industry more 
than it had ever dreamed of asking for, when 
its financing made it possible to sell lumber and 
building materials on the instalment plan, thus 
competing for the consumers’ dollars in a man- 
ner never before thought possible. 


"The Opportunity of Your Lives” 


Ray E. Saberson, manager sales promotion 
department Weyerhaeuser Sales Co., St. Paul, 
Minn., waxed enthusiastic when he told of the 
business prospects, “The American people are 
now 2,000,000 homes short of their normal de- 
mand. That means a market for $5,000,000,000 
worth of lumber in the next few years. Through 
the FHA the people have been given credit, 
cheap money and long term financing. And 
don’t you forget that there will be plenty of 
people to take advantage of these easy terms. 
They are crying for new homes and new ideas 
in home building. There are more people free 
of debt in this country than there have been 
in years. Under the old regime, people would 
build in the wrong places and with wrong ma- 
terial, and be forced to lose their homes on 
account of second mortgage sharks. Now they 
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Ohio Retailers Concentrate on 
1936 Sales Policies 


Want Title I, Savior of Building Industry, Extended--See 
Great Sales Opportunity--Prepare for Big Farm Market 


can be freed forever from the mortgage sharks 
and to get an FHA loan they must have super- 
vised building with first class materials, and in 
locations that will insure their ability to make 
a success. And for once the lumber and build- 
ing materials dealers do not have to be held 
down by price competition. The home owner 
will be sold on the idea of cheap money and long 
terms and modern building. He won’t have to 
think about haggling on the price of materials. 
The whole thing is a wonderful chance for the 
retail lumber industry. This depression has 
brought you the opportunity of your lives. New 
stars are in the lumber dealers’ skies.” 


Consumer Inquiry Gets Dealer Started 


Ralph J. Hines, president of the Edward 
Hines Lumber Co., Chicago, told the same story 
with variations. Telling of the five lean years, 
Mr. Hines said: “In 1932 the Chicago building 
permits sank to a level of $3,500,000 per annum. 
That was about one percent of what they had 
been in 1925-26. We thought we had seen the 
worst. Then 1933 dawned. There was no busi- 
ness, no displays, no customer appeared until 
Mr. Roosevelt took his seat as President. Then 
we started to get inquiries and decided to adver- 
tise. We first installed kitchen cabinets to at- 
tract the women. They took. More attractive 
displays were installed and more advertising fol- 
lowed. Now our yards are selling more than 
they have sold in seven years, and the men and 
women are eager for a chance to obtain Title 
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I and Title II loans under the FHA. Our pros- 
pects for 1936 are splendid, and we are out of 
the red in all of our yards.” 

The convention opened on Wednesday after- 
noon, Feb. 26, but the weather was unfavorable, 
threatening snow, and nearby delegates could 
not attend. The first day’s session was to have 
been devoted to FHA, and former Governor 
A. QO. Eberhart was to have been the principal 
speaker, but could not fly from Chicago and did 
not arrive until Wednesday night, when he 
came by train. W. G. Smith, retiring president 
of the association, was also unable to be present, 
being detained at his home in Akron by illness, 
so L. P. Lewin, president of the A. M. Lewin 
Lumber Co., Cincinnati, and former president 
of the National Retail Lumber Dealers’ Asso- 
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ciation, was called upon 
to preside. 

Only six of the eight 
Ohio lumber retailers 
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who had entered the FHA contest to decide what 
retailer had obtained the most jobs through 
FHA in the Buckeye State, appeared. It was 
decided to postpone awards until Friday. 

The convention was noteworthy in one re- 
spect. It concentrated strictly on business. 
There were no preliminaries, such as addresses 
of welcome, invocations and the like. All the 
business sessions were held Wednesday morning, 
when reports of officers were read and approved 
and printed copies distributed among the dele- 
gates at the opening session and during the 
second day. 


New Officers Are Chosen 


Ralph Oberdorfer, Lancaster, representing 
the West Side Lumber & Manufacturing Co., 
was chosen president to succeed W. G. Smith, 
Akron, representing the Lyman-Hawkins Lum- 
ber Co., Aaron Kelsey, Kelsey & Freeman Lum- 
ber Co., Toledo, and John J. Marsh, Marsh 
Lumber Co., Dover, were elected vice presidents, 
and Findlay M. Torrence, Xenia, and C. A. 
Anderson, Franklin, were re-elected treasurer 
and secretary, respectively. 

Following the adjournment of the first day’s 
session, the delegates were invited to view the 
trade exhibits of some sixty manufacturers and 
jopbers of lumber and building materials which 
were on display in the exhibit halls adjoining 
the convention hall. All exhibit space had been 
sold out more than a month prior to the con- 
vention, and extra space had to be provided in 
the foyer of the Hall of Mirrors of the Hotel 
Netherland Plaza, headquarters for the con- 
vention, to accommodate late comers among the 
exhibitors. 

A feature of Wednesday night was the an- 
nual banquet of the Union Association of Lum- 
ber Sash & Door Salesmen which was held in 
connection with the retailers’ convention. The 
hosts of the dinner were officers and members 
of the National Association of Commission Lum- 
ber Salesmen. A dance for the delegates and 
their ladies followed the dinner. 


"Sales Policies for 1936" 


With John J. Marsh, Dover, Ohio, newly- 
elected vice-president, as temporary chairman, 
the convention got under way for its second 
day’s session. 

“Sales Policies for 1936” was the topic, 
and the retailers made it their business to ask 
their customers how they wanted lumber and 
building materials sold. J. B. Tusant, Des 
Moines, general contractor and an official of 
the American Association of General Contrac- 
tors, was the opening speaker. Taking as his 
subject “A Contractor’s Idea of Complete Unit 
Selling,” Mr. Tusant said that when his attten- 
tion was first called to the importance of unit 
selling several years ago he had conceived an 
antipathy to the idea. 

However, after making a closer study, he 
had been convinced that he was wrong. He 
said that he now believed unit selling to be 
the most modern way of distributing the goods 
of an industry. He predicted that unit selling 
would be forced upon the retail lumbermen, 
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whether they liked it or not—because the public 
would demand it. 

Adolph Pfund, Chicago, secretary Central 
Sash & Door Jobbers’ Association, spoke on 
the topic, “Let Woodwork Lead the Way in 
1936.” Mr. Pfund said that the FHA would 
be the life-saver of the lumber retailers of the 
country. He made a plea for a better under- 
standing between the lumber retailers and the 
jobbers of building supplies and lumber, and 
said that co-operation would result in a big 
increase in the business of both. 


Where Do We Go from Here? 


Ross C. Kuhlman, secretary Lumber and Mill- 
work Association (Inc.), Cincinnati, said that 
the importance of the home as the great 
American institution was evidenced by the 
thought and planning that were given to it by 
the home makers. It was not the mere architec- 
ture, he said, that made a home, but the under- 
lying spirit which contributed most to the 
veneration in which the home is held as the 
embodiment of the spirit of American liberty. 

Mr. Kuhlman said that the retailer of build- 
ing supplies and lumber is of primary importance 
to the operative builder, and that the service 
which the retailer or the jobber gives to the 
home-owner merits compensation and should 
be calculated as a legitimate item in the cost. 
He said that operative builders are more or 
less dependent on the retailers for their sup- 
plies, and that if buying direct from manufac- 
turers was carried out the operative builders 
would not have the wherewithal to carry out 
their projects. He added that the real home 
developers of the nation are the 150,000 or more 
small builders and contractors who construct a 
few houses each year in their communities in 
all parts of the country. He said that it was 
important that retailers and jobbers should co- 
operate, but that at present there was so little 
in common between them that it was difficult 
to secure teamwork. 


Taxing Program Should Be Revised 


C. C. Sheppard, a former president of the 
National Lumber Manufacturers’ Association, 
who is both a manufacturer and retailer of 
lumber at Clarks, La., voiced the opinion that 
it was necessary to revise the entire taxation 
and spending program of the national and State 
governments, in order to recreate confidence 
and promote business recovery. 

He advocated the use of grade-marked lum- 
ber, both in the building of homes and for 
all other purposes, because it would insure bet- 
ter lumber for the consumers; make for more 
economical construction, and prevent the Fed- 
eral government “putting a pure food law” on 
lumber. 

George LaPointe, Jr., Menomonie, Wis., 
president of the National Retail Lumber Deal- 
ers’ Association, who presided at the Thursday 
afternoon session, asked the Ohio retailers to 
Place themselves on record for grade-marking 
of lumber as a means of protecting the retailer 
and the consumer, and as a further means of 
identifying the manufacturer and giving assur- 
ance that the lumber delivered was the actual 
lumber purchased and not lower grade than 
that for which the specifications called. 

He said that grade-marking lumber would 
mean improvement of trade ethics between man- 
ufacturer and the retailer, and would eventually 
lead to closer co-operation that would be bene- 
ficial to all. 

The talk by James H. Kimball; Hingham, 
Mass., on the “Etiquet of a Lumber Yard,” was 
filled with dry humor. He said that business 
had undoubtedly improved. Now, he stated 
people were willing to take their bills out. of 
envelopes. He thought that was a good sign, 
whether they paid them or not. 

Thursday night the retailers and their ladies 
Were guests of the association at its annual 
inner, There was no speaking but plenty of 
good fun, dancing and singing. 

Announcements were made of the election of 
officers of the Union Association of Lumber 
Sash & Door Salesmen for the ensuing year. 
Those elected were: John S, Street, Chilli- 
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cothe, Ohio, president; Stanley Mauk, Toledo, 
vice-president; John T. Bartelle, Toledo, sec- 
retary-treasurer, and Thomas Leake, Canton, 


director. 
Selling the Farm Market 

Selling the farm market was discussed by 
speakers from the College of Agriculture, Ohio 
State University, at Columbus. Professor H. G. 
Miller estimated that the available market for 
the retail lumber dealer in the next year ought 
to average between $20,000 and $30,000 for 
each of the 900 retailers of the State. He said 
that the farmers have the money and all that 
was necessary was for the retailers to contact 
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them and sell them on the idea of improving their 
places. 

In the FHA contest, Robert F. Watrous, Ash- 
tabula, was declared first prize winner. Other 
prizes were awarded to Joseph Potter, Worth- 
ington; G. M. Johnson, Oak Harbor; Charles 
J. Crehore, Elyria; Norbert J. Pointer, Sid- 
ney, and H. Carl Haag, Cleveland. Mr. Cre- ' 
hore claimed to have had the first FHA re- 
modeling job in the nation—a house in Elyria. 

Grand attendance prize of the convention went 
to Ira F. Adams, Dalton, Ohio, who attended 
every session and every function of the con- 
vention, 


Southern Hardwood Traffic Work 
Pays Its Way 


Mempuis, TENN., March 9.—The twenty- 
third annual meeting of the Southern Hard- 
wood Traffic Association was held on Thurs- 
day, March 5, at the Hotel Peabody, here, with 
approximately 150 firms represented. It was 
one of the most enthusiastic meetings ever held 
by the association, and much interest in the 
work for 1936 was evidenced by those in at- 
tendance. The meeting went on record as 
favoring an assessment of five percent of the 
annual dues, the money to be used in a special 
campaign for the en- 
largement of the mem- 
bership, so that addi- 
tional funds can be had 
to take care of the 
work that the associa- 
tion is now doing and 
will be called upon to 
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do. The board of di- 
rectors approved this 
plan, which will be 
adopted during 1936, or 
until the membership is 
sufficient to provide 
enough funds to carry 
on the necessary work 
for the industry. 


Officers and Directors Elected 


Eugene Woods, president of the Woods Lum- 
ber Co., Memphis, was re-elected president for 
the third consecutive year. He is the first 
president in recent years to serve three terms. 
It was felt that there was so much started 
under Mr. Woods’ administration, and he had 
been so successful, that he was prevailed upon 
to serve an additional year. Other officers 
elected were: 


Treasurer, Almonta Smith, Chapman & 
Dewey Lumber Co. (re-elected). 


Vice presidents, E. A. Powell, Memphis, 
(re-elected), Memphis district; M. L. Tipton, 
Townsend, Tenn., eastern district; Alex 
Heidt, Cincinnati, Cincinnati district; P. P. 
Joyes, Louisville, Ky., Louisville district; J. 
B. Edwards, Oakdale, La., New Orleans dis- 
trict; Charles B. Rasche, Helena, Ark., 
Helena district; F. T. Dolley, Brinkley, Ark., 
rate adjustments; George McSweyn, Mem- 
phis, legislation; E. D. Rhodes, Helena, Ark., 
transportation service; E..M. Vestal, Knox- 
ville, Tenn., export traffic; F. A. Conkling, 
Memphis, finance and auditing;, K. L. Em- 
mons, Memphis, membership; W. C. Hanafee, 
Jackson, Tenn., assessments; R. A. Taylor, 
Memphis, demurrage and storage; C. M. 
Gooch, Memphis, car supply; W. L. Wellford, 
Memphis, freight claims; S. M. Nickey, Mem- 
phis, rate book. 


New directors elected (to serve for three 
years): C. C. Fullbright, Ping Bluff, Ark.; B. 
M. Wakefield, Jackson, Miss.¢*Wy A. Ransom, 
Grenada, Miss.: W. W. Kellog, Monroe, La.; 


Claude Wertz, Evansville, Ind.; John IL 
Shafer, South Bend, Ind.; and B. C. Tully, 
Memphis. 

In the absence of C. A. New, secretary- 
manager of the association, who was ill, G. A. 
Suddoth, manager of the Memphis district, read 
the annual report of the secretary-manager. 

The report showed that, while more funds 
were needed, the association during the past 
year has operated without a loss, and that many 
old debts had been paid off, the association be- 
ing entirely out of debt. It stated that $83,680 
in claims were filed, and that the association 
collected for members $79,913, which was more 
money than it cost to operate the association. 


Association Accomplishments for Members 


Mr. New’s report also discussed the general 
reduction in lumber rates which was effected 
during 1935, as well as the work of the asso- 
ciation in connection with the eliminating of 
hardwoods from the list of commodities that 
were affected by the general advance in freight 
rates on all other commodities. 

Other topics touched on in tls report were: 
Revision of the rate structure on forest prod- 
ucts under the long-and-short haul clause of 
the Interstate Commerce Act; increased rates 
on forest products in Official Classification; per 
car rates on rough material; extension of re- 
shipping time limit on rough material and 
transit tonnage; criticism of the present rough 
material arrangements by the Interstate Com- 
merce Commission ; increased rates and handling 
charges on export and import and coastwise 
traffic; change in rates to Pacific coast; and 
many other minor adjustments. 


Rate Situation Never So Unsettled 


“T have been in the transportation work for 
over thirty years, and I have been with this 
association for fifteen years,” said Mr. New in 
closing his report, “and never before in my ex- 
perience has the rate situation on hardwoods 
been so unsettled, so involved in hearings, meet- 
ings and negotiations as it is now. Never has 
there been such need for the effective function- 
ing of your association to protect and improve 
your freight bill, your markets, and your com- 
petitive situation as now. As you can plainly 
see from what I have said, practically all your 
rates from the stump to the ultimate consumer 
are directly involved in proposed rate changes 
and litigation, or carry expiration dates.” 

He made a plea for further support of the 
association, and urged all members to try and 
get all hardwood men to join it. 

In the absence of Almonta Smith, treasurer, 
his report was read by F. A. Conkling. 

The association went on record in a resolu- 
tion protesting the changes which have been 
proposed in rough material arrangements, and 
instructed the officers to attend hearings. 

The Lumbermen’s Club of Memphis enter- 
tained the members of the Southern Hardwood 
Traffic Association at their regular meeting at 
the Hotel Peabody on March 5. Harry B. 
Weiss, president, presided at the meeting and 
called on many out-of-town lumbermen for re- 
marks. Little regular business was transacted. 
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Instalment 


No. 4 


{Previous instalments of this series ap- 
peared in the following issues: 1--Sept. 14; 
2--Oct. 12; 3--Dec. 7--EDITOR.} 


11. LIMITATIONS OF MOTOR TRUCK 
HAULING 


These limitations may not be of great im- 
portance, but should be carefully considered in 
determining the method of logging large-sized 
tracts of timber, and the largest trees. 

(1) Motor trucks can not handle the very 
largest and longest-length logs felled and used 
in redwood, Douglas fir, Sitka spruce and other 
large size species on the Pacific Coast, due to 
the excessive weight of such logs under some 
of the forest and topographic conditions where 
they must be hauled. Douglas fir logs pro- 
duced by one company average 84 feet in length. 

(2) Motor trucks require reasonably good 
roads and fairly level topography. In the pine 
regions of the Sierra Mountains of California, 





Here is a sturdy International truck being 
loaded at Klaber, Wash. 





motor truck logging is frequently not adapted 
to the rough topography with deep ravines, steep 
slopes etc., where road construction is exces- 
sively expensive. However, trucks are now 
used for hauling logs out of very rough and 
difficult places, and, with auxiliary devices such 
as cables and tractors on adverse grades, 
trucks are overcoming the handicaps of rough 
topography. 

(3) Trucks can not be used on large opera- 
tions requiring the delivery of 50,000 to 200,000 
feet or more per day for mills located at long 
distances from the logging jobs. Railroads 





Cross-haul by horses is used in this opera- 
tion in the Idaho national forest, Idaho 





must be used where long hauls, and large daily 
output of logs, are required. 

(4) There is a definite limit of distance 
beyond which log haul may not be profitable. 
Load and road conditions determine this. 

(5) In some regions trucks may be oper- 
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ated only 8 to 10 months of the year, due to 
wet weather and the condition of lateral high- 
ways. 


12. RAILROAD VERSUS MOTOR 
TRUCK LOGGING 


There are several advantages of the motor 
truck in logging as compared with railroads, 
especially where conditions may be favorable to 
the investment and use of motor trucks. Ex- 
cept on the very largest operations where a con- 
stant, reliable and large volume of logs is re- 
quired by railroad transport, the motor truck 
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MOTOR TRUCKS IN 


is making very definite inroads. This is notably 
true in the South, the Southeast and the Lake 
States. The following shows the comparative 
advantages of truck hauling over railroad log- 
ging, under usual conditions encountered in the 
woods, especially on those operations involving 
a suificient out-turn of logs to consider the use 
of railroads: 


1.—The initial investment for right-of-way, 
grading, equipment and operation is exceed- 
ingly heavy with railroads. The latter must 


be operated at full capacity in order to minimize 
The deprecia- 


depreciation charges per m.b.f. 











tion factor may be exceedingly heavy if only 
partial capacity is utilized, or the mill is shut 
down for an extended period. 


A Special Truck Advantage in Hardwoods 


2.—Comparatively large storage facilities must 
be provided at the sawmill to take care of long 
railroad trains delivering logs once or twice a 
day. This means a large and expensive log 
pond in case of softwoods, or extensive yards 
with expensive handling facilities in case of 
hardwoods. When trucks can deliver logs 
directly at the base of the jack-ladder at the 





This crawler-type “Loadmaster” was in use 
near Williams, Ariz. 





sawmill, sinkage from dead heads is entirely 
eliminated. This is especially important in the 
case of hardwoods. 


3.—Railroad grades must be favorable, curves 
wide and not over 20 degrees generally, and 
the roadbed must be smooth and properly main- 
tained, in order to haul logs economically. 
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MODERN LOGGING iter cout sm 


Many cuts and fills are necessary, together with 
heavily constructed bridges, culverts etc. Trucks 
can more readily lend themselves to the type 
of topography involved. Road construction is 
more simple and inexpensive for motor trucks, 
and bridges and culverts may be much lighter 
in construction. Furthermore, motor trucks 
may be used on much more severe adverse 
grades than in the case of railroads, which are 
generally limited to grade of about 6 percent. 


Trucks Aid Good Forest Management 


4.—With railroad logging, there is a strong 
tendency to clear-cut all available timber, be- 
cause of the large initial investment and the 


concurrent desire to remove all the timber in 
order to justify the investment, depreciation and 
other carrying charges. Motor trucks, on the 
other hand, are more flexible and may be used 
to log a few trees per acre, as by the selection 
system. Therefore trucks are much more 
mobile and lend themselves more readily to 
selective logging procedure than do railroads. 
Motor truck logging tends toward better silvi- 
cultural management. 


5.—Under similar conditions in the hardwood 
forests in the South and in the Lake States, 





The truck being loaded by power at this 
landing, 3,000 foot elevation, had to climb 
and cross a long mountain range to reach it 





motor truck roads can be constructed for ap- 
proximately one-fifth the cost of railroads used 
for similar purposes. For example, on one 
location, truck roads cost about $2100 per mile, 
versus about $10,200 per mile for railroad con- 
struction. The same type of roads accomplish 
the same purpose. 


Trucks Save Cost of Expensive Landings 


6.—The cost of decking logs for railroad haul 
is much greater than for truck hauls. Large 
and expensive landings are generally required 
for railroad loading facilities. In truck logging, 
high banks adjacent to highways are generally 
used for decking logs, from which they may be 
rolled directly on the truck at a minimum of 
cost. 


7.—Public highways are frequently available 
for truck hauls, thus eliminating the necessity 
of part or all of the road construction costs. 
Frequently highways parallel both common car- 
riers and private logging railroads. Within re- 








cent years, public highway facilities have been 
extended into many forest regions formerly con- 
sidered too remote and ‘inaccessible for logging. 

8.—A large area can be used as a source of 
log supply with trucks, because of their greater 
speed. This flexibility of source of supply— 
with low-cost transportation units, greater 
speed and quick deliveries—means frequently 
better selection of logs, a quick shifting of log 
supplies to suit market conditions, and the elimi- 
nation of the necessity for forecasting market 
requirements. 

9.—Smaller camps operating at a lower unit 
cost may be operated with truck logging, as 
men may be carried greater distances to work 
in a minimum of time. Furthermore, using 
motor trucks, labor may be recruited from 
nearby communities, and the workers fre- 
quently may live at home or on neighboring 
farms or with relatives. 


13. LOADING 


Loading is generally done by one of the fol- 
lowing operations : 


(1) By hand from elevated skidways or 





Small logs are being loaded at a skidway 
in the Arapaho national forest in Colorado. 





ramps with small and short logs. This is the 
general practice in second-growth southern pine, 
spruce pulpwood, and often with eastern hard- 
woods and northern pine. 

(2) Cross-haul by horsepower, or power 
supplied by winch or winding drum on the 
truck itself or trailer. Cross hauling is the 
system generally used in the South. Tractors 
are also used for cross hauling. 


(3) Gin pole and drum operated by power 





This is an example of hand-power loading, 
from an elevated ramp 





supplied by the truck itself, separate motor, or 
by tractor. 


(4) Power loaders operated at the landing 
or deck in connection with railroad operations, 
or by donkeys from cold decks in the North- 
west. 

[The fifth and final instalment of this 
series of articles on “The Motor Truck in 
Modern Logging" will appear in an early 
issue.—Editor.] 
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ORGANIZED EFFORT IS AIM OF IOWANS 


See Need of Personal Selling Effort-- As Market Widens, Rural Dealer Will Get 
Bigger Share of Prosperity-- Warn Against Menace of Consumer Co-operatives 


Des Mornes, Iowa, March 9.—The third annual conven- 
tion of the Iowa Association of Lumber and Building Material 
Dealers brought an attendance of well over 1300, including deal- 
ers and their wives and manufacturers’ and wholesalers’ repre- 


sentatives to Des Moines, Feb. 25-26. 


William H. Badeaux, secretary of the association, called 
the convention to order, and President Glen Newton, of Nevada 
(Iowa), gave the opening address, on “Organized Effort for a 
Stabilized Industry,” summarizing his conclusions thus: 

“My subject means just one thing to me, and that is, 
through organized effort we can demand and receive those 
Distribution problems can be 
worked out. Better merchandising methods and the securing 


things essential to our business. 


R. E. Saberson, manager of the merchan- 
dising service of the Weyerhaeuser Sales Co., 
St. Paul, spoke on “Merchandising for Profit 
in 1936.” He pointed out that the lumber in- 
dustry has the greatest opportunity for profit 
in the next decade that it has ever had, back- 
ing up this statement with the results of a sur- 
vey conducted by economists for a group of 
eastern investors. This investigation showed 
that the retail lumber business stands at the 
top in opportunities for profit. Several facts 
were pointed out by the speaker: The lumber 
industry faces a tremendous market. We are 
fifteen or sixteen years behind, he declared. 
Farm buildings alone would take the output 
of every mill operating at its present rate for 
four years if they were to be put in first class 
condition and new ones built where needed. In 
addition, we are two million homes behind and 
losing at the rate of 1,000 per day. New mate- 
rials and new ideas have made old buildings 
obsolete so that they are going out of date 
faster than ever. New financing services re- 
lease new money into the industry. Install- 
ment selling means credit release, and customers 
can now buy out of income rather than capital, 
he emphasized. 

“A new selling technique is here,” declared 
Mr. Saberson. “For years we have been worry- 
ing our customers about the price per thousand. 
This method is now obsolete. We must sell 
them the completed job at so much per month. 
If common-sense requirements are met as to 
the location and the kind of house, and if the 
buyer has credit to proceed, Uncle Sam backs 
his note. This is the greatest opportunity for 
home ownership he has ever had, and it is the 
greatest opportunity the building material man 
has ever had to sell him.” 

In conclusion, the speaker emphasized, “If the 
dealer wants to take advantage of this wonder- 
ful opportunity he must create sales. That 
which he sells touches the heart of the Amer- 
ican people—the home. The depression has 
created for us a real opportunity. By selling the 
completed unit we have regained control of the 
price. We are released from the contractor 
who peddiled lists; who threatened us with 
price-cutting yards.” 


Gives Rural Dealers Sound Advice 


W. H. Cordes, sales promotion and advertis- 
ing manager of the American Steel and Wire 
Co., Chicago, urged rural dealers to keep their 
feet on the ground, in his talk on Rural Amer- 
ica. “But,” he added, “don’t overlook’ the 
fundamental need of making sure of the ground 
itself so that we can keep our feet on it.” 

In explanation of his statement, Mr. Cordes 
pointed out that the dealer’s business starts 
with the ground where he does business. He 
picked the locality for various reasons. He 
chose it deliberately and carefully. He chose it 





of our share of the business that exists can be accomplished. 
Organized effort, backing up a good, strong, well-organized 
State association, will place every dealer in Iowa in a position 
to make more money and give us a State in which we can do 


business at a fair margin of profit. Organized effort makes it 


because he believed in the community to the 
point that he was willing to stake his success on 
its success. “Its interests became your inter- 
ests, its advancements your advancements. 
When that community prospered you prospered. 
When it slowed down you slowed down.” 

A besetting shortcoming of the retail lumber- 
man in the rural community is that he con- 
siders himself a pigmy rather than the giant 
he is, according to this speaker. To illustrate, 
Mr. Cordes showed that the rural communi- 
ties of the United States occupy 50 percent of 
the richest country in the world. “Without rural 
dealers,” he declared, “there could be no rural 
communities. Their life depends on you.” 


Must Tell "The Reason Why" 


From this point the speaker emphasized the 
need for lumber dealers, individually or collec- 
tively, to take the trouble to inform the people 
why they are in business in the community. 

“Instead of being competition-conscious about 
other sources of supply, how much more im- 
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portant it is that you become community-con- 
scious, and see to it that your customers, who, 
after all, are your neighbors, realize how im- 
portant you are to their future, and to the 
future of your community and theirs.” 

This telling however, must be backed by 
doing because “No man’s words can be con- 
sidered empty when they’re accompanied by 
service—brimming over in its fullness.” 

At this point the speaker illustrated with a 
chart the layout of a typical small town twenty 
or thirty years ago. All roads led to town. 
The town was the hub around which the com- 


possible to handle legislative matters, both State and national; 
and last, but certainly not least, organized effort means better 
understanding among ourselves, essential for good local condi- 
tions. We have had a taste of organized effort during the past 
three years, and we have only started. 
whether we will ever want to go back to the days of individual- 
ism, for “Woe be to that day with the low descending sun when 
prices are shot to hell and business is done for fun.” 


I doubt very much 


munity revolved. People came to the lumber 
yard to buy; there was little need for the dealer 
to go out to sell. 

“Now,” continued the speaker with a sec- 
ond chart, “improved highways lead to farms, 
and from there to other hubs as well. What 
force is pulling them? Merchandising—newer 
methods of selling. It is of vital importance 
that you tell your community why you are in 
business. You have everything your outside 
competitor has, plus a stake in the community. 
You know its needs; you know when there is 
a fire in town; when Farmer Jones buys a new 
tractor. You know everything of vital im- 
portance that goes on. In other words, you are 
equipped to do a far more effective selling job 
than any less interested outsider.” 

Mr. Cordes urged dealers to realize that the 
days of waiting for customers are over and 
that the action must start with the dealer, and 
must continue with him all the way through. 
“Don’t forget,” he said, “Good merchandising 
often starts with a service before it can end 
with a sale.” 


Should Demonstrate Products and Uses 


He urged dealers to demonstrate products 
and show what their use means in the interests 
of economy, satisfaction and service. He fur- 
ther urged his audience to “be good neigh- 
bors,” and to be unselfish about it. “Use your, 
telephone regularly to call every one of your 
customers. You don’t have to talk business. 
Maybe a bit of news drifts in to you about 
something you know a customer will be in- 
terested in. Call him even if it’s just to pass the 
time of day or talk about some community ac- 
tivity.” 

Mr. Cordes further urged the dealer to use 
his car—to find an excuse to be out in his 
customer’s territory frequently, for it impresses 
him that, “you’re always quickly available, not 
only to sell him but to serve him after you 
sell him.” 

Use of the mail was another point which the 
speaker brought out. Informal, friendly, let- 
ters can be written about new merchandise in 
such a way as to impress the recipient with 
the fact that the dealer is his neighbor in a 
true sense. 


The Dealer's Widened Market 


O. C. Lance, secretary Northwestern Lumber- 
men’s Association, Minneapolis, outlined the 
dealer’s new market, pointing out that the auto- 
mobile and motor truck have enlarged his ter- 
ritory from a ten-mile radius to one of a hun- 
dred or more miles. He declared that indis- 
criminate and unregulated trucking is sure to 
kill the small town. It is important that 
something be done, he declared, since the value 
of farms is dependent on their convenience to 
good towns. 

Discussing home building, Mr. Lance called 
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attention to the fact that consumers now have 
pretty definite ideas of what they want. They 
have new ideals of design and construction. 
They demand automatic heat, and in the near 
future will require air conditioning. Dealers 
must be prepared to meet these demands. 

“The customer is still boss in our business,” 
said Mr. Lance, “and the best asset we have is 
a satisfied customer. If he wants a bargain 
and you sell him a below-standard product— 
cheap stuff at a low price—and the product 
does not give service, it brings only dissatisfac- 
tion and complaint. Then, is it a bargain?” 

The consumers’ co-operative movement was 
discussed by John V. Dobson of the J. F. An- 
derson Lumber Co., Minneapolis, Minn. Mr. 
Dobson spoke along lines similar to those fol- 
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lowed in his address before the Wisconsin meet- 
ing, which was reported at some length on page 
31 of the Feb. 29 issue of the AMERICAN LUM- 
BERMAN. 

J. L. Long, executive secretary of the Iowa 
Taxpayers’ Association, explained the purpose 
of the association and its importance to every- 
one. He urged his audience to give a fair 
share of their time to the community ; to remem- 
ber that the government is a case of “We,” not 
of “They.” 


Farm Market Is Great Opportunity 


“The New Iowa Farm Market” was the sub- 
ject of an address by R. C. Ferguson, of Suc- 
cessful Farming, Des Moines, Iowa. The farm 
market was pictured as a great opportunity for 
the lumberman. Mr. Ferguson pointed out that 
there are 200,000 farms in Iowa and that nearly 
every one could advantageously spend at least 
$500 for repairs, which means about one mil- 
lion dollars per county. 


Tells "Woman's Point of View" 


“From a Woman’s Point of View” was the 
subject of Mrs. Bess Gearhart Morrison, Lin- 
coln, Neb. Mrs. Morrison’s talk went straight 
to the point as she emphasized the need for 
greater courtesy in the yard—better displays 
and better salesmanship. 

“If I were running a yard,” she said, “I 
would not allow a salesman to keep his hat 
on and finish his cigarette while talking to a 
woman customer. Yet that is exactly what hap- 
pens in some dealers’ yards. I wouldn’t allow 
any man to have liquor on his breath during 
working hours. 

“Now understand,” she further stated, “I 
don’t expect you to be dressed up, but I urge 
you not to antagonize some finicky old woman 
by your personal appearance or by arguing. 
I know of one woman who quit buying coal 
Irom one yard because the dealer had dirty 
teeth. That may sound a bit too particular, 
but when you deal with women customers you 
ave to consider that. It never pays to argue 
with any customers. It doesn’t pay to let your 
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men argue politics or religion. It doesn’t pay 
to let them damn the times. You never know 
when you might step on someone’s pet corn.” 

Co-operative yards came up for discussion 
again when J. L. Burt, president Wisconsin 
Retail Lumbermen’s Association, took the floor. 
He declared them a growing evil and urged 
dealers to do something about it. 


Summary of Resolutions 


Resolutions were approved similar in tenor 
to those adopted by most of the other retail 
lumber associations at their annual meetings. 
These resolutions affirmed the Iowa associa- 
tion’s adherence to the standard position of dis- 
tribution through regularly equipped dealers; 
demanding that the Federal Government retire 
from the housing field, but approving the Na- 
tional Housing Act and asking extension of 
Title I thereof; pledging support to legislation 
for the regulation of commercial trucking. 


Roster of Officers 


Following are the officers elected to serve 
for the ensuing year: 


President—E. A. Milligan, D. Milligan Co., 
Jefferson. 


Vice President—Walter Westeman, 
Westeman Lumber Co., Rockwell City. 


Vice President—Cole Berry, Green Bay 
Lumber Co., Shenandoah. 


Treasurer—H. M. Iltis, 
Valley Junction. 


Secretary—W. H. Badeaux, Des Moines. 


Cc. &t. 


Iltis Lumber Co., 





Hoo-Hoo Club Sponsors First 
Woodcraft Exhibit 


SPOKANE, WasHu., March 7.—More than 1,700 
people attended the Hoo-Hoo Club’s first annual 
woodcraft exhibit, March 1 and 2. It was 
unanimously decided to repeat the event in 1937. 
Seventy prizes and ribbons were awarded in the 
following classifications: 

(1) Furniture made with hand tools, (2) 
furniture made in part or in whole with 
power-driven tools, (3) wood turning, (4) 
wood carving, (5) veneering and inlaying, 
(6) novelties and toys, (7) sports and outdoor 
furnishings, (8) models, (9) jigsaw projects, 
(10) whittling, (11) used wooden boxes, (12) 
antiques and heirlooms, (13) metal work and 
machine work. 


The show contained almost every imaginable 
homecraft article, ranging from fancy hand- 
carved chests to guns, lamps and doll houses. 
There were many specimens of artistic beauty, 
and a larger number of interesting knicknacks. 
Several demonstrators were at work over lathes 
and with jig-saws turning assorted useful articles 
and wooden toys. 

Knute Engdahl, who is an expert woodturner, 
showed what could be done with skill and a 
good lathe, while LeRoy Bradbury amused him- 
self and others with his tricky jig-saw. Jim 
Maxwell showed the best way of painting and 
finishing homecraft products. 

Many inspected the Exchange Lumber Co.’s 
exhibit of woods from all parts of the world, 
arranged in small polished panels, all marked 
and properly identified. The Hoo-Hoo Club had 
an exhibit of white pine blister rust control 
measures. 

L. C. Sherman, of the Hoo-Hoo Club, said: 

“We have just completed a survey in Spo- 
kane, and found 2,000 persons, all amateurs, 
who do some form of woodworking. It was 
surprising to discover that many of the city’s 
professional men have well equipped shops for 
woodworking purposes in their home basements 
and garages. Many of them have several hun- 
dreds dollars invested in power saws and other 
equipment.” 





Uncte Sam, although relatively new at it, is 
becoming the world’s leading tree planter. Up 
to last year his grand total of plantings by all 
agencies amounted to only 2,394,397 acres, equal 
to about half the area of Massachusetts. This 
year’s plantings in the national forests alone 
will increase the total by more than 10 percent. 
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Bee CABINS 


You supply the materials. We supply 
the plans. ow being advertised in the 
following publications with nearly 10,000,- 














readers: 

National Sportsman ............ 166,000 
Hunting & Fishing............. 425,000 
Hunter Trader Trapper.......... 80,000 





2,255.000 

Each copy read by four men—publisher’s 
estimate. Be prepared to do business on 
this widespread publicity. This tepee 
type structure provides more cabin per 
ollar than any other type. 

Easy to build—cost less than ordinary 
cabins. Easy to heat—were comfortable 
at 38° below last month. 


A.DRABEK, 


WAHPETON, SASF 
WAH, 


7 PAKOCTA. 
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We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 








ad We also invite orders for Northern Pine, Spruce, 
Flooring  ., lemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ase 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 


Chicago Office: N. J. Clears Lumber Co., 
Suite 447, Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exch. 























AND BIRCH 
LOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


SIWWELLS 


LUMBER COMPANY 


Pugmona force 
F 





MAN YF Ao TYRE R SS 
MENOMINEE MICHIGAN. 





YO U Rceennieenenid FOR 


HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 
BROWN ASH — HEMLOCK 
SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
174 WELL BALANCED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 














HOTEL BENSON 


PORTLAND'S 
Most Distinctive 
Hotel 

Conveniently lo- 
cated to Banking, 
Business and 
Amusement Cen- 


ters of City. 


All rooms with 
bath, $2.50 and up. 


R. K. KELLER 
and W. E. BOYD, 
Managing 
Directors 
ROSS FINNEGAN, 
Manager 
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[NORTHERN Woods} UTAH DEALERS APPROVE 


MILL IDENTIFICATION 


New Areas of State Given Repre- 
sentation on Executive Council 


Satt Lake City, Utan, March 7.—Mem- 
bers and guests attending the eleventh annual 
convention of the Utah Lumber Dealers’ Asso- 
ciation, held at the Chamber of Commerce, this 
city, today and yesterday, got something of a 
surprise when one of the scheduled speakers, 
listed as “chief of valuation section FHA,” 
took the opportunity to criticize lumbermen, 
as one of their number, for, as he saw it, not 
making the most of the opportunities accorded 
them by the Federal Housing Administration. 
The speaker was S. L. Billings, of the North- 
western Lumber Co., a wholesale concern, who 
at present is an FHA official. 

The convention was one of the most largely 
attended in the history of the association. C. J. 
Dewey, Tremonton, vice president, presided, in 
the absence of President George Dixon, who 
was on the Pacific Coast. 

In his message, Vice President Dewey said, 
“IT am a comparative newcomer to the lumber 
business. I had much to learn, and I found 
the association and its secretary very ready to 
help.” He wondered if all the members were 
availing themselves of the facilities afforded by 
their organization. 

Edward O. Anderson, chief architectural 
supervisor here for the FHA, discussed archi- 
tectural problems. He thought all would agree 
that the building industry has more life than 
it had a year ago. 

Mr. Billings, the wholesale lumberman re- 
ferred to in the opening paragraph, said he 
would take the opportunity of saying certain 
things that he had wanted to say for a long 
time. “I am on this program on my own invi- 
tation,” he confessed. “I say this so that you 
won’t blame the association officials for invit- 
ing me.” Mr. Billings told of his early con- 
nection with the lumber industry as a driver, 
and of his employer’s struggles to get business 
from his competitors rather than trying to 
create it. This speaker’s concluding remarks 
were along the lines of the value of the Fed- 
eral housing movement, and he made it very 
clear that he did not think the lumbermen were 
taking full advantage of it. 

“How Low Grade Paint Is Destroying the 
Lumber Business” was told, with help of charts 
and other illustrative material, by Don Critch- 
field, representing the Forest Products-Better 
Paint Campaign. 


Discusses Tax Legislation 


Lincoln G. Kelly, local tax expert, spoke on 
“Recent Tax Legislation.” He compared Amer- 
ica’s tax setup, especially as related to incomes 
and corporations, with that of Great Britain, 
and seemed to find more to praise in that coun- 
try’s system than in ours. 

O. B. Gilson, of the Union Portland Cement 
Co., Salt Lake City, spoke on “Distribution of 
Cement in Utah.” He said, “It has been the 
policy of the cement industry to get as close 
to the dealer as possible, with the view of iron- 
ing out difficulties to our mutual advantage. The 
price of cement has been held down, but due to 
increase in cost of labor, and other conditions, 
we have got to the point where a price increase 
is necessary.” He told of an increase of 5 cents 
a sack on less than carlots going into effect im- 
mediately. 

James S. Taylor, now of Denver, Colo., 
sketched the history of the lumber organization 
movement in Utah. He told of the necessity 
for four types of associations for the retailer: 
city, state, regional, national, and recalled that 
the Utah state association was organized 
eleven years ago this week. 


Mr. Taylor warned that watching legislation 
is even more important just now than the con- 
sideration of distribution, and told of some things 
harmful to dealers that had been prevented by 
the alertness of officers of their national asso- 
ciation. 

Managing Director W. C. Bell, of the West- 
ern Retail Lumbermen’s Association, spoke on 
“A Forward Look at Distribution.” 

Mr. Bell scored the dealer who criticizes a 
wholesaler who sells direct and then supports 
him because of a little cut in price he makes, 
He likened this attitude on the part of the 
retailer to that of a hen following the trail of 
grain to the coop. The lumberman, said he, 
must take the mystery out of his business by 
labeling his materials, and showing just what 
customers are getting. He commented upon 
the numerous lumber yards that are being im- 





JAMES S. TAYLOR, 
Denver, Colo.; 
Whose Work Received 
High Tribute 


W. W. ANDERSON, 
Ogden; 
Presided at the 
Round Table 


proved at this time. “I think we can safely 
say,” he said, “that the retail lumber yards are 
fast becoming neat and attractive business es- 
tablishments.” Mr. Bell doesn’t believe that 
“things just happen,” and asserted that improve- 
ments in the lot of the lumbermen are brought 
about by real effort. 

W. W. Anderson, of the Anderson Lumber 
Co., Ogden, chairman of the advisory council, 
presided at the round-table discussion. 


Reports on Budget Figures 

R. H. Biele, Morrison-Merrill & Co., Salt 
Lake City, reported for the budget and finance 
committee. It was decided to place the figures 
for the association at $4,200, to be raised on 
a 4-bracket segregation—A, B, C, and D. Yards 
doing $25,000 and less will pay $16, and the 
scale is graduated to $120 for those doing $100,- 
000 and more. It was decided to increase the 
number of members of the advisory council from 
seven to nine. This will make it possible to 
give representation to more widely scattered 
areas. The council will hereafter have an exec- 
utive committee. An amendment to Article 2 
clarified the requirements for membership in the 
association. 


Resolutions Are Adopted 
One resolution urged extension of Title 1 
of the National Housing Act. Another endorsed 
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and approved association grade-marking of lum- 
ber, and mill identity by numbers. A final reso- 
lution was in the nature of a fine tribute to 
James S. Taylor, now in lumber bureau work 
in Denver, a past president of the Utah associa- 
tion and vice president of the National asso- 
ciation. 

Marvin O. Ashton, of the Sugar House Lum- 
ber & Hardware Co., read an amusing, orig- 
inal poem of his own composition entitled “You 
Can’t Do to the Other Fellow What He Can’t 
Do to You.” 


Election of Officers 


The election of officers to serve for the en- 
suing year resulted as follows: 

President—C. W. Merrell, Merrell Lumber 
& Hardware Co., Brigham. 

First Vice President—C. H. Ketchum, 
Ketchum Builders’ Supply Co., Salt Lake City. 

Second Vice President—Arthur Jones, Cedar 
City Lumber & Hardware Co., Cedar City. 


Treasurer—C, N. Sargent, Morrison-Merrill 
& Co. (Inc.), Bountiful. 


A stag party was tendered the retailers on 
Friday night by the Wholesale Lumbermen’s 
Association of Utah; a theatre party was pro- 
vided for the ladies, and the usual largely-at- 
tended dinner dance and entertainment was held 
on Saturday night, in the ballroom of the Hotel 
Utah. 





Georgia-Florida Pro- 
ducers May Form Traffic 
Association 


JACKSONVILLE, FLa., March 9.—The South- 
eastern Hardwood Manufacturers’ Club, repre- 
senting the principal hardwood producers of 
Georgia and Florida, at regular monthly meet- 
ing held at the Mayflower Hotel, Feb. 25, heard 
T. M. True, secretary Southern Cypress Man- 
ufacturers’ Association, discuss the pending in- 
tra- and inter-state freight rate increases on 
lumber shipments; directed the secretary of the 
club to write all railrcads serving the South- 
east to furnish wooden or wood-lined freight 
cars for shipments of high grade hardwoods 
and dressed lumber; considered the advisability 
of securing the co-operation of pine manufac- 
turers in a joint fight against pending freight 
rate proposals. 

_Mr. True, discussing the pending rate revi- 
sions on intra- and inter-state shipments of 
lumber, stated that the proposal was to put 
shipments on a mileage basis, raise the min- 
imum car from 24,000 to 34,000 pounds, and 
with the increase literally “crucify” the lumber 
industry with this exorbitant proposal. He ex- 
plained the various proposals as affecting the 
manufacturers of lumber in Georgia and Flor- 
ida, citing numerous cases where the proposed 
rates would, because of the large amount of 
intra-State shipping done by a majority of the 
mills, increase freight costs in some instances 
over 50 percent. Mr. True advocated the es- 
tablishment of responsible traffic representation 
ior the hardwood and pine industry of Georgia 
and Florida, to work in co-operation with the 
cypress industry against the proposed increases. 

After considerable discussion it was decided 
to have the secretary of the club undertake to 
enlist the support of all manufacturers and 
wholesalers of hardwoods and pine in Georgia 
and Florida for the purpose of establishing a 
freight traffic office in Jacksonville to be known 
as the Georgia-Florida Lumber Traffic Associ- 
ation, to serve those two branches of the lumber 
industry and to co-operate with the traffic de- 
partment of the Southern Cypress Manufac- 
turers’ Association in fighting the proposed 
ireight rate changes, and to act as counsel in 
freight traffic matters for the Georgia-Florida 
hardwood and pine producers. 

Accordingly, letters are being sent by the 
secretary to all representative wholesalers and 
manufacturers of hardwoods and pine in Georgia 
and Florida, asking their co-operation in estab- 
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lishing, at Jacksonville, under competent man- 
agement, the Georgia-Florida Lumber Traffic 
Association, to represent the lumber industry 
of these States in the fight against the ruinous 
pending proposals for increases in intra- and 
inter-State lumber freight rates. 

This office, if established, will work separ- 
ately but in co-operation with the already estab- 
lished traffic department of the Southern 
Cypress Manufacturers’ Association. 


As soon as pledges of amounts totaling $500 
per month have been received, the office will 
be established and start functioning. Producers 
and wholesalers are asked to contribute a max- 
imum sum of $25 per month for the next few 
months. All amounts above required salary of 
traffic counsel, and his office and traveling ex- 
pense, will be kept for emergency use and re- 
funded on a pro-rata basis at the end of his 
period of service. 

A discussion of stocks on hand, shipments 
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and orders closed the meeting. The majority 
reported optimistically, stating that prices were 
steady and advancing; order files better than at 
any time in the past four years; stocks in rea- 
sonable relation to shipments. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight loadings for the two weeks 
ended Feb. 29, 1936, totaled 1,259,835 cars, as 
follows: Forest products, 54,259 cars (an in- 
crease of 2,874 cars above the amount for the 
two weeks ended Feb. 15); coal, 350,822 cars; 
grain, 63,821 cars; livestock, 20,690 cars; ore, 
11,920 cars; coke, 20,461 cars; merchaiddise, 
289,752 cars, and miscellaneous, 448,110 cars. 
The total loadings for the two weeks ended 
Feb. 29 show an increase of 6,391 cars above 
the amount for the two weeks ended Feb. 15. 





SALES YOU 


CAN MAKE 


There’s always a big demand for ladders every Spring—an 
opportunity for you to feature ladders in special offerings on 
your sales floor—in your display windows—in handbills, mail- 
ing pieces or ads in local newspapers emphasizing the light- 
ness, strength and safety of Babcock Genuine Air Dried Spruce 
Ladders. Every Babcock Ladder going out of your yard means 
a satisfied customer—worthwhile profit for you—and a boost 


for the quality of merchandise you handle. There’s 
a Babcock Ladder for every purpose—and 


each represents the maxi- 
mum in ladder value. 


STRONG— 
AIR 
DRIED 
SPRUCE 








BUYERS 
WANT 


Send TODAY for our catalog 
and latest prices together 
with hints that have helped 
other dealers boost ladder 
profits. 


The W. W. Babcock Co. 


BATH, 'N. Y. 











Long Distance Phones: 
TAYLOR 0248. 4214, 4215 





Branch Offiecs: 


Washington, D.C. 
| Parsons, W. Va. 





THE TOLEDO GUARANTY CORPORATION 
CABLE ADDRESS 
**TOGCO" 
Universal Lumber Code 


WEST VIRGINIA HARDWOODS 
HEMLOCK- WHITE PINE- SPRUCE 


“FROM THE HEART OF THE ALLEGHENIES® 
1026 WOODWARD BLDG. 


WASHINGTON, D. C. 





We can kliin dry and 
surface in transit. 
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The Lange DUPLEX 
Glass Edger 


Profitable 
Repair Work? 


Do like dozens of other lumber dealers have 
done. Go after the profitable glass repair work 
on auto doors, furniture tops, French doors, 


ete. You'll be surprised at the money you can 
make doing this work. Don’t pass up this 
opportunity—investigate the complete line of 


Lange Glass Edgers 


Write now for catalog and price list. 


HENRY G. LANGE MACHINE WORKS 


166 North May St., Chicago, II. 





J. A. MATHIEU 
LIMITED 





acin Sales Office: 
111 West 
RAINY LAKE, Washington St. 
ONTARIO 


CHICAGO,ILL. 


vm 2 eG 
norruenn WHITE PINE 
(Pinus Strobus) 


White Spruce—Norway Pine 


NORTHERN PINE LATH A SPECIALTY 


White Pine Pattern Lumber Shed Stock 
Norway Pine Piece Stuff Log Cabin Siding 
All Items Northern Pine Boxing and Crating 

















Make Money Filing Saws 





Increase your Lumber Business too! 
Contractors and other saw users appreciate having a FOLEY 
Saw Filing Service available. It gives them better filing than 
expert hand filer, precision work, better-cutting and long- 
lasting saws. 


FOLEY fi SAW FILER 


is easy to operate, no experience 
needed, no eyestrain. Files all 
hand saws, also band saws and 
cross-cut Circular saws 
automatically! Joints as 
it files — evens all teeth 
to uniform height, size 
and spacing. Pays many 
lumber yards a nice extra 
income, besides bringing in lum- 
ber customers. Write for full 
information. 











FOLEY Mfg. Co., 41 Foley Bidg. 
it Main St. N. E. 
Minneapolis, Minn. 








LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONEY 


AMERICAN 
LUMBERMAN 


431 S. Dearborn St. 
Chicago, Ill. 


nAAOCOW 
nAKOOW 




















What the Associations Are 
Planning and Doing 


COMING CONVENTIONS 


March 17-18.—Southwestern Iowa Retail Lumber- 
men’s Association, Chieftain Hotel, Council 
Bluffs, Iowa. Annual. 


March 18-19—Mississippi Retail Lumber Dealers’ 
Association, Robert E. Lee Hotel, Jackson, 
Miss. Annual. 


March 19—Southern Hardwood Producers (Inc.), 
Hotel Roosevelt, New Orleans, La. Annual. 
March 19—New Jersey Lumbermen’s Association, 

Newark Athletic Club, Newark, N. J. Annual. 

March 20-21—Florida Lumber & Millwork Associa- 
tion, San Juan Hotel, Orlando, Fla. 

March 25—Northern Pine Manufacturers’ Associa- 
tion, Lumber Exchange, Minneapolis, Minn. 
Annual, 

March 26-27—Southwestern Iowa Lumbermen’s As- 
sociation, Burlington Hotel, Burlington, Iowa. 
Annual. 

March 30-April i1—Southern Pine Association, 
Roosevelt Hotel, New Orleans, La. Annual. 
April 7—Central West Texas Lumbermen’s Asso- 

ciation, Stamford, Tex. 

April 9—Southeast Missouri Retail Lumber Deal- 
ers’ Association, Marquette Hotel, Cape Gir- 
ardeau, Mo. Annual. 

April 14-16—Lumbermen’s Association of Texas, 
Waco, Tex. Annual. 

April 21-22—National Retail Lumber Dealers’ As- 
sociation, Washington, D. C. Annual. 

April 27-30—Chamber of Commerce of the United 
States, Washington, D. C. Annual. 
May 7-8—Kansas Lumbermen’s Association, 

sonic Temple, Salina, Kan. Annual. 

12-14—Associated Cooperage Industries of 

America, Jefferson Hotel, St. Louis, Mo. Annual. 

May 13-14—National-American Wholesale Lumber 
Association, Marlborough-Blenheim Hotel, At- 
lantie City, N. J. Annual. 


Ma- 


May 





National Dealers Name Date 
for Annual Meeting 


[Special telegram to AMERICAN LUMBERMAN] 

WasHrncTon, D. C., March 12.—Secretary 
Frank Carnahan announced today that the an- 
nual meeting of the National Retail Lumber 
Dealers’ Association will be held in this city 
April 21 and 22. The meeting place of the 
convention has not yet been selected. Housing, 
distribution and legislation will be the principal 
subjects discussed. 





New Jersey Association Sets Date 
for Annual Meeting 


Newark, N. J., March 9.—Announcement is 
made by G. E. DeNike, secretary New Jersey 
Lumbermen’s Association, from the headquar- 
ters in this city, that the fifty-second annual 
meeting of the organization will be held at the 
Newark Athletic Club, on Thursday, March 
19. This meeting will be a one-day session, de- 
voted entirely to dealer problems. 





Northern Pine Manufacturers Name 
Date for Annual 


MINNEAPOLIS, M1nn., March 9.—The annual 
meeting of the Northern Pine Manufacturers’ 
Association will be held in the association office, 
1114 Lumber Exchange, this city, on March 25, 
starting at 2 p. m. Directors and committees will 
be elected, reports of officers reccived, and other 
important matters considered, including the pro- 
posed amendments to the association constitution 
and by-laws. 





To Manage Veneer Association 


Charles E. Close, who has served the Na- 
tional Lumber Manufacturers’ Association as 
construction engineer in many different phases 
of its work, has resigned to accept the posi- 
tion of secretary-treasurer of the Veneer As- 
sociation, Chicago. Mr. Close at one time was 
a contractor-engineer in the residence building 
field. Upon joining the association, he was 
assigned to the Chicago office, and eventually 
became its manager. In recent months he was 
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at the association headquarters in Washington, 
) 


Mr. Close’s work on adaptation of lumber 
and timber to highway construction is re- 
garded as a fine example of industrial promo- 
tion in the public interest. Since January, he 
has served the Timber Engineering Co., a 
subsidiary of the National, and at the same time 
carried on his other customary functions. 





Lumber Manufacturer Elected 
Association Head 


SeaTTLe, Wasu., March 7.—T. V. Larsen, 
a member of the lumber manufacturing firm 
of Forcia & Larsen, Noti, Ore., was elected 
president West Coast Lumbermen’s Associa- 
tion for the ensuing year by the board of 
trustees. He succeeds Walter B. Nettlcton, of 
Nettleton Lumber Co., 
Seattle, as head of the 
association. Mr. Larsen 
is finishing his second 
term as president Wil- 
lamette Valley Lumber- 
men’s Association, Eu- 
gene, and has served 





T. V. LARSEN, 
Noti, Ore.; 
President West Coast 
Lumbermen’s Associa- 
tion 





several years as trustee 
of the West Coast body. 

The new president en- 
tered the lumber indus- 
try in 1900 as a com- 
mon laborer with the 
old North Pacific Lum- 
ber Co., Portland. Later 
he worked for the Eastern & Western Lumber 
Co., Portland. In 1908, with G. E. Forcia, he 
organized the Star Lumber Co. at LaCenter, 
Wash., which moved to Noti, Ore., in 1922. A 
modern lumber manufacturing plant with a daily 
capacity of 65,000 feet in eight hours and em- 
ploying about 100 men in the woods and at the 
mill was started, after timberland was acquired. 

Mr. Larsen’s election as president of the asso- 
ciation means that he has received the highest 
honor the West Coast lumber industry can be- 
stow. The body was reorganized under the 
leadership of Mr. Nettleton, and now has a 
larger membership and a more complete pro- 
gram than in recent years. Mr. Larsen was 
regarded by the trustees as the ideal man to 
lead the association in 1936. 








Hardwood Manufacturers Will 


Receive New Service 


Wasuincton, D. C, March 9.—C. A. 
Rishell, of Salisbury, Md., trained and experi- 
enced in hardwood forest products, mechanical 
engineering, hardwood lumber, flooring and di- 
mension manufacture and sales, now forester 
for the Resettlement Administration in the 
Northeast, has been appointed to head the 
newly established hardwood division of the Na- 
tional Lumber Manufacturers’ Association, ef- 
fective March 15. This unique division of the 
association, headed by a 100 percent hardwood 
man, will give hardwood manufacturers the 
assurance of consideration of national lumber 
industry problems—especially in the promotion 
and research field—from the hardwood point 
of view. Mr. Rishell’s forestry and engineer- 
ing education was in Pennsylvania State Col- 
lege, from which he graduated after a four- 
year course. 
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Since 1923, Mr. Rishell has been employed 
by the W. M. Ritter Lumber Co., and the 
George D. Ryder Lumber Co., New York, 
manufacturers of hardwood lumber, flooring 
and dimension. He took an intensive course in 
kiln drying and treatment of hardwoods at the 
Forest Products Laboratory, Madison, Wis. 
Mr. Rishell has designed and operated new kiln 
types, conducted research in hardwoods, grad- 
ing, waste prevention, storage and piling. He 
has had valuable experience in consumer re- 
search and sales promotion, entirely in hard- 
woods. His training and experience in hard- 
woods fits him to develop the expanding activi- 
ties of the National Lumber Manufacturers’ 
Association in the hardwood field. 

Mr. Rishell will be stationed for the present 
at the headquarters of the National Lumber 
Manufacturers’ Association in Washington, D. 
C., but will spend most of his time in the field. 





Southern Hardwood Producers to 
Hold Annual March 19 


New Orteans, La., March 9.—The annual 
meeting of Southern Hardwood Producers 
(Inc.) will be held in the Hotel Roosevelt, here, 
on March 19, beginning at 10 o’clock, according 
to announcement by Ed R. Linn, secretary- 
manager of the organization. 

The program, according to Mr. Linn, will be 
of interest to every hardwood lumberman in 
the South. Qualified speakers from industries 


Dealers Enjoy 


SoutH Beno, Inp., March 9.—Approximately 
200 dealers attended the 36th annual meeting 
of the Northern Indiana and Southern Mich- 
igan Retail Lumber Dealers’ Association, held 
in the Oliver Hotel here, on March 5. Charles 


W. Schadt, of the Judd Lumber Co., Dowa- 
giac, Mich., president 
of the organization, 


was toastmaster at the 
dinier, served at noon 
in the Rotary room of 
the hotel. Rev. Elmer 
Ward Cole, pastor of 
the First Christian 
church, South Bend, 





CHAS. W. SCHADT, 
Dowagiac, Mich.; 
Retiring President 





pronounced the invoca- 
tion. 

Mr. Schadt in his ad- 
dress spoke of the work 
of the organization dur- 
ing the year, and of the 
outlook for the next 
year. 

A large increase in the number of Indiana 
Citizens taking advantage of the provisions of 
the National Housing Act in the last few weeks 
was reported by R. Earl Peters, State director 
of the FHA. He said: “From information al- 
ready in our hands, we are convinced that the 
construction of at least 1,500 new homes, financed 
under the Federal Housing program, will be 
started in Indiana within the next sixty days.” 

Among the things that were taken up were 
the discussions of the freight service which 
they are proposing to extend to their members, 
they also went on record opposing the gross 
income tax. It also approved of setting up com- 
modity committees at once in all districts, it 
being agreed that this is the only way to handle 
the dealers’ problems. 

The nominating committee recommended the 
following set of officers for the ensuing year, 
which recommendations were adopted: 


President—Opal M. Voorhees, Home Lum- 
ber Co., Mishawaka. 


Vice President—Robert G. Homan, Belle- 
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that use millions of feet of southern hardwoods 
are going to tell how the industry can better 
co-operate with its important customers and ex- 
pand its markets. Through co-operation of the 
Grand Rapids Furniture Exposition the services 
of its style counsellor, Miss Marta K. Sironen, 
have been obtained, to tell of the part southern 
hardwoods can and should play in the manu- 
facture of furniture. 





Long Island Salesmen Set Date for 
Annual Meeting 


Freeport (L. I.), N. Y., March 9.—The an- 
nual meeting of the Long Island Salesmen’s As- 
sociation will be held at the Elks’ Club, Free- 
port, Tuesday March 31, beginning at 6:30 p. 
m. At that time the nominating committee, 
headed by W. J. McCloy, chairman, will pre- 
sent its recommendations for officers to serve for 
the ensuing year. 


Pecan Belt Outlook Is Rosy 


Secuin, Tex., March 9.—At a meeting here 
Feb. 28 of the Pecan Belt Lumbermen’s Asso- 
ciation, the principal speaker was W. H. Lilly, 
of San Antonio, associate director Federal 
Housing Bureau, aims and accomplishments of 
which he described. Retailers present from 
Guadalupe, Comal, Hays, Caldwell, Blanco and 
Gonzales counties predicted an unusually large 
spring business. The next meeting will be held 
here March 19. 


Get- Together 


ville Lumber & Supply Co., South Bend. 
Secretary-treasurer— Orval Wise, Isbell 
Lumber & Coal Co., Elkhart. 


The concluding feature of the convention was 
the sound movie, “Home of the Wooden Sol- 
diers,” presented by the Red Cedar Shingle 
Bureau, Seattle, Wash. The presentation was 
made by F. J. Parker, manager of the Chicago 
office, and Esker Fitzwater, of Seattle. Mr. 
Fitzwater was presented the attendance prize 
for having traveled the greatest distance—ap- 
proximately 3,000 miles. 

In an interview following the convention, Mr. 
Fitzwater said he had been attending conventions 
all the way from Denver, Colo., to Richmond, 
Va., and had found a better tone to all of 
them; that the dealers were looking forward 
to better business. However, he believed that 
all retail dealers were coming to realize that 
they must get out and really sell if they are to 
enjoy the fruits of the better conditions. He 
said decided improvement is expected in the 
red cedar shingle business. In 1934, an average 
of 45 cars a day was shipped, while in 1935 the 
average had risen to 101 cars a day. 


Mammoth Endless Belt Installed 
in Lumber Mill 


Axron, Onto, March 10.—Installation of 
what is believed to be the largest transmission 
belt ever to be made endless in the field was 
successfully completed recently by a large south- 
ern lumber mill. This 9-ply Highflex belt meas- 
ures 48 inches in width and is 184 feet long. 
It is used to drive two 54-inch main-line shafts 
and was made endless on the pulleys by the 
“Plylock” method, a development of the B. F. 
Goodrich Co., of Akron. 

The “Plylock” splice was made by cutting the 
ends of the belt in bias steps so that the plies 
would interlock. They were then countersunk 
beneath the surface of the belt, and the result- 
ing depression was filled with a reinforced rub- 
ber cushion. By means of a special portable 
electric vulcanizer, the joint was then vulcanized 
so as to hold the ends of the plies in this posi- 
tion and prevent them from working loose 
through wear and windage. The finished joint 
was smooth, strong and without lumps or ridges. 
When vulcanization was completed, the belt was 
ready for immediate operation. 
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LUMBER 
DEALERS... 


There’s profit for you—convenience and 
trouble-saving for your customers in the 
new Marquart Frames which apply the 
combination door principle to Windows— 
permitting Screens and Storm Sash to be 
interchanged FROM THE INSIDE in a 
minute. 


Air-tight—Light weight—easily han- 
dled—lock open for ventilation— 
cost no more than old style. 


Send a postcard TODAY for all the facts. 


MILLWORK MANUFACTURERS 


You can easily convert your present 
design frames to the Marquart type under 
our license arrangement. Only change is 
in the casing. Sash and screens made in 
two sections—upper and lower—permitting 
use of short length stock—a big saving. 

Vast market in new homes as well as 
existing structures. Special patent-ap- 
plied-for moulding converts present style 
frames into Marquart type. 


Write NOW for full details— 
this proposition has real merit. 


MARQUART FRAME AND 


SASH COMPANY 
\— OSHKOSH, wis. —— 











FOR 


Doors USE STANLEY HARDWARE 


In 1936, with this slogan, Stanley 
is advertising to your customers 
their complete line of hardware 
for all types of doors. Write for 
your copy of the 32 page booklet. 


THE STANLEY WORKS 
New Britain, Connecticut 














“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.50 postpaid. 

Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Peavy-Moore Lumber Co. inc. 
SHREVEPORT, LA. 


Manufacturers of 


Southern Yellow Pine 
Southern Hardwoods 
Oak Flooring 
Pine and Hardwood Dimension 
Hardwood Interior Trim, etc. 


Peavy-Wilson Lumber Co. inc. 
HOLOPAW, FLA. 


Manufacturers of 


Extra Dense Virgin 
Long Leaf Florida Pine 


Dependable Values—Prompt Service 











WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING 
CEDAR LINING 


























TEXARKANA, ARK-TEX- 


BAND -SAWED 


SOUTHERN 
YELLOW PINE 
and Hardwoods 
MIXED CARS OR STRAIGHT CARS 


RETAIL YARD STOCK 
A SPECIALTY. 
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Northwest Exporters Declare Industry 
Must Try to Regain Foreign Market 


SEATTLE, WaAsH., March 7.—The Douglas 
las Fir Exploitation & Export Co. is under- 
taking a more aggressive trade extension pro- 
gram in foreign markets. Trade surveys will 
be made, continuing the policy inaugurated last 
year, when representatives visited the east coast 
of South America and the Orient. The com- 
pany is represented in Washington, D. C., 
through the Export Service of the National 
Lamber Manufacturers’ Association, which is 
keeping in close touch with Government 
agencies that have to do with negotiating for- 
eign trade agreements, and it is expected that 
some of the discriminations against American 
export trade will be eliminated by means of 
this service. 

Some pertinent statements from the annual 
report of L. E. Force, president, follow: 

During 1935, export shipments from Oregon 
and Washington decreased 21.6 percent under 
1934. This decrease is at least partly due to 
the strike of Pacific Northwest sawmill 
workers which forced manufacturers out of 
the market for a period of three months, 
thereby reducing volume and revenue propor- 
tionately. 

From information received from foreign 
correspondents, there is nothing to indicate 
that the total export from the Pacific North- 
west, including British Columbia, will show 
an increase over 1935. It is quite evident that 
the problem of the Pacific Northwest States 
is to secure a greater percentage of the busi- 
ness available, rather than to expect an in- 
creased volume from an increased demand 
from foreign markets. This may be accom- 
plished by some of the British Empire mar- 
kets being opened to American exports 
through benefits received by trade agree- 
ments, or by meeting competitive conditions. 
In the trade agreements concluded, lumber 
received some benefit in tariff rates with 
Cuba and Belgium. Netherlands continued 
“Free,” and in Switzerland the quota on 
American softwoods was increased. As other 
countries are listed with which to negotiate 
agreements, and they will be countries that 
are markets for Pacific Coast wood, every 
effort should be made to gain a more favor- 
able position than we now have. 

The following tabulation shows the con- 
tinued trend of business to British Columbia, 
resulting from preferential tariffs which Can- 
ada has with British Empire countries: 
RELATIVE PERCENTAGES OF NORTH- 

WEST AND BRITISH COLUMBIA FROM 

CLOSED AND OPEN MARKETS 
British Columbia Wash. and Oregon 
Preferential Open Preferential Open 


Market Market Market Market 
peer 5.9 3. 15.0 66.0 
Se Gigeouun 7.0 12.8 18.2 62.0 
a? esevenes 10.8 14.6 18.9 55.7 
| 12.0 16.1 11.5 60.4 
PE sok xawkhe 27.4 13.2 7.0 52.4 
Sa 33.2 16.3 5.5 45.0 
DY st dais are 40.6 12.9 4.4 42.1 
ae 46.4 12.0 5.0 36.6 


COMPARISON OF EXPORT FROM BRITISH 
COLUMBIA AND WASHINGTON- 
OREGON; 1928-35 

British Columbia Washington & Ore. 


Year M Feet Pct. Total y Feet Pct. Tot’l 
es, 381,392 19.0 1,629,512 J 

1929 "399,498 19.8 1,613,066 80.2 
| aE 380,011 25.5 1,111,184 74.5 
er 358.543 28.1 916,423 71.9 
De kwanen 367,207 40.6 537,038 59.4 
Dene wesees 633,071 49.5 645,007 50.5 
See. skeeme 830,730 53.6 719,787 46.4 
ae 791,965 58.4 564,131 41.6 


The foregoing tables very clearly show the 
necessity of trade extension work in foreign 
markets, and for continued pressure upon 
our Government agencies to eliminate as far 
as possible, in trade agreements being ne- 
gotiated and pending, the discriminatory 
duties against West Coast lumber if the 
Pacific Northwest is to maintain a position 
in the lumber export trade. The dependence 
for the average return to manufacturers, on 
export, and the necessity for an outlet to 
absorb the production, makes export trade of 
vital importance to the industry. The loss 
of a percentage of markets not only affects 
the returns of that market, but the returns 


on the entire production, if the production is 
not controlled to meet the consumption de- 
mand. 


CHINA—It is not unlikely that the general 
yard business of China will be considerably 
less than during 1935; it is possible that the 
requirements of Chinese Railways may be a 
bit heavier, as further development of trans- 
portation is one of the major objectives of 
the present Government. 


JAPAN—Japan is expected to take more 
forest products this year than last; the ques- 
tion is, whether sawn lumber or logs will be 
purchased. 


AUSTRALIA—There was an increase in 
building, especially in the metropolitan areas 
of the cities, in 1935. The increased price for 
wool and wheat will reflect itself in increased 
building in country centers. But Australia 
in her purchases is turning from sawn lum- 
ber to logs. There was a big increase in 
domestic lumber production. 


SOUTH AMERICA—The building boom 
which has been going on in Buenos Aires, 
continued unabated during 1935, and there is 
every indication that it will be continued 
throughout the current year. The scheme of 
building terminal elevators throughout the 
country seems to have taken definite shape; 
the total expenditure will be in the neigh- 
borhood of sixty-five million pesos. 


GREAT BRITAIN AND CONTINENTAL 
COUNTRIES—Reports on demand for the 
current year do not indicate any sign of re- 
duction in consumption, and an improvement 
is anticipated by some, particularly in de- 
mand from continental markets. 


Following is a list of the officers and trustees 
for 1936: 


Hon. chairman of the board—E. G. Griggs. 

Chairman of the board—E. W. Demarest. 

President and weneral manager—L. E 
Force. 

Vice Presidents—J. H. Bloedel and M. C. 
Woodard. 

Treasurer—W. A. Whitman. 

Secretary—D. C. Moore. 

Trustees—J. H. Bloedel, Bloedel Donovan 
Lumber Mills, Seattle, Wash.; E. W. Demar- 
est, Pacific National Lumber Co., Tacoma, 
Wash.; Theo. Dichter, Prouty Lumber & Box 
Co., Warrenton, Ore.; Ernest Dolge, Ernest 
Dolge (Inc.), Tacoma, Wash.; Wm. Donovan, 
Donovan Lumber Co., Aberdeen, Wash.; Lee 
L. Doud, Defiance "Lumber Co., Tacoma, 
Wash.; L. E. Force, Douglas Fir Exploita- 
tion & Export Co., Seattle, Wash.; Geo. T. 
Gerlinger, Willamette Valley Lumber Co., 
Portland, Ore.; E. D. Kingsley, West Oregon 





Lumber Co., Portland, Ore.; C. H. Kreien- 
baum, Reed Mill Co., Shelton, Wash.; W. B. 
Nettleton, Nettleton Lumber Co., Seattle, 
Wash.; Clyde Walton, Walton Lumber Co., 
Everett, Nash.; C. Watzek, Crossett 
Western Co., Wauna, Ore.; C. L. Wheeler, 
Chas. R. McCormick Lumber Co., San Fran- 


cisco, Calif.; M. C. Woodard, Westport Lum- 
ber Co., Portland, Ore. 


Hardwood Exports Gain, but 
Softwood Decline 


Wasurincron, D. C., March 9.—January ex- 
ports of logs, sawed timber and boards, planks 
and scantlings were about 7 percent under Jan- 
uary, 1935, but gained nearly 3 percent over 
December, 1935, according to W. Leroy Neu- 
brech of the Forest Products Division of the 
Department of Commerce. It is apparent that 
sawed softwood exports continue to be compar- 
atively weak, whereas hardwood exports have 
gained. In fact, total monthly hardwood exports 
exceeded 30 million feet only twice last year. 

Beginning with January, 1936, official ex- 
port statistics have been broken down to 
show certain new classifications. In_ the 
hardwood log and hewn timber group, cotton- 
wood and aspen are now shown, and it is 
apparent that these species represent a largé 
part of the hardwood exports in this group. 
In the softwood log and hewn timber group, 
Port Orford cedar is now segregated. There 
nas also been a further breakdown for small 
hardwood dimension stock. These statistics 
are now shown separately for oak squares; 
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other squares; and dimension stock, except 
squares. It will be noted that oak squares 
represent over half of the January exports 
of dimension stock squares. 

Briefly reviewing the January exports by 
species it is apparent that not many extreme 
gains or losses were made in comparison 
with January of 1935. In the softwood 
poards, planks and scantlings group, Doug- 
las fir totaled only 22,240,000 feet in January, 
against 33,723,000 feet the year previous. 
Dressed Douglas fir also declined, being 
1,959,000 feet in January, a loss of about 70 
percent under January, 1935. Redwood, 
spruce and hemlock made relatively good 
gains in January over the preceding year. 

In the hardwood boards, planks and scant- 
lings group, oak made the best showing, 
totaling 13,177,000, against only 9,415,000 feet 
in January, 1935. Other species making mod- 
erate gains were ash, tupelo and black gum, 
hickory, poplar, walnut, mahogany, mag- 
nolia, and small dimension stock. 

In the softwood sawed timber group, both 
southern pine and Douglas fir declined about 
20 percent in January under the year pre- 
vious. There were no outstanding gains or 
losses in the softwood log and hewn timber 
group. However, in the hardwood log and 
hewn timber group, ash and hickory totaled 
796,000 feet, against only 315,000 feet in 
January, 1935. Other hardwood logs, includ- 
ing cottonwood, aspen and walnut, increased 
over 200 percent as compared with Janu- 
ary, 1935. 


Northwest Shows Loss to British 
Columbia Mills 


SEATTLE, Wasu., March 7.—Following is a 
statement of 1935 United States softwood ex- 
ports and imports, and percentage losses or 
gains compared with 1934; and comparison with 
figures for British Columbia, taken from figures 
compiled by J. B. Fitzgerald, in charge of the 
information department, West Coast Lumber- 
men’s Association—the original statement em- 
phasizing that while United States Dougles fir 
imports showed a gain of almost sixty million 
feet, there was an accompanying loss of over 
seven million feet in exports, while British 
Columbia exports gained almost six and eight- 
tenth million feet: 


United States Softwood Lumber Exports 








and Imports* 

Exports Pet. Gain 
or Loss 
Compared 
Total All Kinds 1935 With 1934 
Douglas Fir ...... 521,239,000 —11.9 
Southern Pine ....... 376,878.000 —1.5 
Other Species ........ 97,887,000 +19.8 
996,004,000 —5.6 

Imports 

Sawed Boards and Lumber 
Ree ere 64.015.000 +1467.1 
pO errr 13,669.000 -+1564.9 
ae 195,153.000 +37.1 
Ee cid oa rae online 88,809,000 —2.6 
Re rer re 10,000 +100.0 
Other Softwoods..... 17,773,000 + 239.4 
379,429,000 +55.8 
Shingles (Squares)..... 2,748,514.000 +99.8 
COREE EME ccceranceee 21,661,000 +7.5 

Logs of Fir, Spruce or 

Western Hemlock.... 80,724,000 + 365.5 
Railroad Ties (Number) 266,184,000 —38.3 
(Cabinet Woods, sawn or in log, not in- 


cluded.) 


*From World Lumber Digest, Feb. 10, 1936; 
compilation by Forest Products Division, 
United States Department of Commerce. 

British Columbia Exportst 
Fir and Hemlock....... 993,306.000 +0.7 
_ +From reports of American Consular Serv- 
ce, Segenaous and Victoria; some logs are 
included. 


Quebec Produces More; Ex- 
pects Larger U. S. Trade 


MonTREAL, QUE., March 9.—As evidence of 
the improvement of affairs in Quebec during 
the last few months, Hon. Honore Mercier, 
minister of lands and forests, instanced lumber 
production during the present season of approxi- 
mately 1,200,000,000 feet, which would mean 
increase of 300,000,000 feet over last year. Mr. 
Mercier expressed the hope that with the oper- 
ation of the new reciprocity treaty with the 
United States, production would be increased 
substantially in Quebec. 
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Yellow Cedar Wins Favor of 
Shipbuilders 


Vancouver, B. C., March 7.—British Colum- 
bia shipbuilders would like to see their govern- 
ment maintain an embargo against export of 
yellow cedar logs. This timber is becoming 
more generally recognized as one of the few 
immune to dry rot, and especially satisfactory 
for construction of small vessels. Encountered 
only in small patches, it is cut along with red 
cedar, fir and hemlock. Good yellow cedar does 
not grow below 1400 or 1500 feet above sea 
level, and it is often left uncut owing to difficul- 
ties in getting it to tidewater. 


St. Jacozs, Ont., March 9.—Long in demand 
for its unusually tough qualities, rock elm, a 
rapidly-diminishing product of Ontario’s for- 
est lands, is now being shipped to Hong Kong 
to be used for the frame work and masts of 
Chinese junks. 

Once quite common, rock elm today is eagerly 
hunted by lumber dealers. The shipment now 
here being dressed for China trade comprises 
about a dozen timbers. Allowing for the price 
paid for logs and the shipping costs, the Chinese 
boat builder in Hong Kong pays dearly for the 
timber, but apparently considers he is receiving 
value for his money, as the demand is increasing 
steadily. 


Treaty Stimulates British 


Columbia Production 


Vancouver, B. C., March 7.—The logging 
industry of British Columbia started 1936 with 
a substantial gain over last year, according to 
provincial log scale figures announced recently. 

These show the scale for the month as 171,- 
920.135 board feet, 815.619 lineal feet, 15,657 
cords and 12,993 hewn ties. 

The figures compare with 63,711,569 board 
feet, 527,441 lineal feet, 10,457 cords and 4,836 
ties for January of 1935. 

A large part of the increase is accounted for 
by the fact that in January, 1935, storm condi- 
tions forced closure of camps for half the month. 
The gain of nearly 90,000,000 feet in produc- 
tion, however, indicates a substantial improve- 
ment in employment and market conditions. 

Operation of the Canada-United States trade 
agreement, which reduces the duty on logs going 
to the United States, is said to be helping the 
trade and, of course, stimulating production. 

Abnormal cold weather for February in Brit- 
ish Columbia is having diversified results in the 
lumber industry. At the end of the first two 
weeks of intense frost, river ice had forced the 
closing of nearly all sawmills on the Fraser 
River. The industry in northern British Co- 
lumbia is experiencing some benefits. As a 
result of arrival of snow and cold weather, 
camps have resumed operations and logs are 
being hauled out of the woods. This business, 
however, is small compared with that on the 
Fraser. Operations on the Fraser were resumed 
Feb. 20. 

Considerable interest is being aroused in 
British Columbia on the subject of whether or 
not the Japanese are invading the log industry 
of the Province. A company with paid-up cap- 
italization of one million yen was recently in- 
corporated at Osaka, Japan, and is understood 
to be representatative of big Japanese shipping, 
paper, and lumber interests. Incorporated un- 
der Japanese law, this company is understood 
to have as its prime interest the cutting, pre- 
paring, transportation and sale of British Co- 
lumbia logs to the Japanese market. 





Montreat, Que., March 9.—An interesting 
result of the opening of the United States mar- 
kets to British Columbia forest products is that 
Nova Scotia lumber and timber found an en- 
larged market in the United Kingdom, as what 
Nova Scotians termed the “cutthroat” competi- 
tion of the Pacific Coast operators in the Brit- 
ish market was removed with the signing of the 
trade pact with the United States. 
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CREOSOTED & 
UNTREATED ITEMS IN 
ia MIXED CARS 


Fence Profits 


Get your share of fence profits 
this Spring with “Diamond C 
Blackpine” Creosoted Posts. 





Farmers will soon be repairing 
and rebuilding fences. Most 
of them are already convinced 
of the advantages of Long 
Life Creosoted Posts—immune 
to decay and termite attack. 


You can order the posts you 
need in a Colfax Mixed Car 
along with other treated items 
of Creosoted Lumber, Timbers, 
Poles and Piling—or untreated 
Yard and Shed Stock, Mould- 
ings, etc. 





Let us tell you more about 
Colfax products — and this 
unusual Mixed Car Service. 


UMBER&IREOSO 
OLFAX, LOUISIANA. 
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National Production, Shipments and Orders 


Wasuincrton, D. C., March 9. 





nine weeks ended that date, covering mills whose statistics for both 1936 an 


identical mills for the corresponding period of 1935: 


Following is the National Lumber Manufacturers’ Association report for two weeks ended Feb. 29, and for 
d 1935 are available; also percentage comparison with statistics for 


TWO WEEKS: Av. No Production Percent Shipments Percent Orders Percent 
Softwoods: Mills 1936 of 1935 1936 of 1935 1936 of 1935 
eins ene ret hae nde ake aint 105 54,135,000 121 61,448,000 128 58,007,000 111 
ek einen kan ah wads han ad ane te 201 197,086,000 120 199,786,000 111 166,840,000 107 
ec ce bch binkahdd bbe Ren ad OO" 111 62,200,000 121 91,465,000 108 91,062,000 99 
. PEE ¢ccsdsereeetasaeeaceacvs 13 17,340,000 146 13,997,000 150 16,813,000 129 
echt eaberea eee eden eakawes 12 4,634,000 157 5,912,000 140 3,844,000 97 
Ne is ain was eedn essen one ewes — 8 cedars ene 3,461,000 65 3,707,000 78 
PORERNEED MOMMNONOEE s cevccesectecinscccesevtene 18 4,346,000 224 1,482,000 85 3,010,000 53 
Total softwoods..............-seecceeeeeee 467 339,741,000 122 377,551,000 113 343,283,000 105 
Hardwoods: 
BOUCROPR TOTO WOCES®. 2... ccccccccccccccces 647 10,589,000 Keon 14,571,000 eee 15,558,000 aaa 
Ss oes vecetnececceteve vies 18 6,166,000 97 3,730,000 102 4,092,000 115 
Total Hardwoods. .........00cccccccccccces “82 16,755,000 ioe 18,301,000 <a 19,650,000 
edn inbd Kab ee thin an wed gan ei ec 531 356,496,000 395,852,000 362,933,000 
a ee 
oftw St 
gouthera Ti chtiewetnthanedéadedbawasea dace 119 274,762,000 129 276,706,000 129 285,853,000 127 
wont Si Sa 90 oe i GB ss tdci ein adore ab cen aba 201 861,039,000 132 837,777,000 124 891,393,000 12 
e qozeen, eth itaie ka oe kt da anh wee Male wed 110 241,941,000 157 373,089,000 1138 408,930,000 104 
ge aera Redwood gaat do eet Gena need eka ae 13 68,486,000 135 60,277,000 125 70,919,000 113 
ao Sypress CAPRICE CARED ERNE Ah ERS ROMS 12 20,096,000 178 24,329,000 139 20,922,000 133 
eee be Phebe ee wer eh bade eed wand ewes 7 600,000 70 16,287,000 72 17,843,000 88 
I Sp CG bib de Kd 00 00s oiene eee eceeuers 17 17,021,000 228 6,566,000 98 10,898,000 86 
PP itm — ee ee ee ee ee 479 1,483,945,000 136 1,595,031,000 121 1,706,758,000 119 
a woods: 
Southern Hardwoods*....................... 63t 47,925,000 60,081,000 ine 58,885,000 ass 
Northern Hardwoods..........00222 2021111! 17 30,582,000 121 18,193,000 126 17,966,000 % 
ees, “ee weste EC CN OEPERACEKER SO OR CRW REDS 80 78,507,000 1" 78,274,000 128** 76,851,000 108** 
ee eT Ce eee 542 1,562,452,000 135** 1,673,305,000 122** 1,783,609,000 118** 


*Recent reports estimated. **1935 figures 


not available. TUnits of production. 





West Coast Review 


[Special telegram to American LumBerMAN] 


SEATTLE, WasH., March 11.—The 201 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended March 7 reported: 
fe aator oy 196/101'000 6.87% 

N ‘ 96, ° -t i 
Orders. 172'419/000 18.12% under broduotion 


A group of 201 mills, whose production re- 
ports for 1936 to date are complete, reported as 
follows: 


Crossett, ArK., March 9.—Following a busi- 
ness conference here recently, officials of Cros- 
sett-Watzek-Gates Industries announced that 
plans were nearing completion for a new 150-ton 
daily pulp and paper mill, to be built here by 
the Crossett Lumber Co., and that construction 
would start at once. J. W. Watzek, Jr., vice 
president; A. Trieschmann, secretary, and E. S. 


SE sons dhnvanpaweeneetswesinng 73,926,000 - . 
avit86 oes Rage enh eee 96,880,000 | French, all of Chicago, met with L. J. Arnold, 
a! ee ee 105,280,000 | Manager Crossett Saae Sa One A. L.. ESO, 


A group of 201 mills whose production for 
the two weeks ended March 7 was 210,561,000 
feet, reported distribution as follows: 





Reconstruction Finance Corporation engineer 
from Washington, to launch the building pro- 
gram. 

Preliminary tests are being made to determine 


Shipments _ Orders Wpeiies the depth to which foundations must be laid. 
Rail ...... 81,265,000 67,036,000 144,532,000 | Hardy S. Ferguson, New York engineer and 
stic : . 
pqC2TBO--- 80,211,000 66,102,000 252,964,000 architect, has a ae weet eae, - wvill be 
Export ... 13,443,000 18,099,000 102'444'000 | OD construction plans, an nal dratts wi e 
Local ~ BE,258,000 81,108,000 occ ucccs ready soon. The engineers estimate that the 
196,101,000 172,419,000 499,940,000 plant will require 3,500 pieces of piling and 


A group of 201 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1935 and 1936 to date, reported as 
follows: 

Aver. for 2 
weeks ended Aver.for 10 weeks ended 
Mar. 7,1936 Mar. 7,1936 Mar. 9, 1935 


over 500,000 feet of lumber, all of which will 
be  aenaen to prevent decay and insect at- 
tack. 

The paper and pulp mill will be on the north- 
western outskirts of Crossett, near the present 
sites of the sawmills, lumber yards, and chem- 
ical plant. Officials believe that the plant will 





Production 105,280,000 96,8 i 
Shipments 98,050:000 93:414,000 fe02t;000 | be Teady for operation early next year. 
Orders 86,210,000 98,457,000 79,354,000 In addition to the company’s timber acreage 





Relation of Unfilled Orders to Stocks 


Ten, D. C., March 7.—Following is a statement for seven groups of identical mills 
and two groups of flooring factories of unfilled order and gross stock footages on Feb. 29: 








Re. of Unfilled Orders Gross Stocks 
a lls 1936 1935 1936 1935 
qucoere | Fine bpeeevabaduekied 89 64,870,000 43,955,000 306,832,000 355,121,000 
Wonton ting Tester itteeeseeee 201 504,207,000 340,034,000 1,055,874,000 1,159,117,000 
Calton ne . ie aah a Sh te Seiad We ceans 111 212,716,000 175,101,000 1,288,143,000 1,070,337,000 
Soothe Cs eee 13 46,980,000 34,764,000 286,049,000 293,679,000 
oticon prorese Sind ana eanaene 12 6,705,000 5,633,000 160,508,000 185,399,000 
adh A oa ciiiedawekedadawe 7 7,968,000 5,745,000 111,509,000 114,134,000 
rthern NE eign cea 13 5,633,000 6,356,000 69,812,000 61,543,000 
Total Softwoods ............ 446 849,179,000 611,588,000 3,278,727,000 3,239,330,000 
Hardwoods— 
Southern Hardwoods ........... No Report 
Northern Hardwoods ........... 16 9,774,000 7,992,000 97,702,000 105,799,000 
Flooring— 
i ioe ie Cees dene 75 54,877,000 9,791,000 61,388,000 61,936,000 
Maple, Beech & Birch........... 15 9,547,000 5,183,000 16,893,000 15,160,000 





Huge Pulp and Paper Mill to Be 
Erected at Crossett 


in Ashley and Drew counties, H. M. Spain, 
Memphis timber estimator, estimates that farm- 
ers and independent owners of timberland can 
furnish pulpwood, independent of the lumber 
company’s ownership, to operate the plant at 
least ten years. Much of the wood require- 
ments will be supplied, however, from tops, 
limbs and waste from logging operations on 
Crossett Lumber Co. stands. 

Considerable interest in the new industry has 
been aroused in this section, as it is thought 
that building activity will reach large propor- 
tions. The population here of about 3,500 is ex- 
pected to be increased to over 5,000 when the 
plant is ready to manufacture pulp and paper. 
Two hundred modern, new houses requiring 
approximately 2,500,000 feet of lumber will be 
erected by the Crossett company to take care 
of the additional population. The residences will 
range from three to six rooms in size, and be 
rented to families. 


California Redwood 


San Francisco, Cauir., March 7.—The fol- 
lowing information is summarized from the re- 
ports of 20 mills to the California Redwood 
Association for January: 





—Redwood— White 

Percent of Wood 

Feet Production Feet 
Production ..... 31,318,000 2,662,000 
Shipments ...... ase ooo} 2,879,000 
PE SD venceccs 2,292,000 94 577,000 

Orders— 

Received ..... 29,579,000 95 3,660,000 
On hand ...... 35,818,000 bp 4,500,000 
Stock on hand. .269,330,000 ea 10,828,000 


Detailed Distribution of Redwoed 
Shipments Orders 





Northern California*.... 9,524,000 11,494,000 
Southern California*.... 4,728,000 4,331,000 
OO” ere 481,000 9,000 
DEE ceccevcuseces 6,914,000 11,341,000 
EE &siarwms cox esienwis 5,421,000 2,124,000 

GED nccteseneseuees 27,068,000 29,579,000 


*North and south of line running throug? 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 
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On Top of the World 


The man who’s sitting on the top 

Of this old world, as some men say, 
If he is wise will sometimes stop 

And see just how he got that way. 
He may be riding on the flow 

Of tides that ebb as easily, 
And it is rather wise to know, 

To look around a bit and see. 


The man who’s sitting on the peak 

Of this old world, and thinks it nice, 
May do a high-dive in a week, 

For luck may change, or maybe price. 
The job he has may be a snap, 

But, if it is, it may come true 
They do not greatly need the chap 

Who hasn’t very much to do. 


The man who’s sitting on the crest 
Of this old world, is in a place 
That is a slippery one at best, 
The hardest spot in any case. 
Today the price may take a drop, 
The luck that came as quickly gone— 
The man who’s sitting on the top 
May soon be only hanging on. 


Between Trains 


WAUKEGAN, Itt—The employes of the 
Abbott Laboratories at North Chicago and their 
best girls or fellows as the case might be, 600 
of them in all, met at the Masonic Temple here 
tonight. There was a splendid concert by the 
Abbott orchestra and the Abbott Orchestral So- 
ciety, made up of employes, of course, and then 
there was us, and our old friend President 
Clough. How they whooped it up, from presi- 
dent to office boy, for the Abbott products! It 
reminded us, in reverse, of a president of an 
eastern corporation who wanted to do something 
nice for his men a year or two ago, but told 
us he didn’t dare to, for fear he would he 
cracked down on if he did. No, there must be 
no friendship between company and employe, 
they were natural enemies, and the war must go 
on. Those days and ideas are already happily 
past. 


MacComs, Itt.—You have to be up bright 
and early if you want to say anything to a 
teacher, and 800 of them, in the making, con- 
gregated at 9 a. m. in the auditorium of the 
Western Illinois State Teachers’ College, where 
President Morgan, abetted by Irving Garwood, 
let us loose at them. Then, as Pepys would 
say, to the Rotary Club. 


3URLINGTON, IowA.—The Rotarians rotated 
around the ladies tonight, this being ladies’ 
night. The crowd was large, yet quiet and 
peaceable, so a pleasant time was had by all. 

So the loud cheers of the 535 leading citizens 
we addressed at various times and places have 
not given us the idea we could be mayor of 
Burlington if we want to. It already has one 
mayor, and that’s enough mayors for any town. 
He sat alongside us and told us how he liked 
dogs, We don’t know whether the mayor is a 
RepuBlican or a Socialcrat, but what he said 
about dogs gave us an idea: whenever a couple 
of fellows get sore in some political argument, 
why not mention dogs? 

Personally, we have known several dogs who 
did not like some particular man, but have 
never known a man who didn’t like a dog. And 
no wonder. He who said “the more I see of 
men the more I think of dogs” really said some- 
thing. No, we have known woman-haters, and 
other haters of other kinds, who eventually got 
Over it—hate is an awful waste of effort, be- 
Cause in time you do—but we have never known 
a dog-hater. 

But that has nothing to do with the fact that 


we ran into three old lumber friends here— 
Everett Hinchliff, from Galesburg, H. S. 
Wormhoudt, of Ottumwa, and W. B. Keehn, of 
right here in Burlington. And another good 
friend, R. C. Smith, also of Burlington, whem 
you don’t know, which is your misfortune. 


We See b' the Papers 


Business has quit breathing and is teething 
again. 

The vacation season will soon be here—the 
season, anyway. 

Looks like the Nazi salute might soon be 
made with guns. 


We shall be in Texas the last week of April, 
so all’s well with the world. 

You can’t eat your cake and have it, but you 
can quit your job and keep it. 

Seems that unless the elevator men in New 
York get a raise, no one else will. 

We don’t see why the papers have both 
political sections and comic sections. 

As for us and the next war, few men ever 
got into a street-fight by staying home. 

With the Stock Exchange booming, 
money-changers hardly miss the temple. 


Speaking of picketing, we long for the old- 
fashioned kind which meant a fence and not a 
fight. 

Einstein is attempting to explain matter. 
There are a lot of other matters yet to be ex- 
plained. 


There are nine million men out of work, but 
nevertheless we expect to have to fix our own 
lawn. 


The baseball season will soon be here, and 
then we can read something that really amounts 
to something. 


Chicago man took a cab to get a relief check. 
Some of us would have to get a relief check 
to take a cab. 


We care not who writes the songs of our 
country, as long as he doesn’t write any cam- 
paign songs. 

We thought for a while that someone in the 
weather department had moved to make the 
winter permanent. 

Well, it’s nice to know we are never going 
to have any more panics, and so won’t need 
any more surpluses. 

As we understand it, the big fellow with a 
surplus already will be allowed to keep it, 
but the little fellow without one won't be al- 
lowed to build one up. 


Twenty-five policemen were necessary to 
hold back the crowd at a one-story fire in the 


village of Chicago. And yet you think you can 
tell how that kind will vote. 


the 


Experience 


The pioneer has blazed the trail 

For men to follow. If we fail 

It is because we chose some day 

To try to find a shorter way. 

Some fellow with an ax in hand 

Who knew the layout of the land 

Has marked the way from pine to pine, 
The safest, not the shortest, line. 


There is a path of common sense 
That follows man’s experience, 

And from it no man who is wise 
Will wander chasing butterflies. 

It may not be a road of ease 

That winds its way among the trees, 
It is a longer road we wend 

That is the shortest in the end. 


LUMBERMAN 


THE LUMBERMAN POET 





él 








We Take No Chances 


W* take no chances on ship- 
ping cypress that is not 
thoroughly dry. Because of the 
vast volume and variety of 
stocks maintained by our five 
member mills, leisurely and 
proper seasoning is possible. 


When you order Arrow Brand 
Tidewater Red Cypress from 
the Florida Louisiana Red Cy- 
press Company you can be 
definitely sure that you will get 
it thoroughly dry. 


ALWAYS SPECIFY wetter Red. 
the ah pam Cy press 
Arrow B 


- 
*The Wood Eternal" 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 

















BURTON -SWARTZ 


CYPRESS CO. 
PERRY, FLA. 


TIDEWATER 
RED CYPRESS 


THE BEST 
OBTAINABLE 





The Largest Stock in the Entire Industry 
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JACKSONVILLE. FLA. 


TIDEWATER 





TANK- AND FACTORY GRADES 
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WILL INCREASE YOUR BUSINESS 
Things You Can Do! 


= Popularize It In Your Newspapers 

@ Advertise It In Your Newspapers 
= Use Campaign Sticker On Your Mail 
# USE THIS FOLDER==> 
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| Siecle nC 
: Sea RT on BONUS CIRCULARS $425 


Just like the sample shown on the 
next four pages. Order as many or 


THE AMERICAN LUMBERMAN, as few as you like.... 


431 S. Dearborn St.. 
Chicago, Ill. 





CAMPAIGN STICKERS 
An effective sticker to be used on 30 cts. 


all of your mail... any quantity 
you want.... Per 100 


Over 


Please send me FREE the newspaper story and suggested ad 
copy for the “Build with the Bonus” Campaign. Also............ 


POT Tere T Bonus Circulars at $1.25 per hundred. 
(Quantity) 





Use Coupon to the left when ordering 


BUILD’s:BONUS 


viniiceel Campaign Stickers at 30 cents per hundred. 
(Quantity) 


Enclosed please find check to cover same. 
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Rush Model Home to Comple- 
tion in 117 Hours 


LoursviLLe, Ky., March 9.—Louisville lumber 
dealers combined their efforts to build and fur- 
nish a two-story model home of French Colo- 
nial design, in Jefferson County Armory in 117 
hours; to have it ready for the opening of the 
Louisville National Home Show, of which the 
model home is the central feature. 

Sponsored by the Louisville Real Estate Board 
in co-operation with the Federal Housing Ad- 
ministration, the show, in the opinion of Chair- 
man John M. Hennessey, will boom business in 
this section during the spring. 

From all indications the Louisville show will 
be one of the finest of the 20 national exposi- 
tions being held in selected cities throughout 
the country with FHA co-operation. 

Leo Klarer, Jr., secretary of the Kentucky 
Retail Lumber Dealers’ Association, is in charge 
of the model home, which is sponsored by both 
wholesale and retail lumbermen. 





Sells Interest in Company 


Patmyra, N. Y., March 9.—S. M. Young 
has sold his stock interest in the Wayne Coal 
& Lumber Corporation, of Palmyra, to Jacob 
Cleason and family, who now entirely own or 
control the business. 

Mr. Young first entered the corporation as 
a stockholder in 1928, assuming charge of the 
office in 1931, and becoming manager of the 
corporation in April 1933. 


With the sale of his stock holdings Mr. ° 


Young has severed all connection with the cor- 
poration, and henceforth will devote himself 
mainly to his duties as supervisor of the Town 
of Palmyra and County of Wayne. 





Car Surplus Declines 15 Per- 


cent in January 


Class 1 railroads on Feb. 14 had 195,839 sur- 
plus freight cars in good repair and immediately 
available for service, the Association of Amer- 
ican Railroads announced today. This was a 
decrease of 35,567 cars compared with the num- 
ber of such cars on Jan. 31. Surplus coal cars 
on Feb. 14 totaled 25,286, a decrease of 22,189, 
while surplus box cars totaled 123,420, a decrease 
of 14,126. Reports also showed 27,093 surplus 
stock cars, a decrease of 9, while surplus refrig- 
erator cars totaled 9,198, a decrease of 105. 


Will Cut 15 Million Feet 


SACRAMENTO, CatLir., March 9.—Approxi- 
mately 15,000,000 feet of virgin timber will be 
cut this year by the Sacramento Box & Lum- 
ber Co., this city, in the Silver Fork region, 
southeast of Kyburz. The company’s sawmill 
at China Fiat, two miles from Kyburz, will be- 
gin operations shortly. Owned by P. V. Burke 
and G. J. Thompson, the company has operated 
a box factory here for twelve years and has 
established shook agencies throughout the state. 
The China Flat mill, with 80,000 feet a day 
capacity, has completed salvaging 14,000,000 
leet or Government timber that was burned- 
Over four years ago. 








Hymeneal 


BAKER-MARTIN—The engagement 

[ of 
Margery Elizabeth Martin, daughter of the 
_ Albert Kent Martin, vice president 
ing ific National Lumber Co. and Mrs. Martin, 
a Elbert Hall Baker II, of Tacoma, Wash., 
Bee announced in that city, Feb. 29. Mr. 
moped son of Mr. and Mrs. Frank Smith 
et, is on the advertising staff of the 
come News Tribune, which his father pub- 
anes. The bride-to-be graduated from 
sanle Wright Seminary, Tacoma, and at- 
ae ded the University of Washington where 
on was a member of Gamma Phi_ Beta 
Mia: Mr. Baker graduated from Culver 
Military Academy and attended Rensselaer 
‘olytechnic Institute, where he was affiliated 
with Delta Kappa Epsilon fraternity. The 
wedding will be a spring event. 


AMERICAN LUMBERMAN 


67 





Color! Coverage! 
... Paint Sales! 








THESE MAGAZINES CARRY SHERWIN-WILLIAMS ADVERTISING 


Better Homes & Gardens 
American Home 
American Magazine 
Cosmopolitan 

House Beautiful 

House & Garden 
Holland's Magazine 
Household 


Woman‘s Home Companion 
McCall's Magazine 
Delineator 

National Geographic 
Saturday Evening Post 
Collier's 

Fortune 

Time 


Atlantic Monthly 
Harper's Magazine 
Country Home 
Country Gentleman 
Successful Farming 
Good Housekeeping 
Pictorial Review 
Ladies’ Home Journal 
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QUERY AND COMMENT 


Lists of Handle Manufacturers 


I am interested in locating a market for 
logs suitable for handle making, and would 
be glad to have you give me a list of makers 
a stock and handles.—INquiry No. 
3243. 

[Two excellent lists of handle manufacturers 
are given in Simplified Practice Recommenda- 
tions No. R-76—Ash Handles, and No. R-77— 
Hickory Handles, published by the Department 
of Commerce, and obtainable for 5 cents each 
from the Superintendent of Documents, Wash- 
ington, D. C.—Eprror.] 


Can You Help Us on These? 


What sort of book have you that identifies 
the various trees in the North American con- 
tinent? 

What sort of book have you that gives the 
identity of the various species of timber grown 
in the North American continent after the 
timber has been cut and all marks identify- 
ing it in the tree have been destroyed—such 
as the bark, leaves, etc.? I know there are 
lots of inspectors who have been inspecting 
for years who are unable to distinguish be- 
tween one species and another (where mem- 
bers of the same family) when the timber 
has been stripped. 

Also, have you a book that would give the 
approximate size of lumber that could be got- 
ten out of various sizes of timber? For in- 
stance, if I had an order for a lot of 10x10’s, 
what would be the size of the log that this 
would be obtainable from? 

Also would like information as to the per- 
centages of grades obtainable from various 
size trees. Also information as to the proper 
lengths various lengths of trees should be 
cut into; what length tree, for instance, with 
the least waste, should be selected from 
which to cut 28 foot, 24 foot etc. 

What percentage of heart could be expected 
in a loblolly tree that measures 21 inches in 
diameter; what percentage of heart in the 
same size longleaf, shortleaf tree etc.? 

Also would like information as to logging 
in general. 

And information regarding planing mill 
work. For instance, what would be the aver- 
age time for setting up on four sides, dress- 
ing, ceiling, siding, etc.? What implements are 
required for the various patterns? Would like 
some information as to the approximate prices, 
what implements could be home made, and 
what would have to be purchased. 

Would also like information as to the uses 
that the various woods are more suitable for. 

Would also like some information regard- 
ing kiln drying; also something about air dry- 
ing. 

Would also like information regarding the 
sawing of the lumber in the sawmill. What 
sizes are the most difficult to set the blocks 
for; what sizes are more suited to avoid waste; 
what sizes are likely to cause waste etc.?— 
and the reasons in detail. 

If you have any books that you think would 
be of use in getting at least some of the in- 
formation I require, would be glad to hear 
from you.—INqQuiry No. 3246. 


[The above letter was received from the em- 
ployee of an Alabama sawmill concern, who is 
commendably eager for information on the 
business in which he is engaged; and he kindly 
gives the editor an “out” by suggesting that 
“at least some of the information” be supplied 
him. The principal recommendations of the 
editor as to books were: 


Tree Identification: “Manual of the Trees 
of North America,” 900 pages and 783 illus- 
trations, by C. S. Sargent, of Harvard; re- 
vised edition reduced to $5. 


Forestry and Log Calculations: “Elements 
or Forest Mensuration,” by Chapman and 
Demerritt, $3.50. 


Logging: “Logging—Principles and Prac- 
tice,” by Nelson Courtlandt Brown, New 
York State College of Forestry, $3.50; and 
“Logging,” by R. C. Bryant, of Yale Uni- 
versity, $4.50. 


Sawing: “Lumber,” by R. C. Bryant, $4.50. 


Planing Mill Work: “Modern Shaper Prac- 
tice” and “Modern Moulder Practice,” both 
by W. H. Rohr, each $3—supplemented by 
bulletins available from the Woodworking 
Section of the American Society of Mechani- 
cal Engineers, New York City. 

Kiln Drying: “Kiln Drying of Lumber” by 
Arthur Koehler and Rolf Thelen, of the 
Forest Products Laboratory, $3. 


Wood Identification: “Identification of the 
Timbers of Temperate North America,” by 
S. J. Record, of Yale, $3; or “Identification of 
the Commercial Timbers of the United 
States,” by H. P. Brown and A. J. Panshin, 
of New York State College of Forestry, $3. 


Physical Characteristics of Wood: “Proper- 
ties and Uses of Wood,” by Arthur Koehler, 
of the Forest Products Laboratory, $3.50; 
supplemented by “Strength and Related 
Properties of Wood Grown in the United 


States” obtainable from the Superintendent 
of Documents, Washington, D. C., for 25 
cents. 


Wood Uses: “Wood Handbook” and “Light 
Frame House Construction,” obtainable for 
25 and 40 cents respectively from the Super- 
intendent of Documents; “Lumber Grade-Use 
Guide” and “Wood Structural Design Data,” 
obtainable for $1.50 and $1 from the Na- 
tional Lumber Manufacturers’ Association, 
Washington, D. C.; “Manual of Timber Con- 
nector Construction,” obtainable from Tim- 
ber Engineering Co., Washington, D. C.; and 
“Arithmetic for Carpenters and Builders” 
with answers to problems, $1.85. 


Preservation: “Ma nual of Preservative 


Treatment of Wood by Pressure,” 15 cents, 
Superintendent of Documents. 


Those who have specific information of value 
on any of the matters concerning sawmill prac- 
tice, are invited to write us. Those books for 
which no other source of supply is mentioned, 
may be obtained at publishers’ prices from the 
AMERICAN LUMBERMAN.—EDpITOoR.] 


Bow Rafter Poultry House 

Have been unable to get plans and specifi- 
cations for round roof poultry houses. Wil] 
you please refer us to someone able to give 
us these plans?—INQuiIRY No. 3242. 

[The method of forming bow rafters for a 
round roof poultry house is rather fully de- 
scribed in “Poultry House Construction With 
Celotex,” a 24-page booklet obtainable from the 
Celotex Co., 919 North Michigan Avenue, Chi- 
cago. The dimensions and form of the roof 
curve are first marked out on a working plat- 
form, and several curved templates cut and fitted 
around the inside of this design, and nailed to 
the working platform—these templates being 
notched or having other provision for attach- 
ment of clamps. To form the bow rafters, 2x4’s 
are ripped into %-inch strips, four of which 
strips are laid together, clamped at top center, 
sprung around template blocks and clamped into 
shape, then nailed together into completed, lami- 
nated bow rafters.—Ebrror.] 


Wants Ideas for Stock Sale Pavilion 


A customer wants to build a live-stock 
sales pavilion, containing pens for the ani- 
mals and a large circle where they can be 
auctioned off. It also must provide a plat- 
form where customers can be seated in 
chairs, and a place for the auctioneer. We 
weuld like to get ideas from anyone who has 
built such a pavilion. Our prospective cus- 
tomer thinks it should be about 100 feet long 
by 40 to 50 feet wide.—INquiry No. 3244. 


[Dealers who have built or supplied material 
for live-stock sales pavilions are urged to supply 
any plans, specifications, ideas or other informa- 
tion that might be useful to the above inquirer 
and his customer; or to cite source of such in- 


formation.—Enrror. ] 
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Early Use of Cables—When 
in passing westward over the 
Chesapeake & Ohio Railroad, 
just below Sewell, W. Va., one 
casts his eye to the top of the 
mountain opposite, towering 
up 500 or 600 feet and sees a 
sawmill perched up there, like 
an eagle upon its eyrie. As 
of the fly in the amber, he will 
ask “How the de’il did it get 
there?” A. M. Donelson, a 
Scotchman (of Richmond, I be- 
lieve), conceived the idea. He 
moved a 30 or more horse- 
power engine on the road to 
Cotton Hill, and thence around 
through Fayette to its wonder- 
ful perch. With one or two 
other engines of less power, he 
is sawing up a large quantity 
of fine oak and poplar, and 
transporting it to the Chesa- 
peake & Ohio Road. But the 
way he is doing it is the funny 
part of it. Should your atten- 
tion be called to it, otherwise 
your eye would hardly catch 
sight of an immense wire cable 
fastened at or near the mill, 
and, the other end close to 
the Chesapeake & Ohio Road, 
spanning the awful chasm. The 
timber, enclosed in an iron 
frame, is suspended by swivel 
to the cable, with a big rope or 
cable fastened to one end of 





it, and so played out as to 
regulate the descent. I should 
have deemed myself lucky to 
see a carload in transitu. It 
reminded me of the picture ip 
my school geography, of a man, 
in Peru, or Chile, suspended 
over one of the awful cliffs by 
rope, hunting bird’s eggs. 


Combined Lath and Lining— 
A comparatively new thing in 
the lumber business is the man- 
ufacture of sheathing so that it 
can be used as lathing. The 
idea seems to have occured to 
several parties nearly simulta- 
neously, but a form of this 
device which has been promi- 
nently put before the public, 
and which has been demon- 
strated to be a practical suc- 
cess is Byrkit’s patent. Byrk- 
it’s lath and lining is made 
from No. 2 flooring strips, four 
inches wide, and wherever this 
lumber can be cheaply obtained 
it can be profitably manufac- 
tured. The proprietor, the 
Byrkit Sheathing & Lath Co., 
Indianapolis, Ind., have a fac- 
tory at Michigan City, Ind., 
where it manufactures for the 
trade, but it also issues li- 
censes for working it, on a 
royalty of so much per thou- 





sand feet. It supplies a spe- 
cial attachment which goes on 
the end of any flooring machine, 
and which takes no extra room 
in the mill. The capacity of 
these machines is stated at 
from 8,000 to 10,000 feet a 
day. 


Settlers Drive Off Loggers— 
Settlers in the Iron River 
(Michigan) district are driv- 
ing loggers off pine lands in 
dispute as to Government and 
private title, at the muzzle of 
repeating rifles. A contractor 
named Frazer was driven off, 
but settled with the claimant, 
named Coffin, for $125, and re- 
sumed operations. R. G. Peters, 
of Manistee; Sargent, Jennings 
& Gilkey, and the Menominee 
River Lumber Co., expect to 
have trouble. R. G. Peters’ 
agent is reported to have said: 
“We do not hire men to fight 
and you could not expect 4 
body of men armed with noth 
ing but axes to oppose those 
armed with repeating rifles. 50 
if we are compelled to we shall 
stop, but will see that the prop- 
er authorities protect us an 
deal as they should with those 
who threaten us and place our 
lives in danger.” 
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Shingle Bureau Manager Gets 
Acquainted With Dealers 


To lumber and material dealers in a ore of 
conventions this year, who already had individ- 
ually expressed their approval of the Red Cedar 
Shingle Bureau’s forthright stand for 100-per- 
cent dealer distribution, it was an added pleas- 
ure to meet the bureau’s manager, W. W. Wood- 
bridge, of Seattle, who in an extensive tour of 
the country has added his personal message from 
the convention platforms 
to the bureau’s printed 
announcement of co-op- 
eration. Mr. Wood- 
bridge’s addresses were 
well received, and he 
reports great satisfac- 





W. W. WOODBRIDGE, 
Seattle, Wash.; 


Manager Red Cedar 
Shingle Bureau 





tion with the many op- 
portunities he had to 
confer privately with 
retailers in regard to the 
manner of selling red 
cedar shingles. 

One important part 
of his message to the 
dealers was that they 
will not have to stand alone in their efforts to 
sell cedar shingles, for besides the enterprise of 
the individual manufacturers there will be the 
carefully planned and vigorous promotional work 
of the bureau, which recently has- contracted 
with the McCann-Erickson Co., one of Amer- 
ica’s leading advertising agencies, to aid in plan- 
ning and executing an effective program which 
will involve the spending of more than a hun- 
dred thousand dollars. 

Thus the bureau will help the dealers carry 
the story of the Certigrade shingle to the pub- 
lic, and in the meantime the organization is not 
neglecting the important factor of keeping the 
dealers themselves well informed on what con- 
stitutes good practice in manufacturing and ap- 
plying red cedar shingles One part of this pro- 
gram was the showing of the sound movie, “The 
Home of the Wooden Soldiers,” which both 
instructed and entertained the dealers, and an- 
other was the bureau’s beautiful exhibit of 
what can be accomplished artistically with red 
cedar shingles. 

Mr. Woodbridge has exhibited great enthusi- 
asm in this work of bringing about closer co- 
operation and understanding between lumber 
dealers and manufacturers of forest products, 
and the earnest support of the national and 
regional retail association is a good indication 
of the practicability of his plans. 





Sell Railroad Engineering De- 
partments on Lumber 


In a recent issue, the AMERICAN LUMBERMAN 
carried an item in which G. E. Karlen, Karlen- 


' Davis Lumber Co., Tacoma, suggested that the 
| West Coast Lumbermen’s Association employ a 


man to call on car companies which are an- 
nually using more competitive materials instead 
of lumber. Walter B. Vanlandingham, Chicago, 
writes the AMERICAN LUMBERMAN that he 


» thinks Mr. Karlen has the right idea, but that 


it should be the engineers of the railroads rather 
than the car companies who should be ap- 
proached, since the companies have nothing to 
do or say about the materials used in con- 
structing cars. Mr. Vanlandingham’s perti- 
nent letter continues as follows: 

There seems to be an impression on the 
bart of the railroad engineers that lumber 
is difficult to secure, and we understand that 
on a recent order for refrigerator cars, the 
engineers specified a steel car to be lined 
with wood. Ordinarily the outside would 
either be of Clear Fir or of yellow pine. 


AMERICAN LUMBERMAN 


I do think that there is a large field here 
for the various lumber associations, and with 
the proper effort and cooperation on their 
part, that good results could be secured. 

Some of the new box cars are to be of steel, 
lined with wood, except the roofing; certainly 
the roofs are where the heat comes through 
and damages lumber and other shipments, 
and where the moisture condenses, damaging 
shipments of flour, cereals and other products, 





Redwood Cargo Mill Idle Five 
Years, Reopens 


San Francisco, Cauir., March 7.—After 
being closed for five years, the Elk River Mill 
at Falk, Calif., is being reconditioned to go into 
operation by May 1. This old established red- 
wood mill, with a capacity of 45,000 feet a day, 
is located seven miles from Bucksport, a cargo 
shipping point on Humboldt Bay. It is owned 
by the J. R. Hanify Co., this city. W. C. Ball 
is sales manager. The company owns enough 
high quality redwood timber to keep the mill 
in operation for a long series of years. Offi- 
cials believe good prospects in the redwood in- 
dustry warrant reopening of the mill. 





World's Oldest Logger Dies at 
106 Years, 5 Months 


GRAND Rapips, Micu., March 9.—With the 
death, here, on Feb. 24 of Thomas Gordon at 
the age of 106 years and five months it is be- 
lieved that Michigan has lost the world’s oldest 
logger. At the age of 23, in the fall of 1852, he 
began logging along the Muskegon river, and 
stuck to the job in all parts of the State until 
Michigan’s standing timber was practically gone. 

At the time of his death Mr. Gordon was the 
oldest active hunter, fisherman and licensed au- 
tomobile driver, so far as can be ascertained. 
No question has been raised in Michigan as to 
his age, because at his death he still held title 
to 160 acres of land which he homesteaded at 
the age of 25 in Reynolds township, Montcalm 
County, 40 miles from Grand Rapids. On his 
100th birthday hundreds of western Michigan 
folk visited his Reynolds township farm, headed 
by Gov. Fred Green, and the party that fol- 
lowed included the centenarian’s first air ride 
and a cake with 100 candles. 

Mr. Gordon never 
had been seriously ill 
until bronchial pneu- 
monia attacked him 
just three weeks before 





his death, and he at- 
tributed his longevity 
THE LATE 


THOMAS GORDON 
Grand Rapids, Mich. 
Thought to Be World’s 
Oldest Logger at Time 
of His Recent Death at 
106 Years, 5 Months 





to his life in the woods. 
He never sought to ac- 
quire wealth, always 
explaining that he pre- 
ferred a live pine tree 
to a dead mahogany 
desk. 

He built Montcalm County’s first schoolhouse 
without the aid of nails, glass or any materials 
whatever other than those obtained from the for- 
est, and he personally superintended the deliv- 
ery of 30,000 ties along the route of the North- 
ern Pacific railroad. 

Mr. Gordon frequently broadcast stories of 
his 60 years in Michigan woods to the children 
over the local radio from Station WOOD, and 
thousands of them hailed him as “Grandpa.” 
He was born in Colom, Scotland, Sept. 23. 
1829; came to Boston in 1831; lived there until 
he was 23; voted for Franklin Pierce for presi- 
dent in 1852, and then came west. 
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FOR SHEATHI/IG 
ROOF BOARDS 
Ny = fee BOLO) ERY 


Your customers wil soon be needing 
Roofers for jobs that will be started 
this Spring. Roofers made by this 
group of manufacturers are sure to 
satisfy—and will bring you the best 
margin of profit. 


These Companies can furnish stock 
dipped to prevent stain, kiln dried 
or air dried Roofers, long leaf Deck- 
ing and other lumber items. Roofers 
are supplied S4S, S2S&CM or Ship- 
lap in 3%” or 25/32” on special order. 


These Companies all belong to the 
Roofer Manufacturers Ass'n—comply 
with its rules and regulations—and 
stand behind their products. Your 
Wholesaler can supply Roofers man- 
ufactured by these leading producers. 


Jones Lumber Company 
Roofers, Railroad Decking and Siding 
Donalsonville, Ga. 


King & Thurston, 
Short Leaf Roofers--Long Leaf Decking 
Thomaston, Ga. 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga. 


H. Dixon Smith, Inc. 


Roofers from “‘ The Wood Universal 
Columbus, Ga. 


Bell Lumber Company 
Manufacturers High Grade Roofers 
Richland, Ga. 


The King Lumber Co. 


Roofers and Kiln Dried Finish 
Cuthbert, Ga. 


Leon Clancy Company 


Careful manufacture and prompt shipments 
Pavo, Ga. 


Johns -Carroll Lumber Co. 
Can supply Lignasan dipped stock 


Hurtsboro, Ala. 
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Midwest Dealers 
To Study Selling 


Anyone employed by lumbermen of the 
middle West who are Johns-Manville dealers 
has opened to him a golden opportunity to 
learn in detail the business of retailing build- 
ing materials at a training course in the Drake 
Hotel, Chicago, from March 17-28. Every 
problem, from analyzing the local market to 
collecting and distributing the proceeds from 
the individual consumer sale, will be covered in 
one or more sections of the eleven-day study 
course. The staff at the headquarters of the 
Johns-Manville Housing Guild in conjunction 
with the executive, sales and engineering staffs 
will conduct the lessons. In addition to this 
course—which includes such daily main themes 
as: financing consumer sales, organizing the 
local building industry, developing and closing 
the sale, and management and control—there 
will be addresses by prominent sales and adver- 
tising executives from outside the building in- 
dustry on the technique of selling and adver- 
tising. A similar training course was con- 
ducted in New York City the last twelve days 
of February, with eighty-five sales managers 
enrolled. , 

The study program was announced to over 
350 building materials dealers of the middle 
West, March 10, at an all-day meeting at the 
Palmer House, Chicago. Lumbermen from 
Illinois, Indiana, Iowa, Ohio, Michigan, Min- 
nesota, Wisconsin, Pennsylvania, Missouri, 
Oklahoma, Kentucky, Tennessee and North 
Dakota attended the session. P. A. Andrews, 
vice president Johns-Manville Sales Corp., was 
toastmaster at the evening banquet, and de- 
livered the first address of the day. 

Mr. Andrews brought out several new points 
in his talk which interested the dealers. Start- 
ing with the statement that the building indus- 
try offers the consumer more for his dollar 
than any other, the speaker said that home 
building will begin in large volume when peo- 
ple are convinced that new residences offer 
greater convenience, comfort and beauty than 
the houses they live in now. He said that of- 
fers of such advantages were used successfully 
by automobile manufacturers in introducing 
their new models, and were just as applicable 
to homes, which can be further improved from 
year to year. He cited the need for co-opera- 
tion in the industry, and said the manufacturers 
were dependent upon the dealers. It was pre- 
dicted that it would not be long before some 
one agency will control a building operation. 
At this point, he quoted from a speech recently 
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ARTHUR A. HOOD 
New York City; 
Discussed J-M Guild 


for Consumer 
Selling 


Plan 


made by George W. La Pointe, Jr., president 
National Retail Lumber Dealers’ Association, 
who said that the consumer looks to the lumber 
dealer for reliable advice on all his building 
problems. The office of a building material 
dealer should be an information booth. In 1935, 
one out of every five homes built was sold by 
a retail dealer, Mr. Andrews stated, and closed 
by saying that this year it is hoped that the 
ratio will be three in five. 


Arthur A. Hood, who represents the re- 
tailers’ interests in the Johns-Manville office, 
discussed his organization’s “Guild Plan for 
Consumer Selling” in three enlightening ad- 
dresses, At the outset he stated that there was 
on the road of distribution between the dealer 
and his customers a chasm which must be 
bridged. England’s recent heavy building boom 
was the result of lumber retailers’ work. “Let’s 
do this thing together,” was offered by Mr. 
Hood as a slogan for the dealers at the clinic. 
The speaker listed the following obstacles as 
preventing dealer profits, and discussed them 
briefly: Inter-industry and intra-industry com- 
petition, unprofitable selling prices, insufficient 
volume, incompetent consumer selling, unsatis- 
fied consumers, uninformed public, inefficient 
estimating, inadequate consumer financing, 
disorganized industry effort, unscrupulous op- 
erative builders, and uncompensated service. 
Mr. Hood also listed sales engineering require- 
ments, and later mentioned the planks that 
would form a bridge between dealers and cus- 
tomers. A trained sales manager in the retail 
yard will do much toward making it a sales 
headquarters for consumers. 
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12-Day Training Course 
Scheduled in Chicago; 


at Marketing Clinic 


A short, brisk talk was given after luncheon 
by L. M. Cassidy of the New York office, who 
spoke on, “What Our Real Competition Is,” 
He said that the lumber industry’s real com- 
petitors were without and not within the busi- 
ness, and referred to the automobile and elec- 
tric refrigerator manufacturers, who have been 
successful with modern merchandising methods. 
The building materials field used to get four- 
teen cents out of the consumer’s dollar, and 
now receives three, Mr. Cassidy declared. Or- 
ganized sales training is needed to recover the 
lost portion, he said. PEOPLE BUY WHAT 
THEY LIKE TO, AND NOT WHAT 
THEY NEED. 

Other speakers during the day were: G. 
Meissner, who explained why contractors 
would be glad to co-operate with the dealers; 
J. L. Wood, who discussed the financing of 
consumer sales, and H. M. Shackelford whose 
topic was, “Backing Up the Trained Sales 
Manager.” Allen Zoll, president International 
Association of Sales Executives, spoke on 
“The High Cost of Not Selling” during the 
evening. 


Tells of Conditions Noted on 
Trip to West Coast 


Kansas City, Mo., March 9.—Secretary 
Ernest E. Woods, of the Southwestern Lum- 
bermen’s Association, who has recently re- 
turned from a two-weeks’ trip to the Pacific 
Northwest, tells interestingly of his observa- 
tions, in part as follows: 

“The general activity of the mills and con- 
tact with sales managers reveal that practi- 
cally all of the operators out there are looking 
forward to a good year. Notwithstanding the 
severe winter conditions, demand has held up 
well, and the mills are shipping a lot of lum- 
ber. There is supreme confidence that better 
days lie ahead. 

“One of the most interesting developments 
on the Coast is the tremendous increase in the 
sale of plywood. Plywood factories are run- 
ning at capacity and new factories are starting. 
Use of plywood in automobile bodies is very 
large. 

“A surprisingly large number of dealers have 
migrated from the Mississippi Valley States to 
that region. I talked to a lot of dealers, and 
all were enthusiastic over the country in which 
they live.” 
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THE BUSINESS RECORD 








New Ventures 


CALIFORNIA. Monterey Park—Acme Lumber 


Co., 116 N. Garfield, 

GEORGIA. Savannah—Waller Lumber & Sup- 
ply Co. 

IDAHO. Buhl—Buhl Planing Mill has opened 


a retail yard, handling lumber and building ma- 
terials. 

ILLINOIS. Palmer—Alexander Lumber Co. open- 
ing a branch here, 

INDIANA. Hazelton—Reel-Blue Lumber Co, 

Portland—Everett McFadden opening lumber 
and builders’ supply yard. 


KANSAS. Hays—A. C. Houston Lumber Co. 
opening branch yard here. 

Hillsboro—E. R. Burkholder Lumber Co. will re- 
open lumber yard here. 


LOUISIANA. Jennings—F. T. Griffith will open 
a lumber yard here. 

Oakdale—Harvey 
yard here. 

MINNESOTA. 
Construction Co. 

OHIO. Aultman— Ramsey Lumber Co.; 
P. O. address, R. D. 6, North Canton, Ohio. 

West Mansfield—C. H. Goff is opening a branch 
lumber yard here, 

OKLAHOMA, Wilson—Chickasha Lumber Co. 
reopening its yard here. 

TEXAS. Deport—Deport Lumber Co.; 
and building materials. 

Houston—Olshan Lumber Co.; 
at 2600 Canal St. 

Odessa—Home Lumber Co.; 
Abilene is the owner, 


Incorporations 


McGehee—Johnson 


Hudson will operate lumber 


Hallock—Pederson Lumber & 


retail; 


lumber 
offices and yard 


WwW. P. Babb of 


ARKANSAS. 
$20,000. 
Booneville—Brechelsen Manufacturing Co. 


Supply Co.; 


MICHIGAN. Detroit—O’Hara-Quinlan Lumber 
Co., 14811 Myers Road. 
Menominee—Copper Roof Corporation, First Na- 


tional Bank Building; manufacturer of roofing and 
lumber; $150,000. 


MINNESOTA. 
Co.; $20,000. 
MONTANA. Cut 
ber Co.; $50,000. 
NEW YORK. Attica—Attica Lumber Co. 
Glens Falls—Mettowee Lumber Co. 


NORTH CAROLINA. Charlotte—McGee Lumber 
Co.; $25,000. 

Lenoir—Galvin Furniture Co. 

Ramseytown—Rex-Done Lumber Co. 


OREGON. Coquille—Kline & March Co.; logging. 


RHODE ISLAND. Newport—Glen Bros. (Inc.); 
general lumber and woodmill business. 


SOUTH CAROLINA. Chester—Chester Planing 
Mill Co. 

WASHINGTON. Anacortes—Wood Acme Log- 
ging Co.; $10,000. 

South Bend—Raymond Lumber Co.;: sawmill. 


WISCONSIN. Eagle River—Twin Lakes Land & 
Lumber Co. 

Fond du Lac—Engelhoff Better Built Homes 
(Inc.); to build, construct, remodel, and/or wreck 
structures and buildings for the purpose of im- 
proving real estate and building homes or build- 
ings etc. 

Green Bay—Lumber Dealers’ Supply Co.; $8,000. 

West Allis—Robert Blackburn (Inc.); $10,000. 
Lumber and other building materials. 


Minneapolis—Cass Lake Lumber 


Bank—Linder-Gardner Lum- 


Business Changes 


CONNECTICUT. West Hartford—Charles_ B. 
Jordan Lumber Co. (Inc.): Charles B. Jordan, 
president and treasurer has resigned and organized 
his own wholesale company under the name of 
Charles B. Jordan, P. O. Box 62. 


KANSAS. Junction City—Geary Lumber Co. in- 
corporated as Geary County Lumber & Supply Co. 

Westmoreland — Westmoreland Lumber Co.. 
branch of Riner Lumber Co. of Kansas City, sold 
to Burgner-Bowman-Matthews Lumber Co., also 
with headquarters in Kansas City. 


KENTUCKY. Cornettsville—Leatherwood Lum- 
ber Co. purchased by W. M. Ritter Lumber Co.. 
Columbus, Ohio. Property includes sawmill, dry 
kilns, dry hardwood lumber, and a stand of Ap- 
palachian yellow poplar and oak. 

Louisville—Falls City Cooperage Co. sold to 
Chess & Wymond Co. 

Semiway—G. E. Bryant succeeded by G. E. 
Bryant Lumber Co. 

MAINE, Richmond—Frank R. Duren (Estate) 
succeeded by Fred H. Duren. 

MICHIGAN. Detroit—W olfe Bodies (Inc.) 
changed name to Silver Dome (Inc.), 441 York St. 

MISSOURI. Drexel—Hope Lumber Co. local yard 
purchased by B. M. Hart, manager, who will oper- 
ate it under the name of B. M. Hart Lumber Co. 

Osborn—George D. Hope Lumber Co. local yard 
Purchased by Baxter C. Wiggins, former manager. 

NEW JERSEY. Manasquan—E. 8S. Van Leer 
Lumber Co, succeeded by Holman Lumber Co. 


NEW YORK. Oswego—Farmers Lumber & Sup- 
ply Co. succeeded by Nelson G. Tanner. 

NORTH CAROLINA. Lenoir—Jonas Furniture Co. 
succeeded by Lenoir Furniture Corp. 


OHIO. Aurora Station—Treat Lumber & Supply 
Co. succeeded by F. M. Treat. 

Canton—Louisville Lumber Co. changed name to 
Buckeye Lumber Co. 

Medina—Medina Bending Works succeeded by 
Bennett Lumber Co. 

SOUTH CAROLINA. Johnsonville — Bennett- 
Walker Lumber Co. changed name to John Walker 
Lumber Co. 


TEXAS. Premont—Premont Lumber Co. pur- 
chased by Engelking Bros. Lumber Co. 
VERMONT. Arlington—Miles & Vaughn _ suc- 


ceeded bv R. K. Miles. 
Lunenburg—F. W. 
Alexander Casket Co. 
CANADA. BRITISH COLUMBIA. Vancouver— 
A. B. Cushing door manufacturing plant at 101 
West Second Ave. has been taken over by Master- 
built Doors (Ltd.). 
SASKATCHEWAN. Plato—Russell 
ber Co. 
(Ltd.); 


Alexander succeeded by 


Plato Lum- 
(Ltd.) succeeded by Beaver Lumber Co. 
purchasing department at Winnipeg, Man. 


New Mills and Equipment 


CALIFORNIA. Canby—Hovey-Walker Lumber 
Co. constructing two-band sawmill here. 
NORTH CAROLINA. Walnut Cove—Walnut 


Cove Veneer Co, plans rebuilding recently burned 
plant 


OREGON. Ashland—A. W. Moon will construct 
modern planing mill here, which will be operated 
under the name of Lost Lake Lumber Co. 


WASHINGTON. Aberdeen—Construction of a 
large new plywood plant on Grays Harbor was 
announced by A. Robert Wuest and associates. 
The company will be a $500,000 concern. 

Eatonville—Eatonville Lumber Co., sawmill, de- 
stroyed by fire three years ago, is being rebuilt, 
according to J. H. Galbraith, manager. The mill 
will have a capacity of 25,000 feet hourly. The 
Eatonville Lumber Co. also operates a mill at 
Fairfax. 


CANADA. BRITISH COLUMBIA. North Van- 
couver—E, S. Glaspie has announced he will erect 
a $50,000 electrically equipped lumber mill east 
of Japan Dock at North Vancouver. The plant 
will be of the Swedish type log mill and will op- 
erate under the name of Glaspie Lumber Co. 


Casualties 


CONNECTICUT. Waterbury—Connecticut Lum- 
ber Co. sheds and yard swept by fire, causing loss 
estimated at $75,000. 


MASSACHUSETTS. 
Co. 
‘ire. 


OREGON. Lorane—Addison Lumber Co. sawmill 
destroyed by fire; planer and lumber in the yard 
were saved. 


West Coast Protest on Door 
Rates to Be Heard 


Tacoma, WAsH., March 7.—At a hearing to 
be held in Chicago March 16 relative to the 
Interstate Commerce Commission’s order grant- 
ing refunds to middle West door factories on 
their shipments to points east of Chicago, West 
Coast door manufacturers will be represented 
by Frank P. Borden, of Tacoma, traffic man- 
ager for the Douglas Fir Door Manufacturing 
Association, and S. J. Wettrick, of Seattle, 
attorney for the association. 

The commission’s order, which, the West 
Coast manufacturers declare, would in some 
instances have granted middle West manufac- 
turers refunds of as high as $35 a car, was to 
have become effective Feb. 1, but protests of 
the West Coast industry resulted in the com- 
mission issuing an order temporarily suspend- 
ing the refunds pending a further hearing. 

The middle West manufacturers have claimed 
they need the lower rate on door shipments to 
offset disadvantages of being so far from their 
supplies of raw materials; they largely use 
pine from Washington and Idaho. 

Contesting their claims the manufacturers 
representing the Douglas fir industry will 
contend that higher wages are paid by the 
Washington and Oregon door manufacturers, 
and that their only natural advantage, prox- 
imity to raw material, would be nullified if the 
commission’s order granting the refund is al- 
Jowed to stand. 


Medford — Friend Lumber 
main building and shed damaged $12,000 by 
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The BRAND that 
Means SERVICE 


For the consumer, the Zimmer- 
man brand means dependable, 
quality stock that always builds 
sturdy, durable structures that de- 
liver years of trouble-free service. 


For the Dealer, “Zimmerman” 
designates lumber products with 
a 46-year reputation for unvary- 
ing excellence of origin and man- 
ufacture—a trade name that is a 
real asset in selling. 


Further, it denotes a producer 
with unrivaled timber resources— 
adequate manufacturing facilities 
and a skilled organization trained 
to give the dealers what they 
need right when they want it. 


Let us prove it on your early 
Spring requirements in 


LONG LEAF YELLOW PINE 
DIMENSION and TIMBERS 
Lignasan Treated Lumber 


'JABENTLEY LUMBER CO. 




















ZIMMERMAN. LA. 














Eastman - Gardiner 


HARDWOOD CO. 


Laurel, Mississippi 


Manufacturers 


Poplar, Gum, Oak 


Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 























CALCASIEU 


YELLOW PINE 


Complete line of kiln dried 
Yard and Shed Stock 





Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 











IN DUSTREAT 
LUMBER CO.,Inc. 
ELIZABETH, LOUISIANA 
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Here’s What’s New— 


Introduces New Insulation Products 
to Its Salesmen 


Salesmen for the products manutactured by 
the Insulite Co., Minneapolis, met in Chicago 
Minneapolis and New York, Feb. 29 and March 
1, to be introduced to the firm’s two new “chil- 
dren,” to discuss the “treatment of Insulite prod- 
ucts with the Termilite Process to resist damage 
by termites, rot and fungi,’ and to introduce the 
company’s “Bildrite Sheathing.” 

A. S. Bull, manager sales engineering and 
development, spoke to the group of about fifty 
salesmen that gathered at Chicago. He said 
that the intensive research and experiment since 
1931 had enabled his concern to offer its prod- 
ucts with the latest and most effective treatment 
known to science for resisting termites, rot and 
fungi. Mr. Bull assured his listeners that prod- 
ucts so improved did not contain chemical in- 
gredients harmful to humans or animals. In 
discussing the Termilite Process, the speaker 
pointed out that destructive agents depend upon 
the cellulose in vegetable fibres of Insulite and 
comparable insulation boards for food, and that 
when the cellulose is treated the pests will find 
it too unpalatable to eat and will starve to 
death, or die within twenty days if they do con- 
sume it. 

Damage by fungi, sometimes called dry, wet, 
or damp rot, is far more prevalent than any 
other type of damage to cellulose products, ac- 
cording to Mr. Bull, and it is in resisting this 
enemy that the new treatment makes its great- 
est contribution to industrial progress. He 
stated that his company had followed the success 
of wood preservers and lumber treating plants 
in developing a treatment. The new process 


- - - for Increasing 


New Catalog of Glass Handling 
Equipment and Supplies 


For over half a century dealers who handle 
glass have been familiar with the name of Lange 
which has always stood for complete and prompt 
service as well as quality. To them the 1936 
edition of the Lange catalog comes in the guise 
of an old and welcome friend. For the many 
lumber dealers who have only recently added 
a glass sales and glass repair business, particu- 
larly those who are going out after the auto 
safety glass trade, this catalog will prove an 
invaluable aid, listing as it does a wide variety 
of supplies handled by the house of Lange. 
Many who are well acquainted with the Lange 
edgers and cutters, the chipping tools and bev- 
elers, etc., may be surprised at the many other 
items, small and large, which are illustrated in 
this booklet with full details and prices, bearing 
out the Lange claim to be “the only source of 
supply for all glass-shop requirements.” <A 
copy of the catalog will be sent upon request 
addressed to the Henry G. Lange Machine 
Works, 156 North May St., Chicago. 


* * * 


Beautiful Booklet on Plank Floors 


Outstanding as a piece of sales literature is 
“Plank Floors as Crafted by Bruce,” a new 
booklet published by the E. L. Bruce Co., of 
Memphis, Tenn., which will send free copies to 
dealers on request. Illustrated in color and in 
abundance, it not only describes the beauties and 
historic associations of plank floors but also de- 
tails the methods of achieving perfect jobs of 
laying the planks for the results desired. Be- 
cause these floors are particularly suitable for 
colonial, old English, Spanish and Italian archi- 


is with a derivative of creosote, while the spe- 
cial chemical salt used is a compound of com- 
mercial soda, it was said. 

An enthusiastic introduction was given to 
“Bildrite Sheathing,” the Insulite Co.’s other 
debutante. It is considered the most important 
step the firm has taken since originally intro- 
ducing insulation board nearly a quarter of a 
century ago. The merchandise will be furn- 
ished in standard wood sheathing thickness of 
25/32-inch. Many advantages are claimed for 
the product by its manufacturer, and a major 
selling campaign is planned. 

* * + 


Tepee Type Tourist Cabins 


This cleverly designed and _ easy-to-build 
little cabin is being advertised to the consumer 
through a number of recreation and sports 
magazines, the plans, with other novel plans 





for cabins, camp cottages, oil stations etc., be- 
ing sold by the designer, A. Drabek, Wahpeton, 
N. D. to either consumer or dealer, but mate- 
rials will be bought from the lumber yard. 
This nation-wide advertising should bring in- 
quiries to the lumber dealer. 


Sales 


tecture, and because these types no doubt will 
constitute over half the new construction, the 
new Bruce booklet should be of special value to 
lumber and material dealers this year. 

* * * 


A Time-Saving Screen Display and 
Cutting Rack 


There is a wide variety of make-shift screen 
racks to be seen in lumber yards and some of 
them we must admit are exceedingly ingeni- 




















ous. But there is no need to sprain the old 
brain thinking up an easy way to display and 
handle screen wire when such a trim, economi- 
cal and time-saving rack as the “Marvel,” 
which is shown herewith, can be obtained. This 
one is Marvel model No. 100A, designed for 
dealers who handle a large variety of sizes. 
There are others, smaller, designed for narrow 
floor space, and even one for a counter display, 
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holding six rolls, which certainly makes screen 
wire selling quick and easy, for both dealer and 
customer. All models are equipped with the 
Marvel winder, automatic measuring device 
and cutter. The rack illustrated holds 24 rolls, 
in 12 sizes, making it possible to show two 
kinds of screen wire, one on each side. Both 
sides are equipped with the winder, measuring 
device and cutter. The screen can meas- 
ured and cut from any roll in the rack withoyt 
moving the roll. 

These racks make effective display possible, 
either outside or in the sales room. They are 
made by the Marvel Rack Manufacturing Co, 
(Inc.), Minneapolis, Minn., which also makes 
a strong, serviceable display stand for poultry 
netting, also equipped with measurer and cut- 
ter, and the well-known Marvel glass holder 
which has been installed in hundreds of lumber 
yards. A catalog of these and other Marvel 
products will be sent on request. 

* * * 


New Line of Walnut Woodwork for 
Homes of Moderate Cost 


Walnut has always been a favored wood when 
the home builder was in a position to allow 
aste and discrimination to hold sway regard- 
less of economical considerations, But walnut 
woodwork has hitherto been available only for 
homes that are high in cost. Therefore the an- 
nouncement of a new line of woodwork in 
American walnut at moderate cost by the Cur- 
tis Companies, of Clinton, Iowa, is of particular 
interest to dealers in home building materials. 
The line includes several styles and all parts 
needed for the home: doors, trim, mantels, stair 
parts, even paneling in both traditional and 
modern designs. Genuine solid American wal- 
nut is used, and the designs were made by dis- 
tinguished architects, but quantity production 
has brought the cost down to a point where 
this woodwork is in line with the costs of sim- 
ilar woodwork in other woods. A fully illus- 
trated booklet descriptive of the new line and 
its application to modest homes may be had 
by writing to the Curtis Companies. 

2 * - 


Complete Dealers’ Aid Service 
Offered 


Now, if ever, is the time to go after the farm 
fence business, since all authorities are agreed 
that this spring will see a tremendous revival 
of farm building and replacement in all parts 
of the country. The dealer who goes after the 
farmer’s fence and post trade will need all 
the help he can get in placing before his pros- 
pect a well-laid-out farm improvement plan. 
Such aid is given by the Continental Steel Cor- 
poration, Kokomo, Ind., in its 1936 “Money 
Making Plan for Dealers,” which is described 
in a brilliantly colored booklet just issued. The 
“1936 Program for Profit” includes a service 
of displays, circulars, catalogs, booklets, nation- 
wide advertising, prospect lists, direct mail ad- 
vertising, etc. The booklet also describes the 
many Continental products sold through the 
local dealers to the farm trade. 

x * * 


Heat-Treated Linseed Oils Now 
Available to Master Painters 





The value of adding a portion of heat- 
treated or kettle-cooked linseed oil to paint 
vehicles has been open knowledge to paint 
manufacturers for some years. Those manufac- 


turers who had the facilities for heat-treating F 
found that the use of a blend of linseed oil 


containing a portion of kettle-cooked oil im- 
proved their paint film in several respects. They 
discovered that their. paints had better brush- 
ing, better levelling and higher gloss. They 
= found that film durability increased mate- 
rially. 

Today the master painter can obtain from 


ES Se ss Saath 


his regular dealer a pure linseed oil containing J 


a percentage of “polymerized” or kettle-cooked 
oil. Within the last year the refinement of this 


oil has progressed so that the blend containing F 
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the heat-treated oil is as light in color as reg- 
ular raw or boiled. These new oils are known 
as “Pol-Mer-Ik” oils and are strictly pure lin- 
seed oils, ten percent of which has been kettle- 
cooked to a varnish body. “Pol-Mer-Ik” lin- 
seed oils are furnished in both the raw and 
boiled, put up in factory-sealed cans by Archer- 
Daniels-Midland Co., Minneapolis, Minn., and 
sell at the same price as regular raw or boiled 
oil. These new oils will be particularly wel- 
comed by the dealer who likes constructive 
selling. Master painters tell a convincing story 
of how the use of heat-treated oils assures paint 
jobs of finer quality and durability. Profit 
selling begins with the ability to deliver a bet- 
ter job, and these new linseed oils are declared 
to make a better job a certainty. 
* * * 


Help for the Home Decorator 


“Modern but not mad,” a phrase used in de- 
scribing a charmingly colorful, but restful, bou- 
doir shown on one of its pages, might be taken 
as the keynote of the very attractive “Home 
Makers’ Manual” just issued by the Marietta 
Paint & Color Co., Marietta, Ohio. This de- 
lightfully gay and helpful little book contains 
scores of handy and practical household hints 
on how to do various odd jobs around the 
house and save many steps and much worry. 
But its chief function is that of a complete 
color guide to proper combinations of the new 
modern shades, not only of Marietta products, 
with their fascinating names, but also of 
draperies ‘and rugs, plumbing fixtures and even 
lamp shades. 

America has become “color conscious” of late, 
but to select from the many new color combi- 
nations with taste and discrimination requires 
something more than a love of bright tints. 
The inexperienced home maker is likely to 
rue her selections of wall finish, draperies and 
upholstery, though each in itself may be very 
beautiful. Color groupings for each room, for 
the outside of the house and for all the fur- 
nishings are included in this booklet, together 
with brightly colored illustrations of modernly 
decorated homes. 

Many of the suggestions are designed for the 
home owner of small means with an old home 
to be done over. There is an ordinary attic 
made over into a handsome “den” or a guest 
room; the old-fashioned bathroom brought up 
to date, or the kitchen enlivened by the har- 
monious use of color in paint, utensils and cur- 
tains, etc. Every dealer who serves the home 
maker will find this little “manual” of great 
interest to his customers. 


* * * 


For Your Farmer Customers 


The research division of the Keystone Steel 
& Wire Co., Peoria, Ill., has issued another of 
its informative little books for the use of the 
farmer. This one, entitled “Know Your Soil” 
is authoritative, interesting and plainly written 
and amply illustrated. It tells the farmer how 
he may “grow” his own humus, taking most 
of it from the air, how to utilize air nitrogen, 
a free fertilizer, how bacterial action in the 
soil can be speeded up to make “dead” soil pro- 
ductive again, and various other things of in- 
terest. The dealer will be particularly inter- 
ested in the article on proper farm fencing, since 
it will help him sell fence, but his farmer custo- 
mer will find this booklet, as well as the other 
valuable Keystone booklet, “Profitable Farm- 
ing Methods” of practical use and will more 
than appreciate having this information made 
available to him. Free copies may be had by 
the dealer upon application to the company. 


Taps 800-Million Foot Tract 


San Franctsco, Catir., March 7.—The Red 
River Lumber Co., Minneapolis, Minn., is con- 
structing a 20-mile railroad from Camby, Calif., 
to a tract of Ponderosa pine containing approxi- 
mately 800,000,000 feet, according to report 
irom the company’s office, here. Logs will be 
sold to mills in adjacent territory. 





AMERICAN 


--- for Better Production 


Marking on Either Cold or Hot 
Materials With Stick Paint 


Markal, a new type of marker that consists 
of paint in stick form, instead of the usual 
crayon or chalk, and which can be applied not 
only to wood and paper but also to metal, glass, 
stone, concrete, brick, and other materials that 
will take paint, has been announced by Helmer 
& Staley, 2467 South Parkway, Chicago. This 
product would seem to have a wide variety of 





rc C- 








uses in the manufacture and distribution of lum- 
ber and of other materials which lumber and 
material dealers handle, and full details about 
Markal will be supplied on request to the man- 
ufacturer at the above address. 

In two types, one for cold marking and the 
other for hot marking, Markal is also available 
in different colors including black, white, red, 
yellow and blue (in white and yellow only, for 
hot marking). Whether the cold or hot mark- 
ing, this new stick paint dries and remains as 
permanent as any other high quality paint, the 
manufacturer asserts. 

* - ° 


For Light "Spot Lift" Jobs 


The “Zip-Lift,” a new line of light, fast-work- 
ing electric hoists with capacity ratings from 
250 to 500 pounds, has been announced by the 
Harnishfeger Corp., of Milwaukee, which will 
supply complete descriptive literature upon re- 
quest. These units are exceptionally light—the 
quarter-ton model weighs only 100 pounds—and 
are safe and simple in use. They may 
be mounted on either trolley or boom, and no 
elaborate wiring is required—the hoist is in- 
stalled and then plugged in like an electric ap- 
pliance in the home. Positive safety is assured 
with weight-type limit switch, solenoid dry-disc 
motor brake, and ratchet-and-roller mechanical 


brake. Standard units are furnished with or 
without trolley. ‘ 
For Users of Belting 


Announcement of special lengths of Alligator 
steel belt lacing is made by the Flexible Steel 
Lacing Co., 4607-31 Lexington Street, Chicago, 
in its current trade literature. The nine larger 
sizes from numbers 15 to 75 are listed in 
lengths from 14 to 96 inches. The lacing is 
packed carefully, complete with hinge pins and 
handle gauge pin. The familiar sectional rocker 
hinge pin is supplied for power transmission 
installations, but a one-piece corrugated hinge 
pin is used on conveyor belts. As in the stand- 
ard boxes of Alligator steel belt lacing, the 
special lengths are also available in monel metal, 
and non-sparking and non-magnetic alloys. 
Send for price list, “Folder E.” 





Boc oAK, found in Ireland, is almost jet 
black, resembling ebony, yet possessing the char- 
acteristic grain and figure of oak. 
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IMTTITT UQUQOO LOA 


io 
Yellow Pine 


The Aristocrat of Structural Woods 





... for new 
buildings, 
remodeling or 
repairing 
old ones 


1 Sell 


WIER LONGLEAF 
for Long Life 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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ap ei CITY, MO. 
A Uniform z7e 
AOOR COLOR 




















— 





TEXTURE 
QUALITY 








NOFMA «= CERTIFIED 


U. S. COMMERCIAL STANDARD, CS 56-36 


OCKWOOD 
OAK FLOORING 
SOFT TEXTURE UNIFORM COLOR 
Ask for Stock and Price List 


GEO. C. GRIFFITH STAVE CO. 
1750 Ry. Exch. Bidg. ST. LOUIS, MO. 





RED 
CEDAR 
CLOSET 
LINING 


% "x21" —31%4"x4” face 
1”x9”—1"x] o”— 13 "%9” 
13”x10"”—}3 "%12” 


RED CEDAR SHELVING 


%” Quarter Round 


RED CEDAR MOULDING 


Stock for Homecrafters and 
Manual Training Purposes 


Geo. C. Brown & Co. 
Greensboro, N. C. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., March 9.—At the convention 
of the Northeastern association in New York 
late in January, a real feature was the triangu- 
lar discussion of distribution practices by lead- 
ers from the manufacturing, wholesale and re- 
tail groups, and the final adoption of a “dis- 
tribution statement.” When NRA was set 
aside, the principle of “self government in in- 
dustry was reaffirmed. It was again possible to 
set up ethical standards to govern distribution. 
A conference of leaders in this movement for 
ethical distribution will shortly be held at Bos- 
ton to plan ways and means for the adoption 
of and adherence to this “statement” by each 
individual distributor, both at wholesale and 
retail. 
set up in each State to organize and operate 
the plan, and to keep the manufacturers of the 
country fully informed as to the trade status 
or proper classification of each unit. No 
thought of price regulation is involved, and 
there is nothing in the plan that savors of re- 
straint of trade under the anti-trust laws. There 
is nothing that would operate against the inter- 
ests of the general public. The aim is for self 
regulation of the industry along sound ethical 
lines. And as Fred Ludwig, of Reading, Pa., 
spokesman for the retail trade at meetings held 
from Coast to Coast, has declared, “If ninety 
percent of the distributors are ready to play 
ball with us, let’s go ahead. Let the other 
ten percent go hang.” 


Seek Uniform Terminal, Trucking Charges 


The New England members of the Inter- 
coastal Lumber Distributors’ Association held 
a regional meeting recently at the City Club, 
3oston, which was attended by R. T. Titus, of 
Yew York, executive secretary. Fifteen firms 
were represented, and Farnham W. Smith, vice 
president of Blanchard Lumber Co., was re- 
elected chairman of the New England group. 
This group is represented on the board of di- 
rectors of the parent organization by C. H. 
Chenoweth, of Bloedel-Donovan Lumber Mills, 
and Howard M. Guernsey, of Guernsey-West- 
brook Co. Clifton F. Leatherbee, of H. B. 
Stebbins-Leatherbee Co., outlined the steps 
taken by the New England Wholesale Lumber 
Association in developing to its present status 
the New England “distribution statement” and 
the present drive to make it operative in all 
New England States. The meeting then voted 
to endorse the “statement” in its present form, 
and to urge all intercoastal distributors in the 
East to take similar action. A committee was 
appointed to confer with local lumber trucking 
firms in an effort to establish uniform and sat- 
isfactory rates for back-hauling lumber to inter- 
state points. The matter of wide variation in 
dock and handling charges at the Boston ter- 


It is proposed that a joint committee be ~ 


minals was discussed in detail, and Secretary 
Titus and Director Chenoweth were instructed 
to confer with officials of the Boston Port Au- 
thority in an effort to establish uniform rates. 


WEST COAST FIR AND HEMLOCK—When 
the current volume of inquiry from the yards 
for round lots of fir dimension and boards 
reaches the stage of definite orders, the 
spring market will show more expansion than 
in any recent year at this period. Orders 
calling for direct mill shipment have not 
bulked large during the past sixty days of 
persistent low temperatures, snow and ice. 
Dealers ordered freely in November and De- 
cember for early spring delivery, but have 
since been marking time to permit a fair ap- 
praisal of the probable volume of spring 
building. Cargo receipts at Boston in Feb- 
bruary totaled 11,063,464 feet, to bring the 
record for the first two months of the year 
to 21,154,418 feet. This compares with the 
same two months’ period in 1935, 10,588,307 
feet; 1934, 7,298,155 feet; 1933, 7,288,762 feet. 
The average in February of the previous six 
years was 7,827,017 feet. There are no quot- 
able changes in fir finish and the same is true 
of fir dimension and boards. Most of the 
yards have added substantially to their 
stocks through February. The freight rate 
through March will remain at $12.50, but 
there is talk of early revision of the Confer- 
ence rate. Local offices report the price posi- 
tion of most manufacturers as steady, as 
they have fairly full order files, though cur- 
rent volume of new business is disappoint- 
ing. A fairly strong opening spring demand 
will encourage the mills to hold at or above 
the present price level. 


EASTERN SPRUCE—Weather conditions 
have discouraged buying by the yards, and 
heavy snows in the northern mill sections 
hamper mill operations and the loading of 
orders from yard piles that are buried in 
snow. At the wholesale offices, few yard 
orders have been placed, but industrial busi- 
ness is holding up well, and the volume of 
inquiries encourages the belief that there 
will be heavy bookings later in the month 
and through April. There is no tendency 
toward price concessions and the base price 
of $33 for 2x3- and 2x4-inch dimension de- 
livered at Boston rate points is uniformly 
held, running up to $39@40 for the 2x12- 
inch. Sub-standard stock from small mills 
may be had at $1 to $1.50 below these figures. 
There is a strong call for dry boards and 
nearly all available lots have been covered 
by orders. The 6- and T-inch matched and 
dressed boards are very firm at $33@34, and 
the 8-inch at $1 higher. The 5-inch and up 
covering boards sell freely at $26@27, and 
the 2- and 3-inch bundled furring at $26@29. 


LATH AND SHINGLES—Demand for stand- 
ard spruce lath is strong, and is taking up 
all lots as offered, the 1%-inch size showing 
most price strength at $4.50 delivered at 
Boston rate points, with the 15-inch only 25 
cents higher. The latter size goes chiefly to 
the interior, where the demand for lath ap- 
pears to be less pressing than along the 
shore line—including New York, Philadel- 
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phia and Baltimore. Eastern white cedar 
shingles are firm and active in all grades 
below “Extra’s,” that are freely offered at 
$4, with the clears only 50 cents lower. Sec- 
ond clears are active at $3 and clear “walls” 
at $2.85. The use of the latter grade in this 
market has doubled within a year. Scant 
offerings of West Coast red cedars continue, 
with very few lots available at the storage 
yards, and most lots afloat already covered 
by orders. There are no dry Perfections in 
sight, and very few No. 1, XXXXX. The latter 
should be quoted from storage at $4.53, and 
the No. 2 at $3.62. Delivered prices all- 
rail from the mills hold at $5.04 for Perfec- 
tions, with No. 1, XXXXX at $4.39; No. 2, 
$3.49; No. 3, $2.99. 

EASTERN HARDWOODS—Most of the 
larger wood heel shops have covered their 
season requirements in 2-inch maple at very 
close to $80 for the old No. 2 grade, short 
and cross cut stock, and $72@74 for the long 
plank of the same grade. Lower grade stock 
is moving to the smaller shops at prices 
ranging from $48 to as high as $60@65. 
Adirondack and Pennsylvania bireh and 
maple are in strong demand at the furniture 
and wood novelty plants. Inch FAS birch is 
strong at $78@80; 1%4-inch is $5 higher, and 
2 inch, $85@87. Inch FAS maple is firm and 
active at $78@80; 1%-inch at $83@85, and 
2-inch at $87@90. 

PINE BOXBOARDS—tThe call for box lum- 
ber is at the low point of the year, but the 
available stock on mill yards is below normal 
for this season. An average run of inch 
round edge delivered at Boston rate points 
sells at $15@16. Much of this lumber is 
being moved direct to the box shops by truck. 


Horace M. Bickford, head of the H. M. Bick- 
ford Co., has definitely retired from active par- 
ticipation in the business. The main office at 
141 Milk Street was closed on March 1, when 
all books and papers were transferred to the 
New York office at 50 Church Street, which 
has for many years been under the management 
of his eldest son, Russell Bickford. The younger 
son, Horace M. Jr., is now associated with the 
Harry C. Philbrick Co., 176 Federal Street, 
where the father will have a personal desk for 
his use when in the city. The letter head of 
the old company has for many years carried a 
top line, “Lumbermen since 1876.” And at the 
age of 76 the founder retires. 

Harry W. Bridges, manager of the Nova 
Scotia Timberlands Co., at Yarmouth, N. S., 
was in Boston Thursday, March 5, in confer- 
ence with officials of the S. D. Warren Paper 
Co., owner of this Nova Scotia operation, 
which includes sawmills at Yarmouth and Wey- 
mouth, and ships chiefly to the New England 
and New York markets. Much of the 1936 
cut of six million feet of spruce dimension and 
boards has been sold, and there are plans on 
foot to considerably increase the output. 

The Seaboard Lumber Sales Co. (Ltd.), of 
Vancouver, B. C., has opened a New England 
sales office in the State Mutual Building, 50 
Congress Street, Boston, in charge of Ralph 
J. Evans, well known distributor of West Coast 
woods. F. S. Grinnell, general manager of the 
company, came East last week to take passage 
on the Cunard liner Berengaria sailing from 
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CUT GLASS in a jiffy without breakage 


Every Lumber Dealer who sells glass should have a Marvel 
Holds glass 
Takes salvage off smooth and clean all at one 
Write TODAY without obligation, for literature and 
names of Lumber Dealers using. Special introductory prices. 


Sell More Screen Wire This Way 


In screen season a Marvel Roll Display Rack placed inside 
your front door, or in good weather outside, will double or 
Displays your wire—cuts, winds 
and measures automatically. Write for circular NOW! 


VN AWA No GN eR ovo PSNININ EAPOLIS, 


Glass Holder. 
on edge. 
time. 


Fastens on your shelf or wall. 


triple your screen sales. 





SCREEN WIRE RACK 
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New York on March 4 for England. He will 
be abroad about six weeks. 

H. Wentworth Shepard, salesmanager of 
Shepard & Morse Lumber Co., has just pur- 
chased the auxiliary cruiser schooner Amberjack 
for use at his summer home in Megansett on 
Buzzards Bay. This is the original and some- 
what famous Amberjack, of which there have 
been several duplicates of similar design and 
name. 

His host of friends in the trade at all hard- 
wood centers will be grieved to learn of the 
serious illness of Nelson H. Walcott, of Provi- 
dence, R. I., head of the L. H. Gage Lumber 
Co., and C. C. Gardiner Lumber Co., of that 
city. He had developed important oak saw- 
mill operations at Earle, Ark., and Bonita, La. 
He was president of the National Wholesale 
Lumber Association in 1913. He is at his home 
under the constant care of nurses. 

Charles B. Jordan, of the C. B. Jordan Lum- 
ber Co., Hartford, Conn., has withdrawn from 
that company and has opened a wholesale office 
on his own account at 650 Main Street. 


NEW YORK, N. Y. 


Continued cold weather and bad road condi- 
tions have served to curtail the movement of 
lumber from yards, though it is felt that an- 
other week will bring the first surge of the 
opening spring demand for prompt deliveries. 
Most dealers report a decided increase in ac- 
tivities, in the booking of definite orders, and 
in the number of jobs being figured that will 
soon take the form of new business. Some of 
the larger yards increased their stocks of West 
Coast lumber, as consignments reached them 
during the winter when very little was being 
moved out to the jobs. This stock will now 
melt rapidly and, as they have placed orders 
sparingly with the mills during February and 
March, there will be no embarrassing surplus 
arriving during the spring months. This is true 
also of the southern yellow pines, as unusually 
cold weather in the South has cut heavily into 
production at the mills, while with heavy home 
demand for lower grades of building lumber, 
deliveries here have been greatly delayed, result- 
ing in many yards having very scant supplies. 
It is clear that yard sales since the first of the 
year are substantially above the totals of the 
same period in either of the three previous 
years. The distribution yards report a fair aver- 
age stock on hand, but do not expect material 
additions during March and April, as there 
are few unsold lots afloat bound here. The tone 
of the local market for West Coast fir is a 
trifle soft when compared with the price atti- 
tude of the manufacturers. Wholesale offices 
here are quoting $9 to $9.50 off List No. 32 
c.if. for deliveries at local terminals, and most 
sales favor the buyer by from 50 cents to $1, but 
it is felt that this concession will end when the 
full tide of the spring demand sets in, for the 
mills have worked into a strong position, the 
larger ones holding rather firmly to the full 
mill list. There is a $2 differential for hemlock 
dimension, which is very little called for except 
in very low-cost housing jobs or for repair work. 
Local yards do not succeed in accumulating un- 
sold lots of red cedar shingles, as most lots 
shipped are sold prior to arrival, and usually 
at a slight premium. An occasional lot of Per- 
fections sells at $4.90 to $5, which is very close 
to the prices quoted for all-rail shipments direct 
irom the mills and delivered at buyer’s yard. 

At the office of Intercoastal Lumber Distrib- 
utors Association, Secretary Titus announces 
that arrangements have been completed with 
the West Coast Lumbermen’s Association for 
the arrival in this city by March 20 of an expert 
inspector of West Coast woods, who will be 
available to grade-mark stocks of fir and hem- 
lock now on the local yards to meet the require- 
ments of the State procurement officer, State use 
of grade marked lumber being mandatory after 
April 1. Col. Greeley, manager of the West 
Coast association, has announced that his mills 
will co-operate fully in seeing to it that grade 
marked stock will be available at most mills for 
shipment on New York orders. 
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THEY'RE SPECIFYING — 





© If you could see the orders for LIGNASAN* that we are 
receiving from new customers and old, you would readily 
agree with us that there must be a reason! One good 
reason is that lumber manufacturers are receiving daily 
many orders SPECIFYING LIGNASAN-DIPPED LUMBER. 





And, of course, that is because they know LIGNASAN does 
prevent sap stain; it costs only 12c to 15c per thousand 
board feet; it is used cold; it is convenient to apply at any 
sawmill; and it keeps lumber bright. 


Bright lumber is easier to sell—that’s why they’re specifying 
* Trade- Mark Registered “LIGNASAN-dipped.” 


Dip one-half the length of 50 freshly sawn, 
very sappy boards in LIGNASAN solution. Leave 
other half undipped. Carefully mark boards for 
identification later and stack in lower part of an 
air seasoning pile. Inspect when dry and note 
Sap stain control on LIGNASAN-dipped ends. 


THE GRASSELLI CHEMICAL CO., INC. 
629 Euclid Ave., Cleveland, Ohio 








GENTLEMEN: Please send me more 
information and prices on LIGNASAN. 
This is not to obligate me in any way. 


LIGNA SAN Name 
Manufactured by 
E.1.DuPont de Nemours & Co., GU POND Address 
Inc., Wilmington, Del., for 


ACS. v5 pax OF 


THE GRASSELLI CHEMICAL Co. City & State 
Founded 1839 INC. Cleveland, O. 
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LONG TIMBERS! 


Our Main 
Lumber 
Business 


Our Real 
Lumber 
Business is 


_ 


OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 
RS HR LT 


SOUTHWEST | 
-~ LUMBER CO. 


| Alamogordo, New Mexico 


Manufacturers of 


DOUGLAS FIR 
PONDEROSA PINE 
| ENGELMANN SPRUCE 
WHITE FIR | 


| Box Shooks and Crates of all kinds. 


Operating in Sacramento 
Otero County. N. M 


Backed by a supply of 1,600,000,000 feet 
of timber. 

















Mountains, 














Idaho— 


Ponderosa— 
California White 


WHITE PINE 


Also 








and Sugar Pine 


Cedar and 
West Coast Products 


Fir Wallboar 
William Schuette Company 


New York 


Office—4i East 42d St. PITTSBURGH, PA. 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 





Special department handling export lumber shipments 











HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 Se. Dearborn St., CHICAGO 
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Market News from Am 


San Francisco, Calif. 


CALIFORNIA TRADE—Due to the sea- 
men’s strike on Pacific Coast, January lum- 
ber deliveries from Pacific Northwest to 
California ports by members of the Pacific 
Coastwise Lumber Conference (carriers of 
75 percent of the traffic between these 
regions) were only 29 percent of the volume 
for the same month last year. Only five 
companies out of fifteen reported lumber de- 
liveries for January, 1936, from the North- 
west to California, as follows: 


Feet 
I ig cain wae we eion ele 2,714,700 
ee re rere rere 9,616,800 
EE ot Cie es 0s @ oe eee 12,531,500 
Thirteen companies reported for January, 

1935: 

Feet 
_ 8 fa... rr ee 12,036,700 
SE DONE 6.éc0 kk een esecnaes 501,300 
RD cn vevsened endorser knead - 864,500 
NO nog Se wednewnaneees 195,300 
Eee DGS: 6006 iccecisneenaiaee 28,270,800 
PN SEY oscnsacewe den dsowen ee 1,468,900 
ee ee ey 43,337,500 


With ending of the strike in early Febru- 
ary, cargo shipping of lumber to California 
revived. 

At the close of December, the Conference 
had raised cargo rates 50 cents a thousand. 


Seattle, Wash. 


WEST COAST WOODS—A fair demand is 
reported and its continuance is expected. 
Some labor trouble has already been ex- 
perienced, and there are threats of strikes, 
though some operators believe troubles will 
be confined to local areas, because most of 
the men do not want a repetition of last sum- 
mer’s costly shutdown. Others declare the 
mills are not making money at present prices 
due to high log and labor costs and would 
shut down if a strike materialized. Operators 
would fight hard against the closed shop, and 
it is doubtful whether they would submit to 
further wage increases. The long cold spell 
is over and production is returning to normal 
There is no disposition to sacrifice prices. 


RAIL—New rail business has been rather 
quiet but the market is beginning to show 
signs of life. New price lists are being issued 
by the mills, boosting %x4-inch ceiling $1, 
while drop siding and common boards and 
shiplap are firm to slightly higher, and other 
prices continue firm. Most rail mills have 
well filled order files, and a good volume of 
inquiry is reported. 


INTERCOASTAL—Cargo mill order files 
are sufficient for thirty days or more, in 
spite of the fact that bad weather in the 
East has prevented development of new busi- 
ness. British Columbia mills have taken 
orders for about 20 million feet of lumber 
for Atlantic coast delivery. Ship space is 
tight. 


EXPORT—The recent upheaval in Japan 
resulted in temporary suspension of buying 
of lumber. The market now looks better. 
Lumber still moves to Japan at $6.50. China 
is not buying. Rate to Shanghai is $7. Ship 
space continues tight. Demand from the 
United Kingdom shows no change. The 
European continent is buying a fair amount 
of clears. In the South American market 
there is no change, except that some large 


inquiries have come from the Argentine. 
Clears are easier. 
SHINGLES—A fair demand continues. 


Upper grades for cargo movement are strong. 
The spread between high and low quotations 
on Nos. 2 and 3 has increased. The sur- 
plus of these shingles is not expected to 
move until farm buying begins. Stocks 
of individual mills vary considerably, so 
that there is a considerable variation in 
prices of the same shingles, depending upon 
whether or not the individual mill has a sur- 
plus. No. 1 shingles are in better supply 
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than they were two weeks ago. Perfections 
are very firm and hard to buy, and so are 
Royals, on both sides of the line. British 
Columbia mills have received an increase 
in their allotment of 250 squares a machine, 
but much of this increase will apply on old 
orders. The allotment has resulted in a num- 
ber of mills starting up with one shift. 
Cedar shakes are moving slowly; they come 
from the best logs, and these have been 
searce so that producers face difficulties. 


LOGS remain very firm, but a slightly 
greater spread in prices of No. 2 and 3 fir logs 
is noticeable. Cedar logs continue scarce, espe- 
cially in British Columbia. Supplies of small 
logs are not heavy. Most of the camps which 
have been closed on account of bad weather 
have now resumed operation. Hemlock logs 
are still in slight surplus, due to the small 
demand for hemlock lumber. Fir logs bring 
$10-12, $18-20 and $25. Shingle cedar is $15, 
and lumber logs $21. Hemlock, Nos. 2 and 3 
brings $9 and $9.50. 


Tacoma, Wash. 


WEST COAST WOODS—Some signs of im- 
provement are apparent in the market situa- 
tion here. This is particularly true in the 
export field. During the last few days ship- 
ments to the Orient, which have been vir- 
tually at a standstill for several months, 
showed indications of picking up. The Cali- 
fornia market is proving slower in respond- 
ing to ending of the marine strike than was 
at first anticipated. There is plenty of lum- 
ber awaiting shipment, but reports from 
California indicate that northbound water 
cargoes have been few, shippers apparently 
preferring to stick with the railroads, which 
provided dependable service during the 
months the ships were tied up. at the docks, 
so space is difficult to find for the trip south. 


Spokane, Wash. 


INLAND EMPIRE mills are expecting that 
the price of white pine will advance within 
the next week or ten days. Stocks of No. 2 
are very low, and all the mills are getting 
more orders for it than they can handle. 
Weather is such that all logging must be 
done by trucks, so there is little chance of 
bringing in large quantities of logs quickly. 
Mills report that orders and shipments have 
increased materially during the last week, 
there being a particularly strong demand for 
No. 2 Idaho white pine in all widths, and for 
12-inch No. 3 Ponderosa. 


Kansas City, Mo. 


SOUTHWEST MARKET—Moderation of the 
weather had a beneficial effect on lumber 
sales. Renewed activity came to all branches 
of the construction industry, with spring 
prospects reported the best in several years. 
The last two weeks in February brought a 
sharp upturn in the number of building per- 
mits issued. Lumber prices gained addi- 
tional strength. Lower grades showed the 
greatest upturn. Nos. 2 and 3 boards ad- 
vanced 50 cents over the week-end, and di- 
mension lumber was reported from 50 cents 
to $1 higher. Upper grades also were 
stronger, and finish advanced slightly in most 
quarters. 


RETAIL—Retail sales of lumber at 158 re- 
porting retail yards in the tenth Federal 
Reserve district increased 24.5 percent in 
board feet from December to January, and 
were 66.2 percent greater than in January, 
1935. Dollar sales of all materials showed 
an increase of 24.8 percent over December, 
and of 41.7 percent over the preceding Jan- 
uary. Stocks of lumber increased 4 percent 
from Dec. 31 to Jan. 31, and were 16.5 per- 
cent larger than one year earlier. 


INDUSTRIAL—Industrial volume held to 
levels established in February, in spite of 
higher prices for all grades. Nearly every 
class of buyer was represented, with auto- 
mobile body builders and furniture manu- 
facturers predominating. Better interest was 
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shown by millwork plants, which are book- 
ing orders for some spring needs. 

SOUTHERN PINE—Demand was noted 
from railroads for car repair material. South- 
ern line-yard companies were in the market 
for fair-sized amounts, reporting that build- 
ing and oil-field activities were causing a 
steady drain on their stocks. Inquiries were 
heavy, and prices higher due to retarded pro- 
duction at mills. 

WESTERN PINES—Ponderosa pine prices 
have lagged behind the general advance, al- 
though stocks were reported scarce and pro- 
duction limited. Millwork plants bought 
sparingly. 

DOUGLAS FIR was in improved demand 
at slightly higher prices. Inquiry was ac- 
tive and indicated large potential demand. 

HARDWOODS — Southern hardwood mills 
were working out from beneath a heavy back- 
log of orders contracted during the recent 
spell of bad weather, when many mills had 
to close down, particularly those in the low- 
lands. Flood waters still hamper production 
at some points, but generally all but the 
smallest concerns were operating last week. 
Industrial demand was well distributed, and 
gave evidence of holding to current levels 
through the spring months. 

SHINGLES AND LATH—tThere was an up- 
ward trend to the shingle market, as demand 
from repair jobs increased. Many dealers 
who refused to buy during the extreme cold 
weather were once more in the market. Lath 
still maintained their high price level, and 
there was no noticeable increase in stocks. 


Buffalo, N. Y. 


While the lumber trade has not opened up 
to any large extent lately, early improve- 
ment is expected with the arrival of spring 
weather. The effect of the long-continued 
severe winter has been to curtail building 
to a great extent, but also to cut down the 
production of lumber at many mills and 
thereby stiffen prices. It is expected to be 
a number of weeks at least before much 
southern yellow pine lumber is available, and 
some wholesalers feel that there will be a 
very noticeable scarcity of stock when their 
customers begin to enter the market. 

Jamestown, N. Y., will be host to a large 
number of furniture manufacturers and buy- 
ers during April and early May. The spring 
convention of the National Association of 
Furniture Manufacturers will be held there 
on April 16 and 17, and about two hundred 
manufacturers are expected to attend. The 
spring furniture market will be held from 
April 30 through May 9, with as many as 
nine hundred buyers expected. Leo J. Heer, 
secretary of the Jamestown Furniture Mar- 
ket Association, estimates that 75 manufac- 
turers will have displays. 

HARDWOODS—Severe weather for many 
weeks in both northern and southern pro- 
ducing sections has handicapped the opera- 
tions of lumbermen. Their stocks are much 
smaller than usual for this time of year, and 
not much new lumber will be available for 
several weeks. Wholesalers report a recent 
improvement in demand. Consumers’ stocks 
are small and they find it difficult to get 
some of the items wanted. A good trade is 
expected for at least the first half of this 
year. A Buffalo wholesaler, who looks for 
good business this spring, thus sized up the 
situation at the end of February: “Business 
has picked up to such an extent that dry 
stocks of lumber have been depleted in some 
items. Stocks of seasoned dry maple for in- 
stance, are very scarce, due to the demand for 
this species in furniture manufacturing. Floor- 
ing manufacturers are more active in buying 
hardwood lumber than for several years. 
They are anticipating a demand for flooring 
in the spring and summer months, and all 
indications are that they have guessed right. 
The automobile manufacturers have come 
into the market. Prices have been firm, and 
their firmness has increased the demand. 
Bad weather in the South is a factor. Mill 
after mill has closed down and will be closed 
down for perhaps two more months. Pro- 
duction has slowed down considerably be- 
cause of ice and snow in Mississippi, Ala- 
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bama and Georgia, and stock is becoming 
scarcer. Orders are running so far ahead 
of production that mills are not in the frame 
of mind to cut prices, but, on the contrary, 
are boosting prices and holding to them.” 


WESTERN PINES—Demand is rather 
quiet, as retailers have not begun to place 
many orders to fill in their depleted stocks. 
They are waiting to see the last of winter, 
in a good many instances, before looking for 
more lumber. The general opinion is that 
demand will show up better this spring than 
it did a year ago. Prices are about steady, 
with some Ponderosa pine items which have 
been weak now showing increased strength. 


NORTHERN PINE trade has not begun to 
improve much as yet, after a quiet period 
caused by the protracted severe weather. Re- 
tailers in this section are carrying low 
stocks. Mills have been handicapped by se- 
vere weather and will not have as much 
lumber to offer as had been hoped for. 


Baltimore, Md. 


NORTH CAROLINA PINE—While the 
weather has been almost spring-like, the ice 
embargo has not yet been entirely raised, 
and stocks are just beginning to come in by 
water. The mills, which were out of the 
running for a long time because of floods 
and ice, are marking up their quotations, 
some 10 percent having been added of late, 
so distributors hesitate about placing orders. 
Mills are refusing to take on business except 
for immediate shipment of stocks available. 


GEORGIA PINE—While demand for long- 
leaf has not greatly increased, inquiry is 
more active, with dealers endeavoring to 
augment their holdings, and prices are stif- 
fening. 

DOUGLAS FIR—West coast stocks are 
sought in increasing volume by the dealers, 
who are experiencing a fairly impressive re- 
vival in inquiry. 

CYPRESS—The producers of this wood 
have been handicapped by weather condi- 
tions, but expect in a short time to have 
stock available in larger quantities. They 
state that the interest among potential buy- 
ers in the North especially is quite brisk, and 
most of them have booked orders on a good 
scale for delivery within the next few months. 
The range of prices is firm or tending up- 
ward. 


HARDWOODS—Sellers state that they are 
kept quite busy making shipments. Mills 
are running full time but can not keep up 
with the demand. 


SASH AND DOORS—Weather has inter- 
fered greatly with construction work, but 
the outlook is better than in years, and price 
advances are expected. 


Norfolk, Va. 


NORTH CAROLINA PINE—The southern 
trade is buying many mixed cars of thin ceil- 
ing, flooring, moldings, and roofers, and this 
buying has developed since the weather has 
moderated. It should develop much further 
even though prices on flooring, ceiling etc. 
have advanced with the balance of the rough 
lumber market. Demand for air dried roofers 
has not been so brisk recently, and more 
stock is being offered by the mills at ad- 
vances. However, good 6-inch can be bought 
at $15.50 f.o.b. cars Georgia Main Line rate, 
and the same for 8- and 10-inch widths. 
Wholesalers still have some roofers to sell 
before they will approach the mills again. 
There has not yet been very much demand 
for better grades, rough or dressed, to be 
worked into interior finish, as in northern 
and eastern territory the weather continues 
unfavorable. There has been a good demand 
for box lumber, air or kiln dried. Good air 
dried stock is very scarce, and so is kiln 
dried from larger mills. Many of the large 
mills sold heavily in January, kept out of the 
market somewhat in February, and are now 
getting their stocks lined up for sale at ad- 
vanced prices. Good kiln dried edge box can 
be sold readily on the basis of $18 f.o.b. Nor- 


(Continued on Page 83) 
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Stimulate Spring Sales 


WITH 


CERTIFIED 
QUALITY 


Value is a powerful sales stimulator— 
especially when it’s certified by the manu- 
facturer and backed by his reputation for 
delivering quality in Douglas Fir through 
more than three decades. 


Booth-Kelly’s Mixed Car Service makes 
it easy for you to utilize this effective sales 
appeal in your yard this season—offering 
your trade, stock that is trade-marked and 
grade-marked and delivers self-evident 
value. In every transaction your custom- 
ers know just what they're getting—and 
it’s the kind of stock that merits repeat 
orders. 


Just tell us what you need in Douglas 
Fir Dimension, Flooring, Ceiling, Drop Sid- 
ing. Finish, Stepping, Mouldings, Casing, 
Base, etc. We'll be glad to quote—or to 
ship your requirements promptly. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


GBootlitell 
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Newsy Notes of Persons and Places 


and OFFICE 








M. L. Fleishel, president of the Putnam Lum- 
ber Co., Shamrock, Fla., was in Jacksonville 
on business recently. 


C. E. Priest, credit manager Red River Lum- 
ber Co., Westwood, Calif., spent several days 
in Chicago recently. 


H. M. Wilson has been elected president 
Florida Forestry Association, succeeding M. 
J. Roess, Jacksonville. 


F. W. Gardner, president Gardner Lumber 
Co. (Inc.), Oconto, Wis., and his wife spent 
several days in Chicago last week. 


Arthur Jones, Chicago representative for 
Tremont Lumber Co., returned to the Lake City 
Feb, 28 after a week’s trip to Rochelle, La. 


J. E. Crosby and W. J. O’Brien, of the Put- 
nam Lumber Co., Shamrock, Fla., were visitors 
in Jacksonville lumber trade circles, early this 
week. 

C. C. Bailey, well known in southern lumber 
circles, has recently been added to the sales 
staff of the Holley-Terrell Lumber Co., Jack- 
sonville, Fla. 


D. C. Johnson of Tendal Lumber Co., Wav- 
erly, La., and C. C. Dickinson, E. Sondheimer 
Co., Sondheimer, La., spent several days last 
week in Memphis. 


E. M. Bonner, secretary-treasurer Atlas 
Lumber Co., Cincinnati, Ohio, and president 
Cincinnati Lumbermen’s Club, is vacationing, 
at Miami Beach, Fla. 


George Holden, sales manager McGoldrick 
Lumber Co., returned to Spokane this week 
after spending six weeks on a business trip to 
the East and middle West. 


W. F. Baird, general sales manager Michigan- 
California Lumber Co., Camino, Calif., is mak- 
ing an extensive trip through the East and mid- 
dle West, calling on the trade. 


J. G. Robson, well-known lumberman of New 
Westminster, B. C., was elected head of the 
Canadian Forestry Association at its annual 
meeting in Vancouver recently. 


August C. Ebenreiter, of Kewaskum, Wis., 
who represents in his territory the Gardner 
Lumber Co. of Oconto and Hiles, Wis., is vaca- 
tioning for a few weeks in Florida. 


Edward Barber, London, foreign director of 
the National Lumber Exporters Association, 
and his wife spent several days in Memphis 
calling on the members of the association. 


Marvin O. Ashton, head Sugar House Lum- 
ber & Hardware Co., Salt Lake City, Utah, and 
former president Utah Lumber Dealers’ Asso- 
ciation, is being discussed as a possible candi- 
date for governor on the Republican ticket. 


Emil Krone, of Nichols-Krone-Harley & 
Clark (Inc.), Muncie, Ind., has been spending 
some time during the last few weeks visiting 
with associates and friends in lumber circles in 
Jacksonville, Fla., and other Southeast centers. 


J. F. Drescher, sales manager, Vanderhoof- 
Libby (Inc.), Seattle, Wash., was a recent vis- 
itor in Jacksonville, Fla., and other Southeast- 
ern lumber centers, on business connected with 
distribution of red cedar shingles by his organi- 
zation. 

Austin Taylor, formerly of Taylor & Grace, 
London, Eng., and now head of his own firm 
under his own name, has been in Memphis for 
the past ten days visiting hardwood shippers. 


He will sail from New York on March 25 
for London. 


_ Recent visitors to the Buffalo lumber trade 
included: Forest K. Gibson, sales manager 


Nickey Bros. (Inc.), Memphis; C. C. Stibich, 
sales manager Tahoe Sugar Pine Co., and R. T. 
Buzard, president, Buzard-Burkhart Pine Co., 
both of San Francisco. 


Mr. and Mrs. Raymond MacLea, were visi- 
tors in Jacksonville, Fla., while en route to the 
southern part of the State, with a party of 
friends. Mr. MacLea mingled with Jacksonville 
friends in lumber circles, in the interest of his 
organization, MacLea Lumber Co., Baltimore, 
Md. 


Ross W. Sloniker, president of the Mowbray 
& Robinson Lumber Co., Cincinnati, Ohio, was 
among the northern lumbermen recently enjoy- 
ing the Florida sunshine in Jacksonville, and 
mingling with friends in the industry. While 
in the Southeast, Mr. Sloniker also visited other 
trade centers. 


J. M. Carney has again become associated 
with the Portland office of the Douglas Fir 
Exploitation & Export Co., having been trans- 
ferred from the Seattle office to fill the vacancy 
caused by the resignation of T. C. Stevens, 
who is now associated with a Portland whole- 
sale lumber company. 


W. Godfrid, of Buenos Aires, prominently 
known lumber importer of the Argentine, was a 
recent visitor in Jacksonville (Fla.) trade 
circles. Mr. Godfrid, who formerly operated 
furniture factories in Buenos Aires and Rosario, 
Argentina, has been spending some time in west 
Florida, on business. 


George McSweyn, vice president of E. L. 
Bruce Co., underwent an operation for appen- 
dicitis at the Baptist Hospital Sunday. His 
condition is good. Mr. McSweyne lost his son 
by death less than one week ago. He was 
employed by E. L. Bruce Co., as assistant man- 
ager of their local mill. 


L. E. Hooper, sales manager, Florida-Louisi- 
ana Red Cypress Co., was out of his Jackson- 
ville, Fla., office, recently while calling at Des 
Moines, lowa, and his organization’s Chicago 
office. William Petrie, special field representa- 
tive of the company, attended the Ohio retailers’ 
meeting in Cincinnati recently. 


There is every reason to believe that the 
demand for lumber from the Pacific Northwest 
will be good in 1936, G. Corydon Wagner, vice 
president St. Paul & Tacoma Lumber Co., said 
upon his return from a trip East and to Cali- 
fornia. More house building, and settlement 
of the district’s shipping tie-up, were listed as 
reasons for optimism. 


Frank P. Borden, traffic manager for the 
Douglas Fir Door Manufacturing Association, 
was nominated for the two-year term on the 
Tacoma Civic Service Commission at the recent 
Tacoma (Wash.) municipal primary election. 
He is now serving on the commission, having 
been appointed to fill out the unexpired term 
of a member who resigned. 


Northerners who visited the trade in Jackson- 
ville, Fla., recently included Dwight Hinckley, 
president of the lumber company bearing his 
name at Cincinnati, Ohio; M. E. Wallace, of 
Wallace & Tucker Lumber Co., Providence, 
R. I.; C. E. Lamb, president H. F. and A. J. 
Dawley (Inc.), Norwich, Conn., and J. H. Tier- 
nan, of the Nelson Corp., Baltimore. 


All officers of the Wilson Cypress Co., Pa- 
latka, Fla., were re-elected at a recent annual 
meeting of the directors, as follows: Presi- 
dent, A. M. Rust; vice president, C. R. Mac- 
pherson; secretary, A. A. Corcoran, and treas- 
urer, R. B. Wilson. The working schedule 
has been increased from forty to fifty-five hours, 
and the Lake County properties of the com- 
pany were opened. 
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Herman Tenzler, president-manager North- 
west Door Co., Tacoma, has been elected presi- 
dent Tacoma Transportation Club, an organi- 
zation of shipping men and traffic managers, 
Stewart White, traffic manager Pacific Mutual 
Door Co., is a trustee. Hans Heidner, promi- 
nent Tacoma lumber exporter, spoke on foreign 
trade at the club’s tenth annual banquet, at 
which new officers were installed. 


C. F. Sullivan, president of the C. F. Sulli- 
van Co., lumber wholesalers of Buffalo, has 
returned from a vacation of several weeks in 
Miami, Fla. Among western New York lum- 
bermen who have been in Florida recently are: 
W. K. Jackson, president, Jackson & Tindle 
(Inc.), Buffalo; George Wicker, Wicker Lum- 
ber Co., Niagara Falls; Seth B. Abbott, East 
Aurora; S. Young, Wayne Coal & Lumber 
Corp., Palmyra. 


Stockholders in Mill City’s (Ore.) co-opera- 
tive sawmill project recently elected F. J. Pot- 
ter, president and manager; J. T. Smith, vice 
president, and D. B. Hill, treasurer. Other 
directors are: Charles Porter, E. Bertram, 
Cliff Philips and Frank Rada. It was decided 
to erect a mill with a daily capacity of 75,000 
feet on the site of the former Hammond mill 
pond, and to employ if possible 150 men on a 
2-shift basis. 


M. S. Baer, of Baltimore, Md., upon his re- 
turn from a ten-day trip to Mobile, Ala., and 
Bogalusa, La., the latter city in which he visited 
the mill operated by Richard P. Baer & Co, 
said that despite running the mill to its capacity 
it was impossible to care for all the business 
offered. He stated that all hardwood operators 
were equally busy. Richard P. Baer II, re- 
ported, after a business trip to New York and 
territory, that red gum was enjoying heavy 
demand. 


Morris Kleiner, president Model Lumber Co. 
and the Liberty Lumber Co., Tacoma, Wash. 
retail lumber concerns, has been named a mem- 
ber of the advisory committee for the Western 
States regional conference of Jewish communal 
agencies to be held in San Francisco, March 28 
and 29. The council is composed of 67 Jewish 
federations and welfare organizations in the 
United States and Canada, and the coming con- 
ference is the first of its kind to be held on 
the Pacific Coast. 


Claude B. Ellis, connected with A. E. Dew 
& Sons (Inc.), at Canastota, N. Y., the last 
week of February observed the twenty-fifth 
anniversary of his entrance into the lumber 
field. Mr. Ellis in 1911 purchased the interest 
of the late Robert Roantree in the Barrett 
Lumber Co., now the Canastota Coal & Lum- 
ber Co. With Fred Plank, Mr. Ellis conducted 
the business until 1917, when Mr. Ellis joined 
the Dew concern. Mr. Plank bought the Ellis 
interest and continued the firm. 


The reorganization of the J. E. McNally 
Lumber Co., Columbus, Ohio, and the election 
of Charles J. Lang as president, were announced 
by officials of the firm on Feb. 28. Mr. Lang 
purchased the interest held by Mrs. Abbie D. 
McNally, president since the death of her hus- 
band in 1929. Mr. Lang is the father of Ber- 
nard C. Lang, secretary of the concern and 
general manager under the new organization. 
Arthur W. Reynolds remains vice president. 
The company will continue under its present 
name. 


In his column of current comment, Fred 
Sullen, in a recent issue of the Jackson ( Mich.) 
News, said: “Another sign that depression 
lingers yet a little while: Carl Faust, our 
champion dry smoker, used to discard his cigaf 
after chewing up to the middle. Now, he turns 
it around and chews from the other end. 
The many friends in the lumber trade of Carl 
Faust, head of Faust Bros. Lumber Co., Jack- 
son, will recognize the aptness of this comment. 
However, Carl Faust is no apostle of depres- 
sion, really. He believes the hardwood indus- 
try is on its way out of the doldrums and that 
the country is entering upon a period of build- 
ing such as it has not known for many years. 
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The Southern Pine Lumber Co., Texarkana, 
Tex., has announced that on March 1, W. 
Temple Webber became sales manager for the 
firm, handling the sales of both pine and hard- 
wood for its mill at Diboll, Tex., and the 
Temple Lumber Co. mills at Pineland and 
Hemphill, Tex. Mr. Webber has been asso- 
ciated with the company since graduating from 
Williams College in 1927, and the past few years 
has been assistant sales manager for yellow 
pine. He replaces L. L. Prud’homme, who 
will handle the concern’s export sales of pine 
from Nacogdoches, Tex., and P. M. Anderson, 
formerly in charge of the hardwood sales but 
who will now handle export sales of hardwood 
from Beaumont. 


Insulation Sales Executive Promoted 


M. C. Juell, until recently director of sales op- 
eration on the West Coast for the Insulite Co., 
has been appointed sales manager for the cen- 
tral and western sales districts, with his head- 
quarters in the Conway Building, Chicago. He 
will continue to carry on the Insulite policy of 
vigorous merchandising through retail lumber 
and material dealers. Mr. Juell is well qualified 
to carry this program forward with vigor, and, 
having risen from the ranks, he knows by first- 
hand experience the importance of developing 
and drawing upon the good will of architects, 
builders and others identified with the building 
industry. 





To Discuss Changes in Containers 
for Perishable Freight 


There will be public hearings of the perish- 
able division of the Freight Container Bureau 
of the Association of American Railroads, for 
consideration of proposals on changes or addi- 
tions in container specifications or loading rules 
for fresh fruits, melons and fresh vegetables, as 
follows: March 16, Room 308 at Union Sta- 
tion, Chicago, 10 a. m.; March 20, Reese-Wil- 
Mend Hotel, Harlingen, Tex., 9 a. m.; March 
24, George Washington Hotel, Jacksonville, 
Fla. 9 a.m. The first session was scheduled 
for March 13 in New York City. 


Represents Three Western 
Manufacturers 


One of the well-known members of the Chi- 
cago lumber trade is George J. Silbernagel, 
who has been associated with this market for 
the last nine years. Mr. Silbernagel came to 
Chicago first in July 1927 as vice president in 
charge of sales for the George Silbernagel & 
sons Co., of Wausau, 
Wis., manufacturer of 
stock millwork, then a 
newly organized com- 
pany which was begin- 
ning distribution of its 
white pine sash, frames 
and doors, and hard- 





G. J. SILBERNAGEL, 
Chicago; 
Represents Western 
Plywood and Millwork 
Manufacturers 





wood veneered doors 
through Chicago whole- 


sale jobbers. 
In October, 1934, 
Mr.  Silbernagel ar- 


ranged to represent the 
Washington Door Co., 
of Tacoma, Wash., in the sale of fir doors, and 
the Washington Manufacturing Co., also of 
Tacoma in the sale of fir columns and moldings. 
Shortly thereafter he became associated with 
the Aberdeen Plywood Co., of Aberdeen, Wash., 
as its Chicago representative. Thus he is now 
representing three companies in the sale of 
their products to wholesale jobbers of millwork 
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and plywood, as well as to the larger carload 
buyers in this market. During his nine years in 
Chicago Mr. Silbernagel has established a wide 
friendship in the trade. 





How a Famous Door Received the 
"King's Touch" 


Among the many tales being told about the 
new king, Edward VIII of England, there is 
one which Lionel J. Phillips, of Chicago, vice 
president of the Wheeler Osgood Sales Cor- 
poration, relates with enjoyment. It is about 
the visit the present King Edward, then the 
very popular Prince of Wales, paid to Victoria, 
B. C., in 1928, at which time he attended the 
annual Fall Exposition 
there, much to the de- 
light of exhibitors as 
well as visitors. It was 
at that exposition that 
the Prince made the ac- 
quaintance of the Lam- 
inex door and_ since 





LIONEL J. PHILLIPS, 
Chicago; 
Vice President, 
Wheeler Osgood Sales 
Corporation 





then the Wheeler Os- 
good Sales Corporation 
has been able to boast 
that its well-known 
product “has a touch of 
royalty in its makeup.” 

E. R. Whittington, of the Moore-Whitting- 
ton Lumber Co., Victoria, B. C., was in charge 
of the display sponsored by his firm at the 
exposition, the principal attraction of which 
was a Laminex door-soaking demonstration. 
Crowds of curious, eager persons sought points 
of vantage to watch the Prince as he passed 
judgment on the various displays, just as many 
other visitors did. Suddenly, Mr. Whitting- 
ton relates, the royal visitor caught sight of 
the door soaking in its tank and immediately 
walked over to it and thrust his hand into the 
water, running it over a portion of the Laminex 
door, remarking that he wanted to see if the 
door was really wet. In this manner the famous 
Laminex door received the approval of the at- 
tractive, blonde young man who has now be- 
come England’s king. In a moment he was 
gone, but Mr. Whittington will always remem- 
ber his meeting with the Prince of Wales over 
a Laminex door. 





Three Canadian Veterans Donate 
Flagpole to Old Regiment 


Vancouver, B. C., March 9.—A splendid flag- 
pole made from a perfect British Columbia fir 
tree has been donated by three ex-members of 
the London Scottish regiment, and will be 
erected before the regimental hut at Bisley, Eng- 
land. The donors are Maj. J. B. Stevenson, now 
of the Seaforth Highlanders at Vancouver, 
B. C.; H. A. Stevenson of the Canadian Trans- 
port Co. (Ltd.), Vancouver; and C. W. Train, 
of the Vancouver Shipping Federation. 

Major and Mr. Stevenson, now well known in 
the lumber trade, were lieutenants in the London 
Scottish regiment in the war, and Mr. Train was 
a sergeant, winning his coveted decoration, the 
V: C., highest award for valor in the British 
services, by splendid exhibition of individual 
bravery at Mesopotamia. 

The flagpole is 62 feet long and straight and 
true. It was recently loaded on the freighter, 
“Harpalion,’ at Vancouver, and has now left 
for England. 





AMONG THE strangest house-to-house sales- 
men are Japanese canvassers who carry portable 
shrines for those who want to say prayers on a 
rental basis. 
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Door Firm Sells Building Needs 


San Francisco, Cauir., March 7.—The F. S. 
Buckley Door Co., operating a wholesale sash, 
door and millwork business in both this city and 
in Portland, Ore., has opened a retail building 
material business, here, with offices, warehouse 
and yards at 1698 Evans Avenue. The company 
will carry windows, sash, doors, frames, lumber 
and interior trim etc., and will specialize in 
standard millwork in both Oregon pine and 
Philippine hardwoods for homes, flats and apart- 
ments. F. S. Buckley is president. 
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LUMBER MARKET REVIEW 


Southern Pine Production, Shipping Difficulties Have 
Resulted in Price Mark-ups 


The southern pine market as a whole has been showing 
increased strength. In the South, building demand is reviving 
rapidly following a return of good weather, and in other sec- 
tions, the East especially, local yard stocks have declined to 
such a point that the market is quite keen for additional supplies. 
There has been considerable buying for southern oil-well devel- 
opment and by the railroads, and the export movement to the 
Islands has been picking up. Price advances have been made 
on many yard items, and more are expected. Larger mills have 
much lower stocks than at this time last year, and unusually 
severe weather has kept many smaller plants out of the run- 
ning. Small-mill operations are still much handicapped by bad 
woods and road conditions, but more of them have been start- 
ing up recently ; it is believed, however, that it will be some time 
before their output can be put into shipping-dry condition. 

North Carolina pine building items have been moving well 
in the South, and it has been so difficult to secure stock in North 
Atlantic markets that quotations of both kiln and air dried 
shortleaf have been advanced. Indications are that there will be 
a marked gain in volume of demand as the weather in consum- 
ing territory improves, though recent price advances have 
caused some hesitancy among buyers. Box grades have been 
selling well. 


Western Pine Yard Items Scarcer and Stronger and 
Surplus of Lowers Is Depleted 


Identical western pine mills reported a gain of 7 percent in 
new business as compared with a year ago, during the week 
ended Feb. 29. Production is seasonally small, and new busi- 
ness has been running about fifty percent ahead of it, so that 
even during the recent dull period there has been a steady 
decline in mill holdings. Despite the fact that stocks continue 
larger than last year’s, certain lines have been running into low 
supply, and some mills find it difficult to ship them dry. The 
best selling items are the No. 2 commons and C selects, but 
recently there has been a considerable revival in the call for 
shop. Because retailers’ stocks are low and their sales prospects 
are excellent, they will soon be in the market for their spring 
requirements. The mill position is such that prices have a con- 
siderably stronger tone, with those of the popular items gradu- 
ally being moved up. D selects and Nos. 3 and 4 commons 
continue soft, but surplus at the mills is being so reduced that 
these items are expected to take on more strength before long. 


Coast Mills Advance Prices on Good Demand and 
Active Inquiry; Production Increases 


The West Coast mills report a nice volume of business, 
identical mills having booked since the first of the year 
about 25 percent more orders than in the corresponding 
period of 1935. The actual orders booked during the two 
weeks ended March 7, however, fell 18 percent below the 
production, because output has increased. 


Rail orders have been behind the shipments, because 
movement from the yards has been small during bad 
weather, and perhaps also because price advances usually 
cause some hesitation, and most of the mills have been 
marking up a number of items, with the whole list showing 
more strength. Inquiry from the yards is active, however. 


Atlantic coast consumption has been below expectations, 
as continued unfavorable weather has prevented much ex- 


Statistics, Page 60 — Market Reports, Pages 74-77— Prices, Pages 81-82 


pansion in building. For current sales volume, supply is 
probably in surplus, partly because of additional shipments 
from British Columbia, and the tone of the market is soft, 
This may result to some extent from doubts as to main- 
tenance of the $12.50 intercoastal rate. Increase in sales 
volume is expected soon, and will probably put strength in 
delivered prices, since quotations are firm at the mills. Be- 
cause of the seamen’s strike, the January movement to Cali- 
fornia was light, and though dealers are in need of stock, 
there has been some holding back. 


Oriental demand suffered because of the disturbance in 
Japan. There continues to be a fair movement to Europe 
and South America. Clears are reported easier. 


Bad Weather Causes Decline in Northern Pine, Hem- 
lock and Eastern Spruce Sales; Prices Firm 


Northern pine sales, because of bad weather in both the 
Northwest and the Niagara area, have been 12 percent be- 
low last year’s in recent weeks. There is practically no 
production, and stocks at the mills are much under last 
year’s, so that the market is very firm. Stocks in the hands 
of distributors are known to be low, and they are expected 
in the market just as soon as good weather permits resump- 
tion of building. Box grades are reported to have sold in 
excellent volume. 


_Northern hemlock sales averaged 88 percent of last year’s 
since Jan. 1, but during the recent spell of bad weather fell 
to about 50 percent; with better weather they have been 
showing a pick-up. The mills have good stocks and have 
been adding to them, but there is no surplus, and prices 
remain steady. 


Eastern spruce business has been under the handicap of 
bad weather in consuming territories, but prospects are 
considered good for early improvement. Maritime pro- 
ducers find United Kingdom business more attractive, for 
British Columbia shippers have been sending more of their 
cut to the United States market, so that the Atlantic coast 
market is relieved of much competition, and prices con- 
tinue unchanged. 


Larger Consumption, Threatened Scarcity of Hardwoods 
Result in Market Strength 


The hardwood market is showing more strength than for a 
long while. It comes principally from an improvement in the 
demand. January sales by furniture factories, for instance, were 
37 percent larger than for the same month a year previous, and 
unfilled orders Jan. 31 were 72 percent above those of 1935— 
“The best January since 1930 and the best month since June, 
1935,” says an analysis. The automotive industry is a good 
buyer and promises to continue one. Oak flooring demand is 
making night operations necessary at many plants, and they 
have found it difficult to secure rough stock; quotations on oak 
flooring have been advancing steadily. The southern oaks and 
gums are the items showing greatest advance, but most southern 
woods are favorably affected, and Appalachian species, relieved 
from low-price competition, are up several dollars on the aver- 
age, while northern lists remain firm. The strengthening ten- 
dency of the market is another cause of the improved buying, 
especially as it is expected that further advances will occur as 
spring floods continue the weather handicaps on southern opera- 
tions. Overseas buyers are responding to the market trend in 
the same way as are domestic; at advanced prices, their pur- 
chases have been heavier, 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. 








oO. 


b. mill sales prices on southern pine io the Southern Pine Lumber Ex- 
change, New Orleans, La., for sales made in the period Feb. 26-29, but, where prices for this period were not available, prices for the month 
to date have been inserted and distinguished by asterisk: 























West East West East West East West East West East West East 
Bide Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard |Drop Siding, Standard| Partition, Standard No. 1 Shiplap and No. 2 Shortleaf No. 2 Longleaf 
Lengths Lengths, 1x6” Lengths Boards, 10-20’ Dimension ox4" Dimension 
1x3” rift— No. 117 %x4&6"— 1X8 2.0. 33.46 35.43 | 2x4” 12 & 14...%23.33 
B&better B&better.. 31.54 *30.00|B&better.. 37.67 39.00]1x5&10 - 37.28 39.37)12 & 14... 20.64 19.41/36 ....°°° *94.00 
ghortieat.. ae 60.00|INo. 1..... 30.80 32.00 ae eat ree OO.th SLSOTIG .ncvecs 21.45 20.26 ” ‘ 
ee ei tn = ee No. 2 Shiplap and | 2x6” 12 & 14...*20.67 
No. l— Bé&better.. 40.25 37.50 Boards, Std. Leth. 12 & 14 2 eS Le! eer *21.50 
Shortleaf..*47.96 *50.66|No. 1 ..... 35.77 34.41|B&better— Shortleaf. 16 ....... 17.45 17.45] oxg” 
No, 2.....*36.01 35.00! assorted ee en Ix8...... 18.78 19.01 | 2x8” 12 & 14...%22.00 
” patterns  Reonetass Oe sthaalixi® ..... 19.13 18.86|12 & 14... 18.26 17.42/16 ....22: *23.00 
1x3” flat DS wledm eve 40.00 *40.58 6 19.09 19/29 
grain— B&better.. 34.14 33.31/8 +111... 0.00 40.00|1%12 ...-. oO SLT ae ~ er 
B&better.. 37.72 37.09|No. 1..... 32.00 32.58/1x5&10 47.00 48.00|Longleaf— ie 7” “s 12 & 14...) 0... 20.00 
No. 1..... 34.84 34.50 . Seen 2.00 *54.75|1x10 ..... 19.50 6 -+» 18.38 18.86)16 ....... BE.00 os 
No. 2 ...02%24.99 25.75 aan ee Fe a ieieteie 20.19 18.23] 2x12” 
: poy wed 10-20’ es Se. 8 Ghenteet x12” 12 & 14... 26.50 
x4” rift— — . 12 & 14 18.58 21.50 
B&better es 
B&better Inch thick— + a oe ORS oe ences 19.71 19.82 Plaster Lath 
Shortleaf.. 61.77 58.00 . 29 1ox4 %x1%", 4’ 
a Sen 2 a ahaa aed ret 43.33 Bese 81.75 69.25|19 @ 14... 24.71 22.24 No. 1 Longleaf Xda Cr? 3.70 70 
Shortleaf.. 52.00 51.75/8 ........ 44.80 43.05| Ceiling, Standard - —* ee No. 2 3.19 2:87 
No. 2.....%35.03 30.00/1x10 50.55 49.50 hs x eer aes 
ab si 46.60 45.67| %x4”7— 12 & 14 21.84 21.64] 3¢ ariet Timbers, 20 & Under, 
oe _ eeere 68.33 63.66 Eambetter.. 27.00 28.25)16 ....... 21.38 22.44/00 °°" : Ne. 1 
= hick— x4”— 2x8” ee 
B&better.. 37.38 37.31|9"6/ ‘g°°57.42 *55.96|Bé&better.. 28.82 27.68] 15 me 14... 02.74 sacelta * %4--- 808 re . 
No. 1..... 34.65 34.71/51 64.25 *62.76|No. 1..... 26.46 27.30|46 © *"** 22.25 23.18 ea 51.58 poe wae + gy ile +4 
No. 2..... 17.87 19.902. . 2112: 73.88 83.50] No, 1 Fencing, 10-20’ | 9.49° a). 5x12-12xi2 42.00 
Casing, Base & Jamb,C— 1x4 ...... 34.07 34.46/15 25.81 25.63|2x10" = = Shortleaf— 

10-20’ Inch thick— nies a cnenwd 34.40 35.68 Re 26.11 26.58 SRA 31.50 3x4&4x4... 23.88 20.89 
Babetter . seeeeees +e 4 31.63| No. 2 Fencing & OM |16 ....... 26.63 26.63 + ae 31.50 4x6—8x8.. 22.05 21.59 
1x4 50.67 61.00 serene 42.50 34.70 Standard Lengths 2x12” 2x13" coeee 33.00 3&4x10 eo. 27.86 31.00 
1x6&8 .... 50.80 50.06/1x5&10 41.35 40.56|1x4 ...... 417-55 .16.70]12 & 14 28.17 27.71112 & 14 35.00 7 ype Het: ont te 
1x5&10 ... 55.07 52.0012 ....... 1.55 52.63|1x6 ...... 13.36 *13.50)16 ....... 29.78 29.46/16 ......- 37.50 5x12—12x13 28:00 23.00 

: Following are prevailing quotations f. o. b. 
Seattle, Wash., March 7.—Prices for red Wausau, Wis., on northern hardwoods: [Special Air Mail to American LumBerman] 
cedar siding in mixed cars, new bundling, 8 2 tae mae . : 
op ae, 26S om om Brown AsH— FAS SEL Com Com Com | tions fo. be mill on Dodson he tote 
Beveled Siding, 42-inch Ge vnsens 45.00 36.00 30.00 24.00 17.00 | mixed cars for rail shipment direct to the 
Clear “a” “RB” 7 ea 50.00 41.00 33.00 26.00 19.00 trade appear below; and straight-car prices, 
Gime cccccccccsece $25.00 $23.00 $96.00 | S76 - wcccccces 55.00 48.00 40.00 80.00 19.00 depending on the items, are from $1 to $3 
DEE. canbaenont we 29.00 25.00 92.00 | 8/4 ......-.. 60.00 63.00 43.00 32.00 20.00 | less: 
6-inch ..... ae aR 30.00 27.50 24.00 | Basswoop— Vertiess Gale Blecsiee 
ponies ceer Chita, Gtat 4/4 .....4.. 60.00 50.00 42.00 26.00 18.00 B&btr, Cc D 
ear Bungalow s,  eeeens 65.00 65.00 45.00 28.00 20.00 | 1x4 .._.. $16.00 $36.00 $23.00 
ie epekene aaabnaaaee canine $40.00 BP nereates a eee eee wee meet fT feet esses nes . . . 
10-inch ..... etenetaatsans paekeusieee 50.00 SE wctnecas 75.00 65.00 655.00 380.00 20.00 Flat Grain Flooring 
EE sniiwasanan nintendo Wisin ere Gk 60.00 10/4 mpm acne 90.00 80.00 65.00 43.00 ..... B&btr. C D 
Finish, B&better, 82 or 48, 8-18' oe 3.257: ee ee ee ecco ee SS ee 
$28 or 84S Key stock, 4/4, No. 1 and better, $65; or on Ceiling 
P or Rough | grade, FAS, $75; No. 1, $55; 6/4, No.1 and | 5x4 $25.00 $22.00 $17.00 
ies | tenebeseane ver erocese veneer $45.00 | better, $70; or on grades, FAB, 86; No. 1, $60. | axa 0022222222200 oo Hoo 
oo teeteseeeeseecesescteessecereess BO. twine tne _ 8 ; 
deta LILLILIIIEMIEIMIIIIII, 1000 | Hamp Marup FAS Sel Com Com Com | 0, ee sn 480-00 $28.00 $22.00 
SE ie nannant edieabiebie nee birts 75.00 Oe niseases 62.00 47.00 40.00 30.00 14.00 | j1g (CCU 31:00 29:00 23,00 
SE  Aeptinsulin enmhaaeninaaadsl . 80.00 ERs Cree Ghee aoe Seen t600 1” °° ttt testes so ses ; . , 
eee ERODE eancasare es oa Oe Scaieoues 75.00 60.00 50.00 34.00 16.00 Common Boards and Shiplap 
DE i canceanond at aeeh tee vinihelietstptes - 95.00 14 ae aca 80.00 65.00 55.00 34.00 18.00 ae 238°, 1x8” 1x10" 1x12" 
Ceiling or Flooring, B&better, 4-18  tgpetataes S0'o0 se:86 oe ee 24.33 ow Ge Babeetee. +1800 eta, ¥75°00 
ee A aes Selidiauiahabienia soe eee $80.00 10/4 ie ake 129-98 75.00 $0.00 35.00 ete a eet: 11.00 11.00 11.00 11.00 
DE cctciunadhbbnupdipbmabbaibdnel ~~ EE teseeorn : 7 00 40.00 .... 
 epebeetes: 10.00 95.00 75.00 40.00 |. ~ ) a ee ; 
Discount on Mouldings 6-20, Odd Lengths | 16/4 (1°) °°): 150.00 135.00 115.00 .... <.. 12 14 16’ 18 20 
Series 8000— 2x 4 $21.00 $21.00 $22.50 $23.50 $22.50 
Listing under $8......... seaanetions 00% | awe ma mae he Ee OE I tz 6 20.00 20.00 20.50 °21.50 21.50 
Listing $3 and over....... MNeake nea 9% MO cscacccia 40.00 30.00 22.00 17.00 Se © ccs Se 20.50 21.00 22.00 23.98 
Series 7000— EE secnsnse 42.00 32.00 33.00 «19.00 | 2x18 ---- ee ete Cnabe nase S480 
Listing under $6........ ere ee ..-64% 6/4 ...eeeee 43.00 33.00 23.00 19.00 Pan Sane oem ‘ Pa ‘ . 
Listing $6 and over..... ninibaahaniane 59% 1344 steeeees ae ty $6.00 19.00 2x4, 8, $20.50; 2x4, 10, $21.50. 
peanened . . f enews Random—No. 2, 2x4, $16; No. 3, $11.00. 
Clear Lattice, 5/16”, 4 to 16’ yee: 5.00 49.00 $3.00: ee: 5 Se $ 
100 lin. ft. 4/4 (Narrow) No, 2&Btr.—$28 No. 1 Common Rough and/or Surfaced 
a eee per tee i sealable «eee $0.82 No.1 No.3 No.3 Timbers 
SE" > a sceenaiaans wae PE NEL ae ER a a Rock Etm— F. ‘om Com Com 4x10 planks 20 foot and shorter and 
_ g@etoreopehpe ther etoregesinnin nsiies ae a coaeeuse 55.00 35.00 21.00 16.00 SOG GE satecordcdveseseeeceeseeens $17.50 
Oe “Guaavoed 60.00 40.00 23.00 18.00 | 12x12 up to 20 foot............eeeeeeee 17.00 
OE as ital 65.00 45.00 23.00 18.00 | 12x12, 22 to 30 foot..........ceeeeeeees 18.00 
ieee 70.00 60.00 28.00 21.00 
WEST COAST LOGS Sei Re NS Hee acs 
Seattle, March 7.—Average prices of logs e ras el p wade Ro. 8 =. RED CEDAR SHINGLES 
eer ae te ' cates 0 esse 60.00 50.00 40.00 29.00 18.00 | Seattle, Wash., March 7.—Below are listed 
Fir: No. 1, $25; No. 2, $18.20; No. 3, $10-12; 65.00 55.00 .43.00 32.00 18.00 average prices received for red cedar shingles 
Peelers, No. a $32; No. . e 5/4 weeeeees 5.0 ¢ , , 5 ld di t to the trade: 
Cedar: Shingle logs, $15; lumber logs, $21. | §/4 --:----- ices tase Ghee aaae inde |) Reve: ; 
Hemlock: No. 3&8, $999.60. Oe oo eccce es FF & > B— Bee OE eee $4.15—4.20 
Rennes ~ +. 96.00 80.00 75.00 46.00 22... | 2-24" 4/2... ... cee cceeeeseeeeeeeees 2.80—2.90 
MAPLE FLOORING ye saariene 1-36 139.38 113-33 © 000 Ras DE Sp wgenens cen os eekesshs eee sacs 1.80—1.90 
a Beets Fens ee $3.20-3.35 
Michigan and Wisconsin flooring mills ect TaD ME FL Bee By 606 o oie ccccccsesesccveees 2.10-2.35 
report the following prices realized f. 0. b. | gop =n o6 ‘ta Gen Ge le See Sohne eee ine teeeseessene Tr a6-1 80 
flooring mill basis, during the week ended 0.00 45.00 39.00 26.00 16.50 ee eee 
March 7: 4/4 cooce OM 5. . . . “A 
F nD teneminelte a ee we BR ee By OSS 2. eae $2.80-3.00 
iene eS eee .2 65.00 50.00 47.00 32.00 18.00 | 2-16" 5/2 ....... cece eee eee eeeeeees 1.80-2.15 
HX2% oe. eee eee eee $64.77 $56.81 $44.95 | 874 2...22.. 70.00 65.00 62.00 32.00 19.00 | 3-16" 5/2 ......ceceeeeeeeeeeeeecees 1.40-1.60 
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WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 
Association by members during the period 
Feb. 3 to Feb. 15, inclusive. Averages include 


both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
5/4x8” 6/4x8” 
SeLects, S2 or 4S— x8” & wdr. & war. 
C Select RL...... $45.70 $57.47 $57.45 
D Select RL...... 32.93 44.40 44.00 
SHop, S2S— No. 1 No. 2 
. tsnccivets cht enone seuwees $29.85 $21.67 
DE atvenknneb eben bebe eek kt 27.87 21.25 
Commons, S2 or 4S— No. 2 No. 3 
Se AES Kcinseeatiiencnaecwnn $23.54 $18.40 
Oh” a mr 18.77 
We. 6, 4/6 BMW lhc ce cccccccccccecocess $13.83 
Idaho White Pine 5&6/4x8” 
Se.ects, S2 or 4S— 1x8” & war. 
© Mates Wks ccescccsccvcses $54.66 $78.25 
NS 2 ere rr 41.84 63.00 


Commons, S2 or 4S— 
Colonial Sterling Standard 


eS tenenexeuweee $37.00 $29.95 $22.79 
a 61.61 39.94 26.89 
Utility 4/4 RWRL. .ccccccccccccccees $17.89 
Sugar Pine 

1&8” 5/4x8” 6/4x8” 

Se.ects, S2 or 4S— & wadr. & wdr. & wdr. 
Bévdtr. RL ..ceces $75.7 $72.12 $72.81 
CC Beseet Wkesccces 68.00 63.00 60.06 
D Select RL...... 53.03 52.53 ahead 
Suop, S28S— No. 1 No. 2 No. 3 
Of rere, $42.78 $28.17 re 
GJE ceoccccececooes 41.89 31.86 $20.88 
Fe siceadddwenous 54.87 29.18 23.50 

Larch—Douglas Fir 

Dieseeeion Tie, 5. BES ciccrecetevvinvaes $20.48 
Dimension No. 1, 2x6&8 ......... ccece ae 
Boards, No. b, BEOTE IBS... ccoccccccsces 19.00 
Flooring, vert. gr. C&btr. 4” RL........ 39.08 





APPALACHIAN 
HARDWOODS 


Cleveland, Ohio, March 9.—Following are 
quotations on Appalachian hardwoods f. o. b. 


Cleveland: 
Wuite AsH 
4/4 5/4 6/4 8/4 
0) PS $64.50 $69.50 $74.50 $79.50 
No. 1 & Sel . 46.50 33.50 56.50 58.50 
No. 2 com.... 32.50 35.50 37.50 39.50 
Rep Oakx— 
Pin. FAS ..... 75.00 85.00 90.00 100.00 
No. 1 & Sel.... 54.00 59.00 64.00 74.00 
No. 2 com.... 38.00 43.00 44.00 46.00 
Yettow Poprar 
a sanerewn 88.00 93.00 96.00 101.00 
ere rors 63.00 68.00 71.00 74.00 
No. 1 & Sel 48.00 54.00 56.00 62.00 
No. 2A .. 36.00 38.00 40.00 41.00 
Waite Oaxk— 
Pe De ssccs 90@95 98@105 105.00 115.00 
No. 1 & Sel.... 60.00 65.00 65.00 75.00 
No. 2 com.... 38.00 40.00 41.00 43.00 
Basswoop— 
ase 69.50 72.50 72.50 84.00 
No. 1 & Sel.... 50.50 52.50 55.50 57.50 
No. 2 com.... 34.50 36.50 36.50 38.50 
CHuESTNUT— 
nt sanesenees 78@80 88.00 90.00 95.00 
No. 1 & Sel.... 58.00 58.00 60.00 60.00 
No. 1 & btr. sd. 
wormy .......37@40 43.00 42.00 45.00 





CHICAGO MOVEMENT 


Chicago receipts and shipments of lumber 
and shingles in thousands, were reported by 
L. C. West, statistician, of the Board of Trade, 
for the four weeks, Feb. 3 to Feb. 29, inclu- 
sive, and for the year to date, Jan. 1 to 














Feb. 29, 1936, with comparative figures for 
the corresponding periods of 1935: 
Receipts 
Ship- Above 
Lumber Receipts ments Shipments 
Feb. 3 to 11936 ,765 32,086 y 
Feb. 29 §1935 86,172 26,676 59,496 
Inc. or dec.... + 8,593 +5,410 §+3,183 
Jan. 1to 11936 203,244 66,200 137,044 
Feb. 29 $1935 168,881 52,803 116,078 
Inc. or dec..... +34,363 +13,397 §+ 20,966 
Shingles— 
Feb. 3 to 11936 10,211 10,079 132 
Feb. 29 §1935 7,952 8,510 *558 
Inc. or dec..... + 2,259 +1,569 §+ 690 
Jan. 1to 11936 20,530 23,373 *2,843 
Feb. 29 §1935 14,559 14,546 13 
Inc. or dec..... +5,971 +8,827 §—2,856 


*Shipments above receipts. 


$Last figure in each group gives difference 
between 1936 and 1935 net receipts. 
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Installs Kiln in Sub-Zero 
Weather 


Rocuestern, N. H., March 10.—Frozen 
ground and the worst winter experienced in 
many years did not prevent one of Rochester’s 
progressive manufacturers from making an in- 
stallation which expansion of business has made 
necessary. That “progress does not wait on 
weather” in New Hampshire is shown in the 
accompanying illustrations of this recent instal- 
lation at the plant of the Studley Box & Lum- 
ber Co. of a Moore cross-circulation fan kiln. 
This modern kiln installation is of the “ground 
level” type, which permitted construction in 
spite of the frozen ground, as excavation is elim- 
inated and there is no need for platforms or 





Top: Deep snow at Studley Box & Lumber Co.'s 
plant at time of kiln installation. Bottom: Truck- 
load of 4x8's ready to enter completed kiln 


docks. The high-powered Moore cross-circula- 
tion fan system is installed at the side and oper- 
ated by electric motor. 

With this new modern equipment, the Stud- 
ley Box & Lumber Co. is enabled to dry lumber 
to any desired moisture content, regardless of 
weather conditions, and the company is there- 
fore in a position to make prompt shipment. 
The illustration at the top shows the depth of 
snow at the time the installation was completed. 
The lower picture shows a full truckload of 
4x8’s stacked tight, without “flues,” going into 
the kiln. This kiln is drying both northern 
hardwoods and softwoods. The installation was 
made under supervision of E. Sherman Hall, of 
the Sterling Engineering & Manufacturing Co., 
Boston, Mass., representing the Moore Dry Kiln 
Co. in New England. 





Maintains Thirty-Seven Year 
Record of Steady Growth 


The annual meeting of the advisory commit- 
tee of the Manufacturing Lumbermen’s Under- 
writers was held at the office of Rankin-Bene- 
dict Underwriting Co., manager, in Kansas City, 
Mo., on Feb. 1, with seven of the ten members 
present. Reports of the manager and of the 
certified public accountants appointed by the 
committee were submitted and carefully con- 
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sidered, and the thirty-seventh annual state- 
ment of the financial standing of the M. L. U, 
was reviewed with great satisfaction, since it 
shows that despite the heavy lumber and wood- 
working losses during the year, there was an 
increase in assets of the exchange amounting 
to $98,973, making total assets of over $3,000,- 
000. These assets are all cash and bonds, being 
absolutely liquid. 

brief review of the history of the ex- 
change brought out many of its outstanding ac- 
complishments over a period of thirty-seven 
years during which it has maintained a steady 
growth. Beginning with its organization in 
1898 by a group of courageous lumber opera- 
tors, who had suffered from the prevalent be- 
lief that a woodworking property was an un- 
desirable risk, the consistent growth and splen- 
did record for square dealing were shown and 
the committee is proud of the fact that over 
$23,000,000 has been paid in losses without legal 
controversy, and that nearly seven and one-half 
million dollars in savings were returned to sub- 
scribers. The M. L. U. is now one of the 
strongest fire insurance organizations in the 
United States, being among the leaders in 
actual loss paying ability with larger percent- 
age of assets to dollars at risk. Some of the 
present executives have been in charge for more 
than thirty years. Excess of income over ex- 
penditure is more than ten million dollars—a 
wide margin of safety. 

Those present at the meeting were: Chair- 
man, C. F. Thompson, C. L. Gray Lumber Co.: 
D. S. Adams, Adams Transfer & Storage Co.: 
S. B. Bissell, Yawkey-Bissell Lumber Co.; W. 
L. Covert, West Virginia Pulp & Paper Co.; 
J. B. Edwards, Hillyer, Deutsch, Edwards 
(Inc.); J. H. Kurth, Jr., Kurth Lumber & 
Manufacturing Co., and D. W. Richardson, 
wholesale lumberman and secretary of the com- 
mittee. Mr. Thompson and Mr. Richardson 
were re-elected. 


OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f. o. b. logical points of 
origin—Memphis and Johnson City, Tenn. 
and Alexandria, La. 


48X2%" 18x1%” %x2” %x1%” 





Clr. qtd. wht....$90.00 $70.00 $65.00 $47.00 

Cir. qtd. red..... 72.00 62.00 50.00 47.00 

Sel. qtd. wht.... 64.00 52.00 48.00 43.00 

Sel. qtd. red..... 57.00 47.00 45.00 43.00 

Clr. pln. wht. 68.00 58.00 55.00 40.00 

Clr. pln. red.. 61.00 54.00 48.00 40.00 

Sel. pln. wht.... 55.00 46.00 43.00 38.00 

Sel. pln. red..... 55.00 46.00 40.00 38.00 

No. 1 com. wht.. 46.00 38.00 37.00 30.00 

No. 1 com. red.. 47.00 38.00 36.00 31.00 

Pk ee Gc vens 28.00 27.00 20.00 19.00 
%x2” %x1” x2” 

Clr. qtd. wht....$67.00 $65.00 — 

Clr. qtd. red..... 62.00 60.00 ae 

Sel. qtd. wht. 57.00 54.00 as 

Sel. qtd. red.. 57.00 54.00 — 

Clr. pln. wht. 60.00 57.00 $62.00 

Clr. pin. red.. 55.00 54.00 55.00 

Sel. pln. wht. 54.00 50.00 52.00 

Sel. pln. red.. 53.00 50.00 47.00 

No. 1 com. wht 48.00 42.00 44.00 

No. 1 com. red 48.00 42.00 39.00 

Tee. B O6ssccan 5.00 24.00 exe 


by adding to the above the following differ- 
entials figured on Johnson City origin: For 
}g-inch stock, $8; for %-inch, $4; for %- and 
fs-inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }- 
inch stock $6; for %-inch, $3; for %- and 
fs-inch, $3.50. 





TIDEWATER 


RED CYPRESS 


Jacksonville, Fla., March 9.—Following is a list of wholesale prices on tidewater red 


cypress, f. o. b. mill: 
Grades a 





Tank, RW&L, rough.... .... 
FAS, RW&L, rough... .$59.00 $68.00 
Select, RW&L, rough... 51.00 61.00 
No. 1 Shop, RW&L, rough 39.00 44.00 
Box, RW&L, rough..... 26.00 28.00 
Peck, RW&L, rough.... 27.00 29.00 
“A” Finish, RW&L, S4S. 66.00 75.00 
“B” Finish, RW&L, S4S. 58.50 67.50 
“C” Finish, RW&L, S48. 53.50 62.50 
“D” Finish, RW&L, S4S. 48.50 55.50 
No. 1 com., RW&L, rough 41.00 46.00 
No. 2 com., RW&L, rough35.00 37.00 





6/ 8/ 10/ 12/4 16/ 
$99.00 $110.75 $135.00 $135.00 $142.00 
79.00 95.00 116.00 116.00 121.00 
61.00 65.00 81.50 81.50 90.50 
54.00 56.25 71.50 71.50 79.50 
28.00 28.00 
P ES 
29.00 30.25 Cerne = 5” 
81.00 97.00 Bests, 18”...$5.85 $6.85 
67.50 71.50 Primes, 18”.. 4.35 5.50 
62.50 66.50 Economy, 18” 3.95 4.50 
CYPRESS LATH 
55.50 59.50 
No.1 No.2 
46.00 49.00 %x1%x48" ..$5.80. . $5.30 
37.00 37.00 3x1%x32” .. 3.00 ...- 
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A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Antrim Irom CO. .ccccces abc 
Bay De Noquet Co........ ed 
Christiansen Co., C. M...acd 
Hines Lbr. Co., Edw....abc 
Holland Lbr. Co., E. M..acd 
Bees SHEP Ger cccocceas cd 


Jackson & Tindle, Inc...abec 
Kerry & Hanson, vine * 


Menominee Indian Mills. pee 
my ewpetey, Cosperage &. & 
T 


Dr. Ce., TRE. .ccccecs de 
Oconto Company.........- an 
Rib Lake Lbr. Co.. acd 
Resale Lumber & Veneer 

esnceseeenetaceseees ac 
m2 Goodman Co...... ad 
Shevlin Pine Sales Co...... a 
Stange Lbr. Co........++.+- ac 
Stephenson Co., I....... abcd 
Thunder Lake Lbr. Co...acd 
Toledo Guaranty Co....ablicl 


Von-Platen-Fox Co.......- ac 
Wallrich Lumber Co., The.ac 


w emesis Sales 
Ge covcescesecceeees ajlmrs 


SOFTWOOD LUMBER 


Wisconsin Land & Lbr. 
Co. 


Wisconsin-Michigan Lbr. 
CO. cocccccesceseccecoces = 


Yawkey- Bissell Lbr. Co.. 


E—Southern Yellow Pine 
F—Cypress 


Alderman & Sons Co., 
D. W. 


PPTTTTTTI TTT TTT ef 
Angelina County Lbr. Co....e@ 
Arkansas Lumber Co...... e 
Bell Libr. Co... cccccccccces e 
Bentley Lbr. Co., J. A..... e 
Bradley Lbr. Sales Co...... e 
Bruce Co., E, Liu..seeees ° 


Buchanan, Wm. . 

Burton-Swartz Cypress Co.. 

Chapman & Dewey Lum- 
ber Co. 


+e 
ft 


eee eee eee eeee 


Clancy Co., L@ON......se+6: e 
er. a Lbr. & Cocessting 

Mm scoeceecoseceees ° ° 
Conroe Lumber Co......... e 
Crosby Lbr. & Mfg. Co..... & 
Crowell & Spgnecr Lbr. 

Cac ETAbie TOOccccecescose e 


Dibert, Stark & Brown 
Cypress Co., Ltd 

Ethel Lumber Co 

Exchange Sawmills Sales 
Co 


Florida Louisiana Red 


Cypress CO0...--sseeeseees ft 
Frost Lbr. Industries, Inc..¢e 
Gilchrist-Fordney Co......- a 
Henderson-Molpus Co...... e 
Hill-Behan Lbr. Co.......- e 
Holley-Terrell Lbr. Co..... ft 


Huss Lumber Co........... ft 
a, ae Lumber Co., 
Lppeaadhaieeereceavaned e 
a Lumber Co........- e 
Jeffreys-McElrath Mfg. Co..e 
Johns-Carroll Lbr. Co..... e 
Jones Lbr. Co..... coeccecse e 
King & Thurston.......++- e 
King Lbr. Co., The.......- e 
Kurth Lumber Co, penetvaced e 
Lackey Lbr. Co., Be cces 
Meridian Lumber Soe Ltd..e 
Mills Lbr. Co. of Ga., Inc...e 
Peavy-Moore Lbr. DR areas e 
Peavy-Wilson Lbr. Co...... e 
Sallis Lbr. Co.....seeeecees e 
3mith, Inec., H. Dixon...... 


e 
Southern Pine Lumber Co..e 
Sumter Lumber Co., Inc,...e 
Tremont Lumber Co...... ef 
Trout Creek Lumber Co.....¢ 
Urania Lumber Co......++-@ 
Vanlandingham, Waiter....e 
Wier Long Leaf Lbr. Co.. -e 


G—Arkansas Soft Pine 


Caddo River Lbr. Co......- g 
Crossett Lbr. Co....... coed 
Dierks Lbr. & Coal Co..... g 
Fordyce-Crossett Sales Co..g 
Fordyce Lbr. Co........+++- 
Frost Lbr. Industries, Inc..g 
Southern Lbr. Co........ oS 
H—Aromatic Red Cedar 
Bradley Lbr. Sales Co..... h 
Brown & Co., — S.cesecs h 
Bruce Co., E. L.....- 


E. socom 
Frost Lumber ee 
BA, ccececdcsccedssoerse h 
I—North Carolina Pine 
Schuette Co., Wm........ ais 


HARDWOOD LUMBER 


rT a Magnolia ...1 
Basswood ..b Maple (Hard 
Beech and Soft).m 


eeeee 
eeeee 


Cherry 
Chestnut 


eeeee 


- 
- 

H 

: 
naveonr 


Angelina Hardwood Co....ni 
Antrim Iron Co........ cdmn 
Atlantic Lumber Co.... 
Balsa Wood Co., Inc., 
Bay De Noquet Co. 
Bradley Lbr. Sales Co. cin 
Bruce Co., E. L. “abehijimno 
Buchanan. Wm. .........:+. 
“Aggmee & Dewey Lumber 
coeccesscoeoes aghimnp 
Christiansen Co., C. M..abdhm 
Cisar Brothers...... adhimnqg 
Eastman-Gardiner Hard- 
wood Co. 


SASH, DOORS, COLUMNS, 
MILLWORK 

Curtis Companies Service 
Bureau 

Hill-Behan Lbr. Co. 

Kinzua Pine Mills Co. 

Marquart Frame & Sash Co. 

Pacific Mutual Door Co. 

Red River Lbr. Co. 


WINDOW, DOOR FRAMES 
Biles-Coleman Lbr. Co., Inc. 


Ethel Lumber Co......... ino 
ahaces Sawmills Sales 
Co 


Fordyce- Crossett Sales Co.in 
i Lumber meGusteeen, 


(cenceveanens hijing 
mt. Re LP. COcccces ino 
Hines Lbr. Co., Edw..adhmn 


Helland Lbr. Co., 


Holt Soames CO. cccece bdhm 
Jackson & Tindle, Inc.bcdhm 
Kerry & Hanson Flooring 

Cc bed 


W. cocccccceseeeses hm 
Kinzel Lbr, Co......... dmn 
Kneeland-Bigelow Co...... m 
Luthi & Co., F. C..... cooet® 
Maisey & Dion...... adhimnq 


Meadow River Lumber 
Menominee Bay Shore 
EDP. COccccccesces abdhmn 
Menominee Indian Mills.. 
ee0sce eeeeeseses @bcdhmn 
ae eee parpeyerennel _b- 
DP. CO. ccoccccece e mn 


Kinzua Pine Mills Co. 
Spokane Pine Products Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co., Inc. 
Bradley Lbr. Sales Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Southwest Lumber Mills, Inc. 
Weyerhaeuser Sales Co. 


Oconto Company ..... bdhmn 
Peavy-Moore Lbr. Co...... in 
Philippine Mahogany Mfrs. 

Import Ass’n Inc....... kt 
Rib Lake Lbr. Co..... cdmn 
Roddis Lumber & Veneer 

CO. ccccccccccccccoce cdmn 
Sallis Lumber Co.......- ino 
Sawyer Goodman Co.. 
Southern Pine Lbr. Co..... n 
Stange Lbr. Co... 
Stephenson Co., I......cdmn 
Thunder Lake Lbr. Co.bdhm 
Toledo Guaranty Corp., 

TRO coccccccessoce abemno 
Tremont Lumber Co...ching 
Urania Lumber Co., in 
Von-Platen-Fox Co...abdhm 
Wallrich Lbr. Co., The.cdmn 
Weidman Lbr. Co...abdhmn 
bed, aa & Voris Lbr. 


Winscusin-ditehignn "Lbr. 
Co. admn 


Yawkey-Bissel Lbr. Co..dmn 


eeeeee 


SHINGLES 


Northern Cedar ............8 
MeBwOOR cccccccccces osacell 


Bay De Noquet C geo coeel 
Holley Terrell Lor. “Co.. ° 
Holt Lumber ccccces io 
Mauk Seattle Lbr. Mascact 
eee Bay Shore 
Ri Misses cnsetesaces 

Menominee Indian Milis... = 
Mumby Lbr. & Shingle Co..b 


J—Fir 


K—Spruce (Engelmann) 


L—Spruce (Sitka) 


M—Western Red Cedar 


N—Western Hemlock 
O—Port Orford Cedar 


B C Spruce Mills, Ltd 


Bloedel Donovan Lbr. Mills.j 


Booth-Kelly Lbr. Co... 


Crossett-Western Co..... 
wt Sawmills Gales 


eeeeeee eeeee 


Mathieu Ltd., I. ‘* 
Mauk Seattle Lbr. Co... 
mypte Lbr. & Shingle 
Ostrander Railway & 
Timber Co....ccccee 


eeeee 


Polson Lumber & Shingle 
Co. -jJmn 


were eee eee eee 


Smith Lbr. Co., Ralph . jino 

-. Jkt 

Twin City Lbr. & Shingle 
Co. jm 


Southwest Lumber Co. 


eee eee eee eee wees 


Vanlandingham, Walter.jkm 
Western Red Cedar 
BIMBDEP ccccvcceesoesces m 
Wypwtacnne Sales 
Gs. ecccecececccccces jmst 
White “River Lumber 
coecnneeseneté jkm 
Winton "Lumber Gates 
os2eneeese -jJkmst 


Willapa Harbor Lor. “Mils. J 


P—California Pine 
Q—California Sugar Pine 
R—Redwood 
Clover Valley Lbr. Co..... p 
Hill-Behan Lbr. Co........r 
Michigan-California 

Lumber Co...cccccoce o+-Pq 
Red River Lumber Co..... Pq 
= Lbr. Co., Ralph 


S—Idaho White Pine 

T—Ponderosa Pine 

U—Western Larch 

Anaconda caper Min- 
ing Co. 

Biles- Coleman’ Lr. "Co... 
Inc, 


Exchange Sawmills Sales 


M scvcesecvecesconceees st 
Hill-Behan Lbr. Co........t 
Tvecy Pime Ce... ccccccce cooct 
Kinzua Pine Mills Co...... t 
Long Lake Lbr. Co...... kstu 
Mauk Seattle Lbr. Co...... st 
Michigan-California 

Lumber Co... .ceccce coccoept 
Schuette Co., Wm........ ais 
Shevlin Pine Sales Co..... qt 
Southwest Lumber Co...... t 


Southwest Lbr. Mills, Inc...t 
Sogane Pine Products 


« 
metiiesiese: “‘Walter.. t 
Weyerhaeuser Sales 


Co. 
Winton Lumber Sales 
Gh sss bensessensaves jkmst 


HARDWOOD FLOORING 


CO ere eae ccceee® 
DR: séicétaseeeeeeensenwas b 
a eee detteneen c 
tL. actican@mabac toconenese 
ER censlidnedsedns eevee e 
Ge. eeciccuane pasesed suede 
Alderman & Sons Co., 
Cocccccccccccess def 
edie Lumber Sales Co.bf 
Mmreee, Ce, EL. Enicceccces bef 
Come & Dewey Lbr. 
jecnessewarenoedens adf 
Exchange Sawmills Sales 
Pe Lumber Industries...f 


Fordyce-Crossett Sales Co..f 
Griffith Stave Co., Geo. 
Holt Hardwood Co..... ..cef 


Knoctand- Bigelow Co......8 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


C.. 


Northwestern Cooperage & 


Lumber Co., Crees 
Oconto Company..... 


“ee Lumber & Shingle 


Rib Lake Lbr. Co. eres 


Sawyer Goodman Co..... 


Stephenson Co., I..... 


br City Lbr. & eataghe 


Vanlandingham, Walter. oe 
Weyerhaeuser Sales Co.... 
White River Lbr. Co... 


Alphabetical Index to Advertisements will be found on preceding page. 


eeeee 


pepo 


b 
-b 
b 


-f 


Kneeland-McLurg Floor- 


we SA. avicccesscencesees ce 
Northwestern Cooperage & 
Lumber Co., MOs coves bce 
“—— Oak Flooring Co. 
anata Se ee ft 
Robbins Flooring Co....bcef 


maewe Se veppnned & Seine 


Stephenson Co., I.......- bee 
Tremont Lumber Co....... ft 
Vanlandingham, Walter...ef 
Webster Lumber Co., 

H, E. 


Wells Lumber Co., J. W..c 
Williams & Voris Lbr. ay 
bat ~ ame Land & Lbr. 


ns Bissell Lbr. Co..cef 


Winton Lumber Sales Co. 
Wisconsin Land & Lbr. Co. - 


WOOD FLOOR BLOCES, 
FLOOR PLANKS 


Bradley Lbr. ae Co. 
Bruce Co., E. 

Robbins Wasantine Co. 
Wisconsin Land & Lbr. Co. 


TRELLIS, LAWN AND 
GARDEN FURNITURE 


Biles-Coleman Lbr. Co. 
Kinzua Pine Mills Co. 





ticularly from the English market. 


been 


been accepted. 


unsatisfactory prices. 


year. 
sible; 


Ash has 


in demand, and one order for more 
than 100 cars for shipment to England has 
Prices on all export items 
have shown a marked improvement, and ex- 
porters are turning down business bearing 
Export shipments will 
be heavy during the first six months of the 
Mills are operating as actively as pos- 
logs, however, are hard to get in some 
places, because of high water. 





orders, 


their inventories. 


get certain items. 
turbances 


Jacksonville, Fla. 


SOUTHEAST TRADE—While cold weather 
in the North continues to curtail 
inquiry certainly seems to 
that those yards which have been on a hand- 
to-mouth basis are now preparing to increase 
Retailers report that local 
business is brisk and that prices are fairly 
firm. They state they have been unable to 
Because of political dis- 
not s0 


abroad, exporters 


indicate 


are 





cheerful about their situation, and some ex- 
port quotations are a little off. 


actual 


factory. 


swamps, 


CYPRESS—While bad weather conditions 
had a depressing effect on trade, the past 
week’s inquiries, orders, production and for- 
wardings all were reported as quite satis- 
Cypress 
mand by the railroads recently. 

HARDW0OOD—Several mills in South Caro- 
lina and Georgia have been forced to close 
down on account of high water in the 
with the natural result that pro- 


timbers have been in de- 
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Directory of Products Advertised in American Lumberman 


If page number does not appear in Alphabetical Index, advertisement will be found in a previous issue 








BUILDING PAPER 

Barber Asphalt Co., The 
Graham Paper Co. 

Ruberoid Co., The 

Sisalkraft Co., The 
Thilmany Pulp & Paper Co. 


CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
Brown & Co., Geo, C. 

Bruce Co., E. L. 

Frost Lumber Industries, Inc. 


CEMENT REINFORCING 
Pittsburgh Steel Co. 


CEMENT 
WATERPROOFING 
Abesto Mfg. Co. 
Ranetite Mfg. Co. 


COLORS IN OIL 
National Lead Co. 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 

(U. 8. Steel Corp. Subsid.) 
Columbia Steel Company 

(U. S. Steel Corp. Subsid.) 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
Tennessee Coal, I. & RR. Co. 

(U. S. Steel Corp. Subsid.) 
U. S. Steel Products Co. 

(U. 8. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 
GATES 
American Steel Wire Co. 
Continental yt Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 

Rowe Manufacturing Co. 
GLASS 


Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 

ESTIMATORS 

Lacey Co., The James D. 

Sewall, James w. 

Spain & Co., H. M. 

CASH REGISTERS 

National Cash Register Co., 
The. 


FINANCIAL 


Builders Commercial Agency 
Lumbermen’s Credit Asso- 
ciation 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BATTERIES 
Firestone Tire & Rubber Co. 


BELTS AND ACCESSORIES 
Flexible Steel Lacing Co. 


BRAKE LINING AND 
ACCESSORIES 
Firestone Tire & Rubber Co. 


CUTTER HEADS 


Shimer & Sons, Inc., Sam’l J. 


DOGS, SET WORKS, ETC. 
Kent Machine Co, 


BUILDERS’ SPECIALTIES, ETC. 


GLASS EDGERS 
Lange Machine Works, 
Henry G. 


HARDWARE—Builders’ 
Allith-Prouty Mfg. Co. 
Stanley Works, The 


INSULATION 


Armstrong Cork Products Co. 


Celotex Co. 

Certain-teed Products Corp. 
Insulite Co., The. 
Johns-Manville 

Milcor Steel Co. 

Ruberoid Co., The 

Standard Lime & Stone Co. 
Wood Conversion Co. 


KITCHEN UNITS 


Curtis Companies Service. 
Bureau 


LADDERS 
Babcock Co., W. W. 
Rowe Manufacturing Co. 


LINSEED OIL 
Archer-Daniels-Midland Co. 
National Lead Co. 


LOG CABIN SIDING 


Frost Lumber Industries, Inc. 


Kinzua Pine Mills Co. 
Red River Lumber Co. 


METAL ACCESS DOORS 
Milcor Steel Co. 


METAL CEILINGS 
Milcor Steel Co. 


METAL CORNER BEAD 
Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 
Continental Steel Corp. 
Milcor Steel Corp. 
Pittsburgh Steel Co. 


NAILS 

American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
Wheeling Corrugating Co. 


OVERHEAD DOOR 
EQUIPMENT 
Allith-Prouty Mfg. Co. 
Stanley Works, The 


PAINT, ENAMEL, 
VARNISH 

Glidden Company 

Lowe Brothers 

Marietta Paint & Color Co., 


e 
Parker & Sons Co., Ira 
Sherwin-Williams Co., 


PLASTER BOARD 
Certain-teed Products Corp. 


PLASTER LATH 


Johns-Manville 
Milcor Steel Co. 
Pittsburgh Steel Co. 


PLYWOOD AND VENEERS 

Aberdeen if og J Co. 

Hill-Behan Lobr. 

Mauk Seattle Lbr. “nt 

Northwestern res & 
br. Coa., 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Sawyer Goodman Co. 

Roddis Lumber & Veneer Co. 


PRICE CARD MOULDING 
Zimmerman, F, 5 


PUTTY 
Parker & Sons Co., Ira, 


ROOFING CLIPS 
Seal-All Clip Co. 


ROOF COATING—Cement 
Abesto Mfg. Co. 

Barber Asphalt Co., The 
Barrett Co., The 
Certain-teed Products Corp. 
Ruberoid Co., The 


ROOFING, SHINGLES, 
SIDING—Asbestos, 
Barber Asphalt Co., The 
Barrett Co., The 
Carey Co., The Philip 
Certain-teed Products Corp. 
Johns-Manville 
Ruberoid Co., The 


ROOFING—Slate 
North Bangor Slate Co. 


ROOFING—Steel 
Edwards Mfg. Co., The. 


—. SHEETS, Plain or 


American Sheet & T. P. Co. 
(U. 8S. Steel Corp. Subsid.) 
Columbia Steel Company 
(U. S. Steel Corp. Subsid.) 
Continental Steel Corp, 
Milcor Steel Co 
Tennessee Coal, I. & RR. Co. 
(U. 8S. Steel Corp. Subsid.) 
U. S. Steel Products Co. 
(U. S. Steel Corp. Subsid.) 


SASH-CORD 
Samson Cordage Works 


MISCELLANEOUS SUPPLIES AND SERVICES 


FOREIGN BROKERS 
Richard Shipping Corp. 


GLASS HOLDERS 


Marvel Rack & Mfg. Co., Inc. 


HOTELS 

Benson 

Davenport Hotel Co. 
Hollenden 

McAIpin 
Pennsylvania 

St. Moritz 

Stevens 

Whitcomb 

William Taylor 


INSURANCE 
Associated Lbr. Mutuals 


Lumbermen’s Mutual Cas- 
ualty 


Co 
Rankin Benedict Underwrit- 
ing Co. 
OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 
Buck & Co, Frank R. 


SAP STAIN PREVENTIVES 
Chapman & Co., A. D. 
ee de Nemours Co., 


E. 1 
Grasselli Chemical Co. 


TIMBER SALES AND 
PURCHASES 


Lacey Co., The James D. 


TEPEE CABINS 
A. Drabek. 


TERMITE 
EXTERMINATORS 


Bruce Co., BE. L. 


TREATED PRODUCTS— 
Railroad Ties, Poles, Piling 
Timber Products, Lumber, 
Fence Posts 

American Creosoting Co. 


MACHINERY AND EQUIPMENT 


DRY KILNS AND 
ACCESSORIES 

Moore Dry Kiln Co. 
National Dry Kiln Co. 
DRY KILN CONTROL 
INSTRUMENT: 

Moore Dry Kiln Co. 
National Dry Kiln Co. 
ELECTRIC MOTORS 
Allis-Chalmers Mfg. Co. 


ELECTRICAL WIRE 

& CABLE 

American Steel & Wire Co. 
ENGINES AND BOILERS 
Enterprise Co., The, 


FILES 
Nicholson File Co. 
EXTINGUISHING 


FIRE 
CHEMICALS 
Solvay Sales Corp. 


INJECTORS, VALVE 
STEAM PUMPS, PIPING 
Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOGGING UIPMENT 
American Logging Tool Co. 
Lindsey Wagon Co. 

Love Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


MOTOR TRUCKS 

Chevrolet Motor Co. 

Dodge Div, of Chrysler Corp. 
Ford Motor Co. 

General Motors Truck Co. 
International Harvester Co. 
Studebaker 


PORTABLE SAWMILLS 
Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 
Enterprise Co., The. 


POWER PLANT EQUIP- 
MENT 


Allis-Chalmers Mfg. Co. 


SAW FILER 
Foley Mfg. Co. 


SAWMILL MACHINERY 
Allis-Chalmers Mfg. Co. 
Cunningham Machinery Corp. 
Enterprise Co., The 

Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 


SAWS, a Zo0rs 
Atkins & Co., E. 

Disston & Sons, Iné., nieaty 
Miner Saw Mfg. ad 
Nicholson File Co. 


SCREENS—Window 
Cincinnati Fly Screen Co. 


8 CORNERS 
Micklin Mfg. Co. 


| = ry eect 
ATERIAL 


pee te Co. 

Certain-teed _— Corp. 
Insulite Co., Th 

Johns- aw. 

Wood Conversion Co. 


STAINED SHINGLES 
Weyerhaeuser Sales Co. 


WALL BOARD 
Certain-teed Products Corp. 
Insulite Co., The. 
Johns-Manville 

Wood Conversion Co. 


WALL PAPER 
Lennon Wall Paper Co. 


PRIMERS 
Marietta Paint & Color Co. 
National Lead Co. 


WHITE LEAD 
National Lead Co. 


WINDOW FRAMES—Metal 
Clay Equipment Corp. 


WINDOWS—Combination 
Storm Sash and Screen 
Marquart Frame & Sash Co. 


WINDOWS— 


Curtis Companies Service 
Bureau 


—_ Lumber & Treat- 
Colfax Lumber & Creosoting 


Crosby Lbr. & Mfg. Co. 
Crossett-Western Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Hill-Behan Lbr. Co. 

a ee Bridge Sup. & Lbr. 


a. Pine Lumber Co. 
WIRE SCREEN RACKS 
Marvel Rack & Mfg. Co., Inc. 


WOOD PRESERVATIVES 
Parker & Sons Co., Ira 


PARK PLUGS 
Firestone Tire & Rubber Co. 


STEAM FEEDS 
Soule Steam Feed Works 


TIRES 

Firestone Tire & Rubber Co. 

Goodyear Tire & Rubber Co., 
Inc., The. 


TRACTORS 

Allis-Chalmers Mfg. Co. 

International Harvester Co. 
VENEER DRYING 

MACHINERY 

Moore Dry Kiln Co. 

WAGONS—Log 

Lindsey Wagon Co. 

Love Wagon Co. 


WELDING WIRE, WIRE 
ROP. FITTINGS AND 
SLIN 

American Steel & Wire Co. 





duction has been below normal, 


but the 


number of inquiries is decidedly encouraging. 


SOUTHERN PINE—Wet weather has been 
responsible for delaying production. 
are stronger than for some time. 

SHINGLES AND LATH—Actual orders in 
hand from points further south are cheering 
The demand for shingles, espe- 
cially for hearts, has been marked. Lath are 
said to be scarce, with all low grades prac- 
tically sold up, resulting in a slight advance 
in prices, the 48-inch No, 1 going to $5.80, 


the trade. 


and No. 2 to $5.30. 


Prices 


mum. 


turn for the better, 
roads still are almost impassable, 
feel that trade in the rural sections will 
take a spurt as soon as weather improves. 
Yard stocks are low and need replenishing. 
There has been considerable industrial de- 
mand, particularly from box and crating in- 
terests, with the result that the supply of 
low grade boards has been cut to a _.mini- 
Stocks at mills are 


Minneapolis, Minn. 


NORTHERN PINE—Business is taking a 
for though many side 


dealers 


in rather short 


supply, and unfilled orders exceed those of 


last year. 


spring, 


woods, 


Prices remain firm, with indica- 
tions of more increases. 

MILLWORK—Estimating departments al- 
ready are busy on buildings planned for this 
but up until the past week order 
files have been light. 

NORTHERN WHITE CEDAR—With prices 
holding fairly firm, country roads in poor 
condition, and little stock moving from the 
the market has been dull. 
sized posts will be in short supply, with the 


(Continued on page 87) 
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NELSON AUGUSTUS GLADDING, 72, vice 
president and sales manager E. C. Atkins & 
Co., Indianapolis, Ind., died suddenly at Port- 
land, Ore., March 8, of a heart attack. Read- 
ers of the AMERICAN LUMBERMAN will be sad- 
dened upon learning 
of Mr. Gladding’s pass- 
ing. He was born July 
8, 1863, at Providence, 
R. I. He began his 
business career as a 
clerk in a retail store 
in Indianapolis, and 
was in the employ of 
a variety of businesses 
before connecting with 
the Atkins organiza- 
tion, in 1885. After a 
few months as a 
traveling salesman, he 
was appointed man- 
ager of the Atkins 
branch house, Mem- 
phis, Tenn., and re- 
mained there twelve 
years. In 1898, Mr. 
| Gladding was  pro- 
moted to the office of 
secretary and_= sales 
manager of the com- 
pany, and three years 
later was elected vice 





president. He held 
the post until his 
death Mr. Gladding 


was a member of many 
in this country and Europe, among 
Sons of the American Revolu- 
tion, and all of the Masonic orders. He 
served as Snark of the Universe of the Con- 
catenated Order of Hoo-Hoo, a lumber fra- 
ternity, in 1898-99. Mr. Gladding is believed 
to have attended more lumber manufactur- 
ers’ conventions than any other man in the 
United States. He was a great traveler, a 
good story teller, and a fine, wholesome 
companion. He was always a gentleman, in- 
terested in the other fellow. He had a fund 
of information, and wherever he went was 
welcomed as a genial, pleasant addition be- 
cause he brought cheer, hopefulness and good 
fellowship into the gathering. Mr. Gladding 
never forgot a friend, and, since he was such 
a cosmopolitan man, his acquaintances and 
friends were always delighted to have him 
present. Always abreast of current affairs, 
he also brought some memories of the early 
history of the lumber industry into a group. 
Surviving are two daughters, four grandsons 
and a brother. 


HERMAN B. TENZER, 85, principal owner 
H. B. Tenzer Lumber Co., Defiance, Ohio, died 
Feb. 28 at his home. He went to Defiance 
when 21, and worked for the lumber firm of 
Karst & Wade, which later became the Karst, 
Wade Bros. & Co., with Mr. Tenzer as a mem- 
ber. Later he bought the interest held by 
the Wade Bros. In 1897, the Tenzer Box Co. 
was formed, and two years later the young 
lumberman purchased the Karst interest in 
the lumber company. In 1902, the two Tenzer 
companies were consolidated to form the H. 
B. Tenzer Lumber Co., and the owner served 
as president and general manager until his 
death. Mr. Tenzer contributed over $25,000 
to Defiance College, and last fall donated 
$30,000 to the St. Paul’s Lutheran Church for 
a parish building. Surviving are a sister and 
a nephew. 


ALBERT SPENCER BLISS, 65, retired 
Minneapolis lumberman, died Feb. 29 in 
Minneapolis. Until two years ago Mr. Bliss 
operated the Bliss Hardwood Lumber Co., 
Minneapolis, but ill health forced his retire- 
ment. He was a former president of the 
Northwestern Lumbermen’s Association, a 
former president and secretary of the Twin 
City Hoo-Hoo Club, and he also served as 
secretary of the Minneapolis Rotary Club. 
Mr. Bliss was born in Toledo, Ohio. At an 
early age he became associated with his 
father in the lumber business at Nashville, 
Tenn. Later he went to Pittsburgh and 
Indianapolis, and to Minneapolis in 1905, there 
becoming associated with the Payson Smith 
firm, hardwood wholesalers. Mr. Bliss is sur- 
vived by his widow. 


WILLIAM S. LOGAN, 83, a lumber dealer 
for 62 years in Paris, Ill., and recognized as 
the oldest active lumber merchant in his 
State, died Feb. 22 in his home. Mr. Logan 
entered his life business on May 1, 1875, with 
the founding of the Redman, Mullins & 
Logan Lumber Co. A year later he bought 
out Mr. Redman’s interest, and nine years 
afterward became the sole owner of the firm, 
which was named the W. S. Logan Lumber 
Co. In addition to operating his lumber 
yard, Mr. Logan was successful with a 1,200- 
acre stock farm near Paris, and was promi- 
nently identified with financial institutions 


clubs 
which were: 


and other businesses in his city. He leaves 
his widow, three daughters, a son, ten grand- 
children, four brothers and two sisters. 


DR. GEORGE CORYDON WAGNER, 76, 
father of George Corydon Wagner, vice presi- 
dent St. Paul & Tacoma Lumber Co., and hus- 
band of the former Miss Heartie D. Griggs, 
daughter of the late Col. C. W. Griggs, 
founder of the St. Paul & Tacoma Lumber 
Co., died at his home in Tacoma, Wash., Feb. 
25. Dr. Wagner was a pioneer physician and 
surgeon of Tacoma, where he had lived for 
nearly half a century. He came to Tacoma 
in 1888, and married Miss Griggs, who 
survives him, in 1893. Besides his widow and 
son, he is survived by a daughter, five grand- 
children, a sister and a nephew. 


JOHN G. LEVIE, known as the oldest ex- 
porter of lumber from the Dominion of Can- 
ada, died in his cabin aboard ship en route 
to London, March 3. Mr. Levie came from 
a long line of lumber shippers, and was 
known in European circles as well as Canada 
and the United States. He had crossed the 
Atlantic Ocean more than eighty times, an- 
nually visiting his London sales office. It 
is said that he never signed a contract with 
a customer, but considered a handshake suf- 
ficient seal on the sale. Surviving are his 
widow, five sons one of them John J. Levie, 
president Levie Lumber Co., Quebec, and two 
daughters. 


WILLIAM M. THATCHER, 69, an employee 
for 49 years of the Deming & Thompson Co. 
(Inc.) lumber and coal dealers of Frankfort, 
Ind., died Feb. 24. He entered the lumber 
business 52 years ago with the J. F. Morgan 
concern, Which later became the Deming & 
Thompson Co. Mr. Thatcher was the friend 
of thousands of salesmen, it is said by his 
company. A son, a sister and two grand- 
daughters survive. 


JOHN MURPHY, 68, of Orting, Wash., for- 
mer logging operator and lumberman, died 
in a Tacoma, Wash., hospital Feb. 28. He 
was superintendent of various logging camps 
for the St. Paul & Tacoma Lumber Co. for 
many years. Afterwards, he operated his 
own mill at Kapowsin, Wash., for three years. 
He is survived by his widow, two sons and 
four daughters. 


JAMES E. CROSS, 74, a retired box manu- 
facturer of Buffalo, died at his home in that 
city, Feb. 29. He became associated with 
James MacLean in the MacLean Box Fac- 
tory, Buffalo, when young and later became 
manager as Well as a partner. He retired in 
1920. His widow, a brother and a sister sur- 
vive. 


JOHN F. SOULE, 77, a pioneer Grays Har- 
bor lumberman, died at his home in Hoquiam, 
Wash., March 4. He was associated with the 
North Western Lumber Co. for approximate- 
ly a quarter of a century. He was a graduate 
of Notre Dame University and of Iowa State 
College. He served as mayor of Hoquiam in 
1898. He is survived by four daughters. 


JAMES H. MILLER, 70, for many years a 
widely known southwest Washington lum- 
berman, died in a Tacoma, Wash., hospital 
Feb. 26. He located in Chehalis, Wash., in 
the 1890’s, and was associated with the old 
Maaly-Lacy Lumber Co., which operated a 
large sawmill there for years. He is sur- 
vived by a son, and two brothers. 


STEPHEN ALLEN WILLIAMS, 70, presi- 
dent Williams & Voris Lumber Co., and the 
Chattanooga Handle Co., Chattanooga, Tenn., 
died Feb. 27 of a heart attack. He was also 
interested in lumber concerns at Dothan, 
Ala., and Jackson, Miss. Surviving are his 
widow, a son, one daughter, and two brothers. 


CARL E. KINSLEY, 42, assistant manager 
McDowell & Torrence Lumber Co., Xenia, 
Ohio, died Feb. 18. He was associated with 
his father in the contracting and building 
business prior to the latter’s death, and in 
1927 entered the employ of the above itum- 
ber firm. is widow, two sons, a daughter 
and his mother survive. 


MRS. ALICE C. HUMBLE, 76, wife of Syl- 
vester F. Humble, retired founder of the Mil- 
waukee Hardwood Inspection Bureau, died 
Feb. 29, at a Milwaukee (Wis.) hospital. Be- 
sides her husband, Mrs. Humble is survived 
by four children, two brothers, five grand- 
children and one great-grandson. 


ROBERT S. URBAN, 75, who until his re- 
tirement some years ago, was vice president 
and treasurer of Joseph Thomas & Son, mill- 
work, sash and door manufacturers, Balti- 
more, died Feb. 29 of heart trouble. He had 
been connected with the firm for a long time. 
Two daughters and a son survive. 
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MRS. E. G. SIEGMUND, 74, of Longview, 
Wash., mother of F. N. Siegmund, sales man- 
ager Weyerhaeuser Timber Co. at Longview, 
died Feb. 27 at the home of another son, J, 
L. Siegmund, at Stayton, Ore., with whom she 
was visiting. She is survived by three sons 
and a daughter. 


ELLIS LEROY HUNT, 90, who until his re- 
tirement was engaged in the retail lumber 
business in Lewiston, Me., died in February 
at the home of his daughter in Janesville, 
Wis. His daughter, with whom he made his 
home, and another living in Florida survive. 


ORRIN R. BUELL, one of_the best known 
lumber salesmen in New England, died in 
Manchester, Vt., late in February. For many 
years he represented the Parker-Young Co. 
and the old Woodstock Lumber Co. in west- 
ern New England. Recently he has been as. 
sociated with the Guernsey-Westbrook Co., 
Hartford, Conn. 


GEORGE DRASER, 70, who for 45 years 
operated at Mascoutah, Ill., the lumber busi- 
ness which had been established by his 
father, died Feb. 24. He was a prominent 
citizen and active in many organizations. 
His widow, three daughters, and two grand- 
children survive. 


W. J. SNEAD, 66, one of the organizers of 
W. J. Snead Lumber Co. (Inc.), Greenwood, 
S. C., died recently. He and his brother, the 
late E. K. Snead founded the firm in 1901, 
and it grew steadily. Mr. Snead leaves his 
widow and seven children. 


GILBERT L. HUME, 59, district manager 
of the Southern Pine Association for Vir- 
ginia, North and South Carolina, died sud- 
denly Feb. 29, at Rocky Mount, N. C. Mr. 
Hume entered the lumber business when a 
young man with H. M. 
Poole & Co. in Buffalo. 
In 1907, when the Buf- 
falo interest acquired 
the A. B. Cramer Lum- 
ber Co., Suffolk, Va., 
Mr. Hume was made 
manager of the plant 
in the southern city. 
When the Cramer con- 
cern merged with 
Montgomery Lumber 
Co., of Spring Hope, 
N. C., Mr. Hume was 
named secretary of the 
latter company, and 
later was promoted to 
the vice presidency. 
During the World 
War, he was chairman 
of the North Carolina 
Pine Emergency 
Bureau at Washing- 
ton, which handled 
the placement of 
orders for the North 
Carolina pine needed 
by the Government for 
military purposes. In 
1920, —— os nee 

omer umber Oo. 
secured the Fosburg Lumber Co. to form the 
Hollister Lumber Co., Mr. Hume became vice 
president of that firm, also, and held these 
positions until the autumn of 1925, when he 
resigned to enter business in Florida. Later 
he returned to Suffolk, and became secretary- 
treasurer North Carolina Pine Association, 
which he previously had headed as president. 
When the above association merged with the 
Southern Pine Association in 1931, Mr. Hume 
was made district manager. He had been 
also a director and at one time president of 
Southern Pine Sales Corp., New York City. 
He was active in social, church and business 
circles in Suffolk. Surviving are his widow, 
a daughter, three sons, two grandchildren, 
six sisters and a brother. 





HENRY BAKER FARRAR, 62, vice presi- 
dent Farrar Lumber Co., in Dalton and_ Bain- 
bridge, Ga., and also vice president, Empire 
Tale & Lumber Co., Chatsworth, Ga., died 
March 2. He was active in civic affairs, and 
prominent in Masonic circles. His widow, 4 
daughter, one son, and two brothers are left. 





Ss. H. HINSON, 68, lumberman and civic 
leader of Hohenwald, Tenn., died Feb. 19. He 


was associated with some of the largest lum- 





b firms in the State during his life. Sur- 
viving are his widow, four daughters, and 
three sons. 

EDGAR NICHOLS, 74, father of E. C. 


i ls, president Union Trim & Lumber Co., 
Poeetabe, Mich., died March 7 in Shreve- 
port, La., where he had been identified fot 
thirteen years with the cement industry. Two 
sons, and one sister are left. 


FRANKLIN P. PHILLIPS, 83, for many 
years part owner and general manager por i 
nyside Lumber Co., Athens, Ohio, died — 
denly Feb. 26. Mr. Phillips leaves a daug 
ter, a step-son, one sister and a brother. 


JAMES M. FORD, operator Flatrock Lum- 
ber Co., Nashville, Tenn., for the past few 
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months, died Feb. 13. His father was a lum- 
berman in North Carolina. Survivors are his 
widow, two sons, four brothers and one sister. 


GEORGE F. McSWEYN, 19, son of a vice- 
president of the E. L. Bruce Co., Memphis, 
and assistant manager of the plant, died 
March 1. Besides his parents, he leaves a 
sister and one brother. 


GEORGE ADAMS, 80, former office em- 
ployee Dascomb- Daniels Lumber Co., Kansas 
City, Mo., died March 4. He retired seven 
years ago, after being in Kansas City for 
thirty-five years. 


HOMER WILLIAMS, 60, prominent in lum- 
ber, business, civic and agricultural circles 
at Thomasville, Ga., for fifty years, died Feb. 
27. His widow, three sisters, and a brother 
survive. 


A. L. BINFORD, 82, partner in the O. E. 
Talbert & Son lumber firm, Noblesville, Ind., 
died recently in Bradenton, Fla., where he 
and his wife were spending the winter. His 
widow, a brother and a sister are left. 


MRS. FLORENCE J. BROWN, 74, wife of 
J. E. Brown, proprietor of lumber company 
bearing his name in Greenville, Ohio, died 
Feb. 27. Her husband, and a half-sister sur- 
vive. 


MATHIAS WEIDENER, 65, operator of a 
lumber yard bearing his name at Patricks- 
burg, Ind., died recently at his home. He 
was in the lumber business for many years. 


ELBERT KENNE, president 
Lumber Co., Ludington, muich., 
at a Grand Rapids hospital. 
by his widow and a son. 


Ludington 
died March 1 
He is survived 


GILMAN G. CROSBY, owner Crosby Build- 
ers Supply Co., Vero Beach, Fla., died Feb. 
26, after a long illness. 


NEWS LETTERS 


(Continued from page 85) 
larger ones in good demand, it is indicated. 
Rural electrification systems are expected 
to require a larger quantity of poles than 
usual, 

RETAIL—Lumber sales of 479 yards in 
the ninth Federal Reserve district in Janu- 
ary totaled 3,677,000 feet, as compared with 
4,594,000 in December, and 3,403,000 feet in 
January a year ago. Stocks at 454 yards 
totaled 70,834,000 feet January 31, as com- 
pared with 61,365,000 feet Dec. 31, and 58,442,- 
000 feet Jan. 31, 1935. Sales of all materials 
at 479 yards totaled $1,142,400 during last 
January, $814,100 during December, and 
$959,500 during January, 1935. 


Portland, Ore. 


WESTERN WOODS—Scearcity of logs, espe- 
cially fir, is a problem in the Columbia River 
producing area, camps on the lower river 
being unable to operate because of unfavor- 
able weather. However, the cold spell is now 
over and the crews are getting back to work. 
The domestic fir lumber market continues 
quite brisk, but export business is quiet, with 
relatively little business coming from across 
the Pacific. The western pine market is ac- 
tive, with shop lumber in good demand and 
C select and No. 2 common holding firm. A 
considerable surplus of No. 3 common under 
12 inches is reported. Sitka spruce continues 
to sell well for refrigerator building. The 
demand from Burope for clears is also re- 
ported good. 


Houston, Tex. 


SOUTHERN PINE—Large orders for grain 
doors were placed last week by one of the 
railroads and took practically all the No. 3 
lumber available in eastern Texas. These 
and other large purchases of No. 3 have 
caused additional advances in prices, 1x4- 
inch now being quoted at $13.50@14, 6-inch, 
$15.50@16, 8- to 12-inch, $16.50@17, mill. 
Scarcity of No. 3 will cause No. 2 to start 
moving freely and advance rapidly. Mills 
are selling more than they are manufactur- 
ing, and advances on all items are expected. 
Longleaf and shortleaf timbers are stronger, 
and a lot of the shortleaf logs that formerly 
were cut into 1- and 2-inch are going into 
timbers. A large railroad inquiry is out for 
over 7,000,000 feet of timbers and car mate- 
rial, and all railroads seem to be increasing 
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their purchases; car material has therefore 
advanced very materially. Retail yards have 
been carrying very small inventories, and 
may find difficulty in replenishing them later. 
Export demand continues strong, with thirty- 
cube up to $48, port, while other items show 
a tendency to advance. There are several 
large: inquiries out now for CCC Camps in 
Porto Rico, and other heavy orders are com- 
ing from the Islands. 


HARDW0OOD—tThe market continues very 
strong, with prices advancing. Red gum and 
oak are very scarce. Sap gum is more plen- 
tiful than these, but is advancing. One miil 
reports having shipped more during Febru- 
ary than in any month since the depression 
started. Floods in the Mississippi Valley will 
materially curtail production there, and oak 
is expected to be scarce and higher. 

SHINGLES AND LATH—tThe shingle mar- 
ket has been rather dull, with prices slightly 
softer. Lath stocks are low and prices are 
firm. 


Birmingham, Ala. 


SOUTHERN PINE—Mills have full order 
files, accumulated during bad weather in 
the South, but new business is disappoint- 
ing, most northern buyers indicating that 
they are still awaiting a let-up. Industrial 
demand in this section has been good. Stocks 
of certain items are accumulating. Price 
levels are changing right along. Low-grade 
stock suddenly moved out of the $10-11 
column and touched $13 for No. 3 1x4-inch 
flooring; $12 for 1x3-inch, and $14.50 for 1x6- 
inch, with some mills up to $16 for 1x6-inch 
No. 3 S2S&CM, but lower grades of 1x8- 10- 
and 12-inch are still dragging. No. 2 flooring 
items changed to $17.50 for 1x3-inch, $19 for 
1x4-inch. S4S is $21 for 1x6-inch and $22@25 
for 1x8- 10- and 12-inch. No. 1 flooring, 1x3 
and i1x4-inch, was $31@33. No. 1 S2S&CM, 
1x6-inch, was $29, and worked drop siding, 
$31@33. Finish S4S, 6-inch and wider, is $33 
for No. 1, $36 for B&better. Dimension has 
sagged. No. 2, 2x4- to 2x8-inch S2S is $17, 
and No. 1, $20; but 2x10- and 2x12-inch were 
strong. 

OAK FLOORING prices continue to ad- 
vance. Demand in this section, because of 
competition with gum and rift pine, is not 
strong. 


Shreveport, La. 


SOUTHERN PINE—The market is better 
than for a long time, all common items 
being stronger. Dry No. 2, 2x4- and 2x6-inch 
dimension is getting very scarce, as are No. 3 
shiplap and Nos. 2 and 3, 1x6-inch boards. 
All items of dimension are hard to get for 
quick shipment, even No. 1 common being 
scarce. Most of these items have advanced 
from $1 to $2 in the last month, and sellers 
are disinclined to book any great quantity, 
as they are for the most part booked up 
with all the orders they can ship during the 
next thirty days. Some of the mills are even 
refusing to quote. There seems to be plenty 
of railroad business offered. It is reported 
that there is a pretty good demand for 
9-foot, 4-inch car siding, and the mills are 
being offered from $5 to $6 more than they 
could get a few months ago. Timbers also 
are moving. The bulk of the railroad orders 
go to the longleaf mills, but there is much 
business in sight for shortleaf producers. 


Cincinnati, Ohio 


HARDWOODS — Stronger price sentiment 
was noticeable on all sides this week. 
Searcity of seasoned lumber was the main 
reason. Holders were not pressing sales, and 
Appalachian maple, ash, red and white oak, 
poplar and chestnut could not be had under 
an advance of $3 on uppers and $1@2 on 
lowers. In case of scarce items, such ase 
thick white oak, ash and maple, and sound 
wormy oak and sound wormy chestnut, the 
thick sizes commanded an advance of $5. 
Surpluses of red and sap gum in the South 
were virtually exhausted, and manufacturers 
of oak and maple flooring reported difficulty 
in obtaining rough flooring stock. Southern 
hardwoods were practically off the market 
on account of floods and bad weather, which 
made dry stocks almost impossible to obtain. 
Demand was active from industrial consum- 
ers and from railroads and furniture fac- 
tories. Interior trim plants and planing 
mills of the North and East were also in the 
market. Spot sales were comparatively light, 
because wholesalers were holding for higher 
prices. Inquiry for Appalachian oak flooring 
was brisk. 











How to Figure Costs for Advertising 
‘ In Classified Department 








Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
| Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices 
THE MINNESOTA SPECIALTY CO. Ino. 
Minneapolis, Minn. 








WANTED 














Employees 


—_—Ss_—oeoeorooeress 


WANTED: A-1 CIRCLE MILL SAWYER 


Must know saw tension work and do mechanical 
millwork. Mills sawing 80% oak—car stock—com- 
mercial lumber and ties. Permanent employment 
for right man. Write us giving qualifications and 
wages expected. 

D. A. PIKE LBR. CO., Three Rivers, Mich. 








WANTED: THOROLY EXP’D RETAIL LUMBER 
Office salesman and estimator. Knowledge of book- 
keeping desirable, but real sales ability imperative. 
State age, experience, nationality, religion and sal- 
ary expected. 

Address “S. 60,” care American Lumberman. 


WANTED: ESTIMATOR AND DRAFTSMAN 


By Millwork jobber in New York State. State quali- 
fications and experience, also salary wanted. Infor- 
mation confidential. 

Address “S. 68,” care American Lumberman. 


WANTED: MANAGER FOR RETAIL LUMBER 


And hardware company. Ozark town in Missouri; 
population, 600; modern, sanitary conditions, Good 
schools. Salary commensurate with efforts. Keen, 
competitive conditions. Nothing but a ‘‘go-getter”’ 
will receive consideration. Give complete refer- 
ence and record with first application. 

Address “S. 25,” care American Lumberman. 


EXPERIENCED DRAFTSMAN WANTED 


By large Southern mill; first class detailer and 
biller for high-class special millwork. 
Address ‘“‘S. 71,” care American Lumberman. 


WTD: ASSISTANT RETAIL YARD MANAGER 

Must kave three outstanding qualifications: 

1—Millwork Estimator. 

2—Salesman. 

3—List material from plan. 

State age, experience, religion and salary ex- 
pected. Give references. 

Address “S. 76," care American Lumberman. 
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Employees 


WTD. SAWYER FOR TRACTOR POWERED MILL 


Young man who can produce quality and quantity. 
Must know how to care for mill 
Box 194, Salem, Mo. 


WANTED 


Capable, energetic, producing sales manager by old 
reliable southern pine wholesaler. 
Address “‘S. 69," care American Lumberman. 


EXPERIENCED MILLWORK DETAILER 


And biller familiar with plans and special work. 
Address “S. 76,” care American Lumberman. 














WANTED: YARD MAN 


Selling, unloading, checking lumber, also shop 
building window frames, use combination wood- 
worker. 

U. 8S. LUMBER & FUEL CO., Battle Creek. Mich. 





WANTED 
Experienced factory lumber salesmen for Indian- 


apolis, Columbus and Detroit. Give full details 
first letter. 
Address “S. 87," care American Lumberman. 





Salesmen 


WANTED—COMMISSION SALESMEN 


Now calling on lumber yards and the better type 
of hardware stores, to sell a nationally advertised 
product known to the building trade for 30 years. 
An essential part of every building. Fills a definite 
need. A winner for the aggressive salesman with 
a successful selling record. Full cooperation from 
factory including advertising and other sales assist- 
ance, assured. Give references, lines now handled, 
complete territory covered and at what intervals. 
Confidential. 
Address “S. 49,” care American Lumberman. 


WANTED—SALESMEN 


To sell all species of Mahogany Lumber. 
Address ‘‘S. 54," care American Lumberman. 








WANTED 











Employment 


EXECUTIVE ACCOUNTANT, OFF. MGR. OR 


Kindred. Long exp. large operations, all depts, 
Address “S, 72,’ care American Lumberman. 


WANTED SALES CONNECTION 


Lumberman 18 yrs., broad exp. All phases lumber 
selling—saw mill, mfg. sales, comm. bus. and road 
—So. Pine, Fir, Western & Calif. White Pine. Pre- 
fer Hdqtr. K. C. Also know Detroit, Chicago, Ohio 
trade. 

Address “S. 82,” care American Lumberman. 


EXPERIENCED BOOKKEEPER 
Wants position in Chicago. Good references. 
Address “S. 83,” care American Lumberman. 


WANTED—POSITION WITH RETAILER 


Young man with thirteen years’ experience in lum- 
ber and building supplies desires position as man- 
ager, estimator or accountant in Alabama, Georgia 
or Florida. Can give best of references. 

Address “S. 86,” care American Lumberman. 

















Lumber and Dimension 


WOULD LIKE TO CORRESPOND WITH PARTIES 


Owning 20 to 30 M. capacity circular mills with 
edger and trimmer; preferably with ample logging 
equipment, trucking equipment and financial abil- 
ity to operate on thirty day settlement. Want con- 
tract 25 million feet at once. 

Write P. P. BREECE, Alamogordo, N. M. 








WANTED TO PURCHASE 
One hundred thousand, possibly more, three inch 
diameter smooth turned dry mized hardwood balls. 
Address ‘‘S. 80," care American Lumberman. 


"WE ARE INTERESTED IN PURCHASING 


Up to 500M’ of 4/4” No. 3 & Btr. dry Birch. We 
have for sale one car 4/4” Select and one car 
4/4” FAS Birc 
‘MAISLEIN-DAWSON LUMBER CO., Sheboygan, 
/ is. 








WANTED SALESMAN 
Exp’d, aggressive, capable for contacting bldrs. 
and contractors in Chgo. district; confidential. 
Address “S. 81," care American Lumberman. 


WANTED TO BUY: 4/4, 5/4, 8/4, 10/4 & 12/4 


Log run Plain or Quartered sawn Sap Gum. AMA- 
ZON LUMBER CORPORATION, 44-72 Eleventh 
Street, Long Island City, N. Y. 





SALESMEN WANTED 
Very pooteatte, ehetine, 10% Copeptanton. Water- 
pr roofing mat est on marke 
MISS OURI. INDUSTRIES, 401 Baser Building, 
St. Louis, Mo. 





Employment 





EXPERIENCED EXECUTIVE AVAILABLE 


Desire position with sash and door company or 
large lumber manufacturer. Middle age, married. 
Have experience as sales manager for sash and 
door house; also for large retail concern, salesman 
and inspector. Large acquaintance among retailers 
and industrials. Well qualified to fill important 
position, 

Address “R. 67,” care American Lumberman. 


LOGGING SUPT.—17 YRS. EXP. 


Low cost operator; excellent record; references. 
Address “R. 72," care American Lumberman. 


WTD.: BY MAN WITH 2 YRS. LUMBER EXP. 
Position as tallyman, yard foreman or manager of 
small yard. 

Address “‘S. 45,"" care American Lumbermaan. 


POSITION WANTED 


in retail lumber or construction. Architectural en- 
gineering training at state university. Eight years 
engineering experience both field and office. Thor- 
ough knowledge of small house construction. A.-1 
draftsman. Now employed. Best ref. 

Address ‘8S. 47,"" care American Lumberman. 


MY EXPERIENCE—YOUR GAIN 


48 years old. Over 30 years’ experience sawmills, 
wholesale-retail, salesman, sales manager, buyer, 
manager large yard or line of yards. Wide ac- 
quaintance among industrials and yards, especially 
Middle West. Also millmen West and South. 
Know lumber, pine and hardwoods, where and how 
to buy and sell it. What have you to offer? 
Address “S. 64,” care American Lumberman. 

















HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN Li 

BERMAN, 431 So. Dearborn S8t., Chicago, in. 


Retail Lumber Yards 


WILL, EXCHANGE LARGE FARM 


Mostly in pasture or meadow for a lumber yard 
or for lumber. 


Address “R. 79," care American Lumberman. 











WANTED: LUMBER AND COAL YARD AT ONCE 


Protos Minnesota or Wisconsin. Advise full partic- 
ulars. 


Address “S. 61,” care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That’s why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING depart- 
ment to get it or sell it. Read the 
Classified advertisements. Advertise 
in @ paper that reaches the people 
who would be interested in what you 
want to sell. When you want to sell 
anything used in the lumber world 
and allied industries, advertise in the 


AMERICAN LUMBERMAN, 
431 8S. Dearborn S8t., Chicago. Ill. 





Engines and Boilers 


WANTED: ONE 150 H. P. STEAM ENGINE 


With Generator—prefer direet connected. 
Address “‘S. 65,"" care American Lumberman. 








WANTED 














Used Machinery 


WANTED: SECOND HAND CONCRETE MIXER 


With gas engine for use in making concrete blocks. 
Address “‘S. 77,” care American Lumberman. 








Miscellaneous 


CHAPIN’S LUMBER RECKONER 


By N. Chapin. Saves Time and Labor—Prevents 
Errors. The tables reduce to board measure all 
fractional sizes of lumber, advancing by quarter- 
inches from 1x1 to 15x15 inches square and 20 
feet long; also scantlings and square timbers, ad- 
vancing by inches from 2x2 to 30x30 inches square 
and 50 feet long. Saw logs are reduced to board 
measure. The book contains 171 pages of strong 
white paper, is 4x7 inches and is bound in cloth. 








FOR SALE 
Retail Lumber Yards 


FOR SALE—OLD ESTABLISHED YARD 


In Indiana to settle estate. 
Address ““M. 82,” care American Lumberman. 

















MEDIUM SIZE—LOCATED METROPOLITAN 
District St. Louis—City of 70,000—Best Located in 
City—Coal Could Be Added. 

Address “S. 63,” care American Lumberman. 


FOR SALE—ONLY YARD IN RURAL NO. ILL. 


Village for cash to settle estate. Low investment. 
Handle Lumber, Coal and Building Supplies. 

HOLCOMB-DUTTON LUMBER CO., Headquar- 
ters, Sycamore, III. 








FOR SALE OLD ESTABLISHED 
Retail Lumber, Fuel, & Building Material yard. 
Central Illinois town, population 20,000. Low in- 
ventory, low plant investment, clean competition. 
Owner has other interests. 
Address “R. 89,’"" care American Lumberman. 





FOR SALE: AN OLD ESTABLISHED 


Lumber yard, mill and all conveniences, doing a 
good business, well located in a growing suburb of 
Chicago. Reason for selling; getting along in years 
and would like to take it easy. Full particulars 
to bona fide buyers. Principals only. 

Address “S. 37,” care American Lumberman. 


FOR SALE 
One-man yard western Nebraska; 
tion. Good sheds, clean stock. 
$10,000.00. 
Address “S. 52," care American Lumberman. 


RETAIL LUMBER YARD FOR SALE 
In town of about 7000. Two Yard town. Business 
on good paying basis. Best of reasons for selling. 
Location Central Illinois. 
Address “S. 70,"" care American Lumberman. 





irrigated sec- 
Require about 








OPPORTUNITY FOR LUMBERMAN 


With retail experience to secure substantial finan- 
cial interest in well equipped lumber and builders 
supply yard on main thoroughfare in one of best 
locations of City of Detroit. $10,000 to $20,000 
needed for expansion. 

Address “S. 74,” care American Lumberman. 


FOR SALE 


Lumber yard, real estate, stock, and equipment: 
price $1500.00, or 25% investment; investigate it. 
ELK LUMBER CoO., Charleston, W. Va. 








FOR SALE: RETAIL LUMBER, HARDWARE 
Implement & Coal Business in Co. seat town in 
Central Mont. All or part interest to a good Man- 
ager; Part terms. 

HENRY SHAW, White Sulphur Spgs., Mont. 


LUMBER, COAL & MATERIAL YARD 


In N.E. IlL, one yard town, very cheap. Money 
maker, low overhead, big trading territory, no 
competition within a radius of 8 miles. Owner 
will manage yard, guarantee good business. Good 
opportunity for a line yard concern. 

Address ‘“‘S. 84,”" care American Lumberman. 














